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Ha!  Dabreakable Steel Registers 


FFECTIVE design and efficient service are required by buyers of 

registers. They want more than just registers—they want GOOD 
registers. We have built many features in the H & C line and they are 
the best features in register construction. H & C Steel Registers actu- 
ally exceed your customer’s expectations in the service they render. 
These features passed the experimental stage years ago: Refinement in 
Design—Strength—Exceptional Air Capacity—Durability of Finish and 


Simplicity in Construction. 


Quick and Easy to Install 


H & C Steel Registers are equipped with a Quick Detachable Face, 
therefore insuring quick and easy installation. By using our 
special gauge for setting you can complete the installation when 
putting in the rough work, then just slip the register in place after 
completion of the room. This leaves the finish of the register 
unimpaired. 

No matter what your customers may require in the way of up-to- 
date registers you can satisfy them with H & C Steel Registers. 





Become familiar with the H&C line now. Write today for our 
big 63 page catalog. It contains much valuable information. 


THE HART @ COOLEY CO., Inc. 


NEW BRITAIN, CONNECTICUT 
100 Lafayette Street, New York City 73 East Lake Street, Chicago, Illinois 


(ee 
po 
men 

















*ublished Weekly. Entered as Second-Class Matter June 25 1885 at the Post Office at Chicago Illinois un den hae of March trd 1879 
ALPHABETICAL INDEX AND CLASSIFIED LIST OF ADVERTISERS, Page: 80 and 81 














AMERICAN ARTISAN AND HARDWARE RECORD February 14, 1920. 












MAHONING 
HEATERS 


Sell Themselves 


Se many superior qualities are 
involved in MAHONING con- 
struction that to tell of one would 
slight others equally as important. 


No need to talk Mahoning qualities. 
Show your customer,—he will see it at a 
glance. 


ive dealers everywhere : 
We want good hi <2 ty : MAHONING TYPE “C” 
and offer a temp ting proposition. Illustration shows quite clearly the combustion as it takes 


Dlacein the Mahoningsystem. Note how the admission of air 
through the slots in the firepot causes combustion to take place 
all around the outside of the fire. The hottest part of the fame 


A style and size for every purpose. is in direct contact with the outside surface of the heater where 


the radiation of heat takes place. Only one of the features that 
have made the Mahoning famous from coast to coast. 


The MAHONING FOUNDRY CO. 
YOUNGSTOWN, OHIO 


A Mammoth Plant With a Mammoth Production 






























Dealers can always depend on 
Clark Jewel Oil Stoves to give 
&" their customers satisfactory results. 


They are all of the highest type in 
oil stove construction. 


They are strong and _ durable. 
Handsomely finished. High speed 
oil saving burners. 
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They will prove profitable to you 
and satisfactory to your. cus- 
tomers. 


GEORGE M. CLARK & COMPANY 


Division American Stove Company 


CHICAGO 
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AMERICA Is a stimulus. After going through the 
melting pot of the United States foreigner 
ceases to be an alien and becomes an 

The Streng@® 4 me Indeed, his own native land, 


every 


rican. 
“ “ R the land of his birth, holds no beckon- 
arnainiemans for him. Examples to illustrate 


ings 
this point are many. One of the most striking is the 
Jacob Riis, one of our most patriotic foreign- 
Leaving his native country, Denmark, 
Full of vigor and enthusiasm 
Through 


late 
born citizens. 
he came to America. 
he set to work in the land of opportunity. 
industriousness and constant application to business 
he won wealth and fame. He enjoyed the fruits of 
his labor. For old-times sake he resolved one day 
to visit his place of birth. Unfortunately, while abroad 
he took sick and nearly passed away. He left Den- 
mark while yet suffering from his illness and em- 
barked to America. Lying on board the ship, recov- 
ering from his illness Jacob Riis caught view of the 
harbor. His enthusiasm for America rose. He de- 
scribes his heart-felt sensations in the following 
words : 

“All at once there sailed past, close in-shore, a ship 
flying at the top the flag of freedom, blown out on 
the breeze until every star in it shone bright and clear. 
That moment I knew. Gone were illness, discourage- 
ment and gloom; forgotten, weakness and suffering, 
the caution of doctors and nurse. I sat up in the bed 
and shouted, laughed and cried in turn, waving my 
handkerchief to the flag out there. They thought | 
had lost my head, but I told them, ‘No, thank God’; 
I had found it, and my heart, too, at last. I knew 
then that it was my flag; that my children’s home was 
mine, indeed; that I also had become an American in 
truth.” 








POWER IS HAD only through organization. A thous- 
and disconnected units of force perform less work 


than two units which are coordinated 


Organize -,. ; ? ‘ . 
len men in succession may labor in vain 

for Power 20.8 7 Ra: en 
at lifting a load which is mere child’s play 
to their combined strength. No lesson is more 


clearly and persistently taught by science and éxperi- 
ence than that organization is necessary to gain power. 
Compare the simple structure of the jelly fish and its 
consequent limitations of brain and action with the 
complex and marvelously coordinated mechanism of 
the human being. Contrast the range and variety of 
performance of jelly fish and man. Their differences 
are primarily differences of structural organization. 

It is follow .this line of rea- 


hardly necessary to 
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soning into further examples. Only in the applica- 
tion of the facts to practical purposes do many mer- 
chants seem to lose sight of their value. Yet the 
reed of organization in the retail field was never more 
pressing than it is now. Chain stores, farmers’ pur- 
chasing bureaus, and cooperative manufacturing and 
distributing societies are beginning to make inroads 
upon the business of the retailer. The power to hold 
his position as distributor of commodities to the con- 
sumer can be acquired only through combining with 
his fellow merchants in trade associations. 

when most of the 
Reports of their 


This is the season of the year 
retail hardware conventions are held. 
proceedings are published from week to week in 
AMERICAN ARTISAN AND HARDWARE ReEcorp. A study 
of these reports will show why every retailer should 
acquire membership in his trade association, if he 
wants to better his condition and obtain the power to 
maintain his business against the various movements 
which threaten to destroy it. 

To THE AVERAGE man the queer symbols used in the 
equations of the heating engineer are as meaningless 
Chinese laundry ticket. The 
language of the chemist or the physi- 
Sanskrit or 
house 


as a 
Science and 
Advertising. Ologist might as well be 
Latin so far as the ordinary 


It would be a waste of space to 


holder is concerned. 
use such symbols or language in an advertisement of 
But the facts of which the equa- 


shorthand are of the utmost 


heaters. 
scientific 
Science prolongs life and promotes com- 


warm air 
tions are the 
importance. 

fort by making available for all the 
looks SO 


people the re 


search work whose mysterious 


when expressed in mathematical formulas. 


summary 


It is not necessary to know the highly technical rea 
soning and experiment by which physicians have suc- 
ceeded dread disease of diphtheria 
by means of their antitoxins. 


controlling the 
The people know that 


antitoxin saves children’s lives. They have been thor- 


oughly educated to that extent by persistent publicity 


community centers, and neigh 


through newspapers, 


exchanges. Science has proved that dirt 


Here 


to give 


borhood 
again it is not necessary, nor 


a complete course in the 


breeds disease. 


would it be sensible, 


use of the microscope and the names and actions of 


the various germs which it reveals. It is enough to 


‘put the facts simply and strongly before the folk and 


knows the trutl 


keep repeating them until everyone 
about the relation of dirt to disease. 
Instinctively, the people have confidence in the physi 
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cian and the specialist of any branch of science. 
Legitimately and helpfully, the authority of the scien- 
tist can be used in advertising any commodity which 
is needful to the well-being of the people. They will 
pay more attention to and be more easily persuaded 
by a selling argument made up of scientific facts ex- 
pressed in plain language than by another method. 

Manufacturers, dealers and installers of warm air 
heaters will find in the facts and authority of science 
the best material for advertising. For example, sci- 
ence has proved that catarrhal troubles in winter are 
often due to the lack of moisture in steam or hot 
water heated dwellings, as well as to the rapid changes 
of temperature and sudden chilling caused by the 
necessity of admitting fresh air into such dwellings. 
No such exposure is required in dwellings made com- 
fortable by warm air heaters. Scientists have proved 
that the warm air heating system produces a complete 
change of air and renews the fresh air supply of the 
house many times a day. 

These and similar facts of science are fre- 
quently published in AMERICAN ARTISAN AND 
HARDWARE ReEcorD. Scientists of the highest author- 
ity are quoted at length in regard-to the essentials 
of heating and ventilating. The facts which are thus 
presented from week to week can be used to big ad- 
vantage in preparing advertisements as well as in 
dealing with prospective buyers. Tell the people that 
they can have fresh air in winter without the dis- 
comfort of cold or the waste of fuel due to lowering 
the temperature of the house by opening windows 
to let in fresh air. Show them that fresh air keeps 
us healthy and that the warm air heater gives fresh 
air and keeps it warm at the same time. Get the 
scientific facts about warm air heaters into the every- 
day life of the people just as physicians have spread 
the facts about antitoxin or specialists have diffused 
the knowledge that dirt spells disease. Keep ham- 
mering away on the facts. Quote the authorities. 
Mention the names of big scientists. Remember that 
the clerk or bricklayer or grocer has more confidence 
in science than in oratory or fine-spun phrases. 








lt WOULD BE easy to prove that personality is the 
big force in merchandising. All that is necessary 
would be to take two groups of clerks 
in charge of selling the same set of 
goods. Let one group be made up of 
men who are languid, dull, and listless. Let the other 
group consist of men who like their work, who study 
the merit and uses of the commodities which they 
handle, and who make friends of their: customers. 
It is a foregone conclusion that the second group 
would sell more goods and give greater service and 
satisfaction to the patrons of the store than the first. 

Evidently, therefore, the hardware dealer should 
endeavor to develop the personality of his selling 
staff in the direction of loyalty, friendliness, and en- 
thusiasm. The need for these qualities is so well 
recognized in great industrial organizations that con- 
stant efforts are made to educate salesmen in their 
value and practice. One of the most successful cor- 
porations in America has for its slogan, “Pride of 
Workmanship and Pride of Service.” 


The Force 
of Ideas. 


Every day on 


the calendar some new phase of this motto is set be- 
fore its employees. Here are a few of them taken 
at random. The hardware retailer can use them to 
advantage for himself as well as for his clerks: 

Put a smile into business. 

Turn a grouch into a good fellow. 

Work is the greatest blessing that life holds; pen- 
sion off an old man and he soon dies. 

In business life there is no such thing as hitting the 
bull’s eye every time. 

It has been said of some organizations that a man 


can become only so big; in our organization we are 
‘ 


glad to see a man grow big. He can not grow too 
big to please us. We have never been jealous of the 
big men. 

Friendship is essential in commanding good work ; 
the man who likes you will work hard without think- 
ing whether you are watching him. 

The value of power is in its employment. 

Never do the thing most apparent until you are 
sure it is the most important thing. Life is full of 
things that apparently are the best things for you to 
do, but do not run heedlessly or hastily into them 
until you take time to think whether those are the 
things most important for you to do. 

The man who can get both his living and his happi- 
ness out of his business is indeed fortunate. 

(ne trouble is that the average man does not know 
what is a full day’s work. 

Those who seek to be wise must always be honest 
with themselves; seek to become right rather than 
prove that they are right. 

Ability to get along with other people—a man who 
has mastered this faculty has the one greatest essential 
to success. 

Do your work in its order of importance and not in 
its order of appearance. 

Many men are lazy physically. Most men are lazy 
mentally. 

Do the most important thing first, no matter wheth- 
er it is in order or not; do not dodge the toughest 
problem in your business; make a bee line for that 
very problem. 

The man whose work is play will succeed. 

(;ood will is the most valuable asset on earth: na- 
tions as*well as individuals are made and unmade by 
the sheer power of public opinion. 

Never fear criticism for being over-aggressive. Give 
me the man with too much pep every tinee. I can 
put a harness on over-enthusiasm and a curb to check 
it if needed, better than I can pull a load with a slow 
horse. 

The really big man looks for net results; the smal! 
man splits hairs. 

Work well done is a pleasure, but work poorly done 
is no satisfaction even to the person who has shirked. 

Learn how to get along with the men you work 
with. I can show better results, and so can you, 
working with a lot of good fellows of ordinary talent 
than anybody surrounded by a bunch of experts who 
are bad friends. 
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RANDOM NOTES AND SKETCHES. 
By Sidney Arnold. 





It was the great French essayist, Montaigne, who 
said: “The thing in this world I am most afraid of 
is fear.” That is another way of saying that worry 
is the greatest menace to progress. Fear is merely 
a form of worry. It weakens the will to do and turns 
the energies of the mind away from constructive work 
to forebodings which seldom if ever come to pass. 
lear is harmful because it produces indecision and 
thus robs us of our power of concentration upon the 
task in hand. 

1 had a pleasant visit a few days ago from Mfrs. 
Annis B, P. Hough, formerly Miss Porter, of Quarry- 
ville, Pennsylvania. She used to sell mousetraps and 
was a welcome visitor to the hardware conventions of 
the Middle West, where her camaraderie, sprightli- 
ness, and cleverness won hosts of friends and cus- 
She is now representing the United States 
Pencil Company, The Individual Key Ring Company, 
Hutcheon Brothers, Meto Lite Pencil Company, 
Patent Novelty Company, Wescott Jewel Company, 
W. E. Pratt Manufacturing Company, and Knicker- 
bocker Leather and Novelty Company. 


tomers. 


Now and then a story with humor in it comes out 
of England, states my friend Harvey J. Fueller, sales 
representative of the Detroit Vapor Stove Company, 
Detroit, Michigan. Brother Fueller heard the story 
in Jenkintown, Pennsylvania, where he lives. It runs 
in this wise: 

A short time ago a servant living in Yorkshire gave 
notice to leave her situation, informing her mistress 
that she was ‘about to be married. 

As the time drew near for leaving, she addressed 
her mistress thus: 

“Please, mum, have you got a girl yet?” 

“No. Why do you ask?” 

“Because, if you haven’t, I should like to stay. 

“Why, I thought you were going to marry the 
sweep!” 

“Oh, yes, mum,” replied the servant, hesitatingly 
“But when I saw him after ’is face was washed I felt 
I could not love ’im.” 

* * 


Many suggestions have been offered for solving the 
troublesome problem of umpires’ decisions. An un- 
usually comical one is related by my friend John J. 
Schneider, of Buffalo Sled Company, North Tono- 
wanda, New York, as follows: 

Two negroes were arguing over a close decision of 
the umpire. 

“*Taint right, Sam. 
guess work.” 

“How you mean, all guess work? 
Wat’s goin’ on?” 

“Sure he seen wat’s goin’ on, but dat don’t make 
it right. Here’s de way it oughta be done, Hen. De 
umpire oughta hab a photograph man wid him, to 
make a picture of every play, and when he wasn’t 
sure if de player wuz out or not, postpone his deci- 
sion till he saws de photograph.” 


Dat umpire’s decision was all 


Ain’t he seen 


wn 


Nowadays the average American girl is quick at 
repartee. She is capable of holding her own in cir- 
cumstances which would have embarrassed the maiden 
of a generation ago. This is humorously exemplified 
in the following incident related to me by my friend, 
Charles S. Meachem, of the Chicago office of the 
Ludell Manufacturing Company, Erie, Pennsylvania : 

The farmer and his fair young cousin from the city 
were going round the farm together, and the farmer 
was rapidly falling beneath the spell of the town- 
maiden’s eyes. You see, she knew the way to do it. 

‘Now, that’s a pretty scene,” he said, pausing be- 
side the fence of a paddock in which a cow and calf 
were rubbing noses together in bovine love. “The 
sight of it makes we want to do the same.” 

“Well, go on,” said the sweet young thing placidly ; 
“Tt’s your cow, you know.” 

One of life’s annoyances is the persistence of per- 
sons with no vocal ability who inflict their ambitions 
upon long-suffering guests. Now and then someone 
has the courage to revolt against the imposition, as in 
the following instance related to me by my friend, 
\V. IP. Cooke, of Monroe Foundry and l*urnace Com- 
pany, Monroe, Michigan: 

Mrs. Brown was greeting the eligible bachelor guest 
effusively, and as she took his hat Miss Brown, in the 
next room, could be heard excuting a song to her 
own accompaniment. 

“Ah!” exclaimed the fond mother, proudly, “My 
daughter is breaking into song!” 

“You are right, madam,” growled the exasperated 
listener. “You can tell that she’s breaking in, for 
obviously she hasn’t been able to find the key!” 


One of the sure indications that we are becoming 
more civilized is to be found in our athletics. Out- 
door sports are as vigorous as ever but with consider- 
ably less of the cave man style of play, says my 
friend Samuel H. Jacobs, of Fanner Manufacturing 
Company, Cleveland, Ohio, He tells a story of a 
player under the old rules. ‘This player, just after a 
game, was seen hopping about the gridiron on one 
leg in the frosty autumn twilight. 

“Limbering up your muscles, sir?” said a field at- 
“Limbering up after the game, sir?” 

“I’m looking 


tendant. 

“Not at all,” the player answered. 
for my left foot. You haven't seen it anywhere, have 
you?” 


Hk 


lflard work alone will not win success. The world 


is full of men who work hard and put in long hours 
of labor every day of the week. Hard work dissoci 
ated from accurate and sustained thinking is merely 
drudgery. To gain success, work must be harnessed 
to thought. This is well expressed in the subjoined 
verses from the Rural World: 
Why He Fails. 
There’s many an industrious mar 
Who never gets ahead, 
Because he does not think or pla 
sut trusts to luck instead 


He’s not a slacker or a shirk, 
This plodder in Life’s grind: 
But though he always minds his 

He never works his mind 


worl 
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WILLIAM D. BIGGERS. 


The nucleus of all system or method is singleness 
of purpose. When we say that a man is systematic 
we have in mind the unity and tenacity with which 
he clings to a single aim. In the commercial world 
system is indispensable. Without it, movement 1s im- 
possible. Even when business had not reached any- 
where near the advanced stage that we perceive today, 
it was a popular saying that, “Method is the soul of 
business.” No matter how imperfect is the method 
a man employs in business, without some system he 
would be left head over heels in a maze of work. More 
clearly, system and method provide for great expan- 
sion. Indeed, the promotion of an individual in any 
business can be attributed, in the majority of cases, 
to his systematic endeavor to 
excel and to gain that knowl- 
edge which would make him 
more valuable to his employ- 
ers, and consequently, more 
valuable to himself. An un- 
deniable argument in favor of 
singleness of purpose, is em- 
bodied in the fact that the en- 
ergy, mentality, and capabil- 
ity of an individual are con- 
centrated in the pursuit of 
one object and are not per- 
mitted to become wasted in 
the pursuit of several, each 
of which requires undivided 
attention. 

For twenty years William 
D. Biggers concentrated his 
energy in learning every 
phase of the business of the 
Simmons Hardware Com- 
pany of St. Louis, Missouri. 
Starting at the meager 
salary of fifteen dollars per 
his way through various posi- 


month, he worked 


tions, ever striving for a goal. He gained his object 
when he was appointed manager of the Wholesale 
City Department of the Simmons Hardware Company, 
which position he held for a period of five years. How- 
ever, he outgrew the bounds of that position and was 
promoted to department buyer. He held this position 
for three years. Mr. Biggers was born in St. Louis. 
Missouri, July 1, 
the St. Louis public schools and the Central High 
School of that city. 

Capability can never be obscured. 


1864. He received his education at 


The of 
Resigning from 


man 
worth and purpose is always sought. 
the Simmons Hardware Company, Mr, 


Biggers ac- 


cepted a position as secretary and general manager of 





the Walter A. Zelnicker Supply Company, St. Louis, 
which position he held about a year and a half, leav- 
ing there to engage in business, as manufacturers’ 
agent in louis. Shortly after engaging in this 
business, he was offered a position as secretary and 
sales manager of The Continental Company, Detroit, 
Michigan. Mr. Biggers accepted this position in 1906, 
and ever since that time he has been secretary-treas- 


St. 


urer and general manager of that company. 

To point out the importance and responsibility of 
his position, it is well to mention the fact that The Con- 
tinental Company has seven factories, manufacturing 
screen doors, window screens, and cloth ventilators and 
selling their goods exclusively to the hardware jobbing 

trade. [ut to a man who has 
trained from his youth up to 
regard method as the soul of 
business, such a task as out- 
lined is not unduly difficult. 
Of course, the mediocre man 
could not stand the brunt of 
it. It requires more than an 
ordinary man for an extraor- 
dinary job. 

But 
says: “There are no people 


Edgar Allen Poe 


as 


| more heartily despise than 


your eccentric fools who 
prate about method without 
understanding it, attending 


strictly to its letter and vio- 
lating its spirit.” However, 
Mr. Biggers does not violate 
the letter of system; for he 
thoroughly appreciates the 
necessity for diversion and a 
well-regulated social life. He 
of the Detroit 

Rotary Club and a member of 
the Detroit Chamber of Commerce, Oakland Hills 
Country Club, Detroit Athletic Club, Y. M. C. A. and 
Royal Arcanum. 

When Mr. Biggers admonishes his trade to empha- 
size the necessity of fresh air, and, therefore, the need 
for the products manufactured by his concern, he does 
so with a sincerity which is attested to by his fondness 
of outdoor life. He has a home on Wing Lake, Michi- 
gan, where he lives about eight months of the year. 
He is fond of fishing, swimming, golf, base ball, and 
Mr. Big- 
gers is known in business circles as having started the 
“Swat the Fly” campaign 


is president 


other similar invigorating, healthful sports. 


“Anti-Fly Crusade” or 
whose achievements have gained a national reputation 
He talks screens on all possible occasions. 
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EDGAR A. IRELAND. 


Scientists estimate the age of the human race in 
terms of millions of years. The buik of the records 
of its long evolution is buried “in knee-deep dust that 
once was man.” We can only dimly conjecture the 
travail of the slow centuries through which humanity 
worked its way out of the primal ignorance into some 
semblance of commerce and civilization. We may be 
sure, however, that experiences gained are not always 
absorbed in their entireity by succeeding generations. 
It is a human characteristic that we learn slowly, and 
that we use only a small percentage of the immense 
fund of each generation’s experiences. If it were 
otherwise, we would now be measurably far beyond 
wars and conflictions, strikes and bloodshed, disease 
and trickeries. 

These observations lead us to 
the thought that it is constant- 
ly necessary to repeat and to 
emphasize the lessons which 
are needed in the develop- 
ment of application and tal- 
ent in business as well as in 
art and_ science. Always, 
therefore, it is worth while to 
set before the younger gener- 
men 


ation the example of 


achieved note- 


It is import- 


who have 
worthy success. 
ant that such examples be 
multiplied for the reason al- 
ready stated that we seem to 
be able to absorb only a lim- 
ited percentage of the numer- 
ous lessons taught us by the 
achievement of others. 

It serves a good purpose, 
consequently, to consider the 
edgar A. 
traveling sales representative, 
of the Scovill Manufacturing Company, makers of 
Stove trimmings, and Apothecaries Hall Company. 
both of Waterbury, Connecticut. The fact that he 
has been with these companies for more than thirty 


career of Ireland, 


years warrants the inference that he has given and 
received satisfaction. It signifies that he has main- 
tained a high average of results continuously for thirty 
Most of the credit for what he has 
Part of it, however, is due 


His grand- 


years or more. 
done belongs to himself. 
indirectly to a sturdy Scotch heritage. 
father came from Scotland and located in 
County, Kentucky. There he prospered as a planter 
and acquired ownership of slaves who cultivated his 
fields. Mr. Ireland’s grandfather, however, was never 
fully reconciled to the idea of chattel slavery. He 


Zourbon 





found himself deeply at variance with his fellow 
planters in regard to the righteousness of the social 
institution which sanctioned property rights in the 
hodies of human beings no matter what their color 
or state of mental development might be. As time 
went by, he became so thoroughly convinced of the 
injustice of the institution that he finally reached a 


stage where his conscience no longer permitted him 


to take advantage of the prevailing custom; and, con- 
sequently, he developed the courage in the face of 
much opposition to free his own slaves before the 
breaking out of the Civil War. Afterwards he moved to 
Preble County, lowa, where the subject of this sketch, 
Kdgar .\. 


Ireland, was born. The grandson of the 
Scotch slave-owner attributes 
no small part of his progress 
in life to the precepts of his 
grandfather and particularly 
to the strict standards of jus- 
tice and fair dealing constant- 


When 


a man makes actual financial 


ly inculeated by him. 


sacrifices for the sake of con- 
science, it is unmistakable evi- 
dence of character above the 
ordinary. lKdgar A. Ireland 
was fortunate in having this 
striking lesson before him 
during the formative period 
of years of childhood. He 


has never lost the freshness 


and force of it since that time. 

Ile obtained his first em 
ployment before he was six- 
teen years of age in a retail 


dry goods store where he 


worked some six or eight 
formed a 


Scovill 


vears. He _ then 


connection with the 
Manufacturing Company, Waterbury, Connecticut, as 
traveling sales representative and ever since has re 
mained that In addition, he 


represents thewApothecaries Ilall Company, of Water 


associated with firm. 
bury, Connecticut, which has been for seventy years 
in the wholesale and retail drug business as well as 
chemistry. The Deloye Patented 


\node for electroplating is one of the most noted 


in commercial 


products of the Apothecaries Hall Company. 

lew men in America are more familiar with every 
thing bearing upon the production and distribution of 
Ireland 


disposition, and his extensive knowledge of the trade 


stove trimmings than Edgar A. llis pleasant 


have gained for him a high place in the esteem of all 


his customers and business associates 
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UP TO THE MINUTE 
NEWS SIFTINGS 











SETS | et TT 





The Reading Stove Works, Canal Street, Reading, 
Pennsylvania, contemplates alterations and repairs to 
its plant. 

The Campbell Stove Company, Rutherford, New 
Jersey, has been incorporated with $25,000 capital, by 
William Bell, Colin Campbell, and F. W. Conklin. 


2 ———_ 


FIGURES EXPLAIN WHY STOVE AND 
OTHER HARDWARE PRICES RISE. 





Dealers who encounter difficulties in proving to 
their customers why it is nece$sary to charge more for 
stoves and other hardware, can make good use of the 
following facts and figures gleaned from circular let- 
ters issued by the Thomas Devlin Manufacturing 
Company, Philadelphia, Pennsylvania. 

According to one of the circulars, the average ad- 
vance in the cost of labor from 1909 to September, 
1919, was 172.60 per cent, most of which occurred 
since 1914. The advances in wages of five of the 
most important mechanics and laborers in the Devlin 


plant follow: 
Comparison of Wages. 


Rate per hour Increase 

1909 1919 Per cent 
Day rate molders.................$0.30 $0.75 150 
Price rate molders............... 30 875 190 
Ns cn gy newex ee ub wer 30 698 133 
TD, ns bcs cceccesevesses 30 at 157 
I 15 50 233 


These percentages were determined from the fol- 


lowing data: 
Hours and Wages in 1909. 


Wages Hours Rate 

per week per week per hour 
Day rate molders................$18.00 60 $0.30 
Piece rate molders............... 18.00 60 30 
RE, cae aren ccaeiwdaose 18.00 60 30 
Toolmakers . 18.00 60 30 
I, oe art sia aa ob wan 9.00 60 15 

Hours and Wages September 1, 1919. 
Wages Hours Rate 


per week per week per hour 
tesvebes ee 48 $0.75 


Day rate molders...... 


Piece rate molders... re | A8 875 
ES ere ee 33.50 48 .698 
Toolmakers a ei ca ae 48 77 
IE cle ols Sad i ey Saline 24.00 48 50 


Moreover, an average advance of 100 per cent in 
the cost of raw materials has taken place and war 
taxes including capital stock tax, income tax, excess 
profit tax and increased municipal taxesgnust be added 
to the cost of goods. 

To illustrate specifically how the price of castings 
_ has increased, the circular points out that the iron 
in the casting sold in 1909 for $0.06 per pound and 
cost a fraction less than $0.01 per pound. After de- 
ducting 10 per cent as profit a balance of $0.045 is left 
to pay for molding, melting, assorting and all over- 
head expenses. By comparisons similar to that pre- 
viously made in this article the average increase and 
the cost of labor up to January, 1920, is found to be 
i& per cent: At this rate the original balance of 


$0.045 is increased to $0.085. This, must be added to 
$0.054, the original cost in 1909 obtained by deducting 
10 per cent from the selling price at that date. To 
this also must be added $0.01 for the increased cost 
of iron since 1909, $0.011 for increased cost of super- 
intendence, and $0.0149 for a profit of 10 per cent, 
making a total of $0.165, which is the selling price in 
1920. 

Secause of these increases it now is necessary to 
charge customers $0.275 per pound for castings which 
sold for $0.10 in 1909 and $0.427 for castings for- 
merly selling at $0.15. On account of the unsettled 
condition of the price of labor it is not possible to 
guarantee quotations on castings for any time in ad- 
vance. 


~~ 


STOVE COMPANY ELECTS OFFICERS. 








The management of the Cribben and Sexton 
Company, stove manufacturers, 680 Sycamore Boule- 
vard, Chicago, Illinois, has always been characterized 
by sound judgment and harmonious operation. A 
continuance of these desirable conditions is assured in 
the personnel of the officers recently elected for the 
ensuing term, as follows: 

President: GEorGE D. WILKINSON, 

First Vice-resident: W. A. SMirH, 

Second Vice-president: C. E. Lyon, 

Secretary: H. J. SHANNON, 

Treasurer: C. D. CorMACK, 

Assistant Treasurer: R. C. CALDWELL. 

Not only the stockholders but also the customers of 
a company are interested in the officers chosen to 
conduct its affairs. In the present case they have 
strong assurance of service and the maintenance of 
established standards. 





OPENS EASTERN SALES DEPARTMENT. 


The Wheeling Stove and Range Company, corner 
Nineteenth and Jacob Streets, Wheeling, West Vir- 
ginia, has opened a sales office at 29 Murray street, 
New York City. George C. McCarthy of J. C. Mc 
Carthy and Company, New York, will be in charge of 
the newly established Eastern branch. The increasing 
volume of business accorded the Wheeling Stove and 
Range Company in the eastern portion of the country 
necessitated the new sales branch. Export trade which 
is to be carried on by the New York office will b 
under the charge of Mr. Doblin. The same courteous 
and prompt service which is given by the main office 
of the Wheeling Stove and Range Company wil! 
prevail in the New York branch. 





“e+ -- - 
Be calm in argument, for fierceness makes error a 
fault and truth discourtesy.—Herbert. 
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ADVERTISES PRODUCTS WIDELY TO AID 
RETAILER. 





The helpfulness of mant.facturers’ national adver- 
tising campaigns is well established. Dealers through- 
out the country are aware of the desirability of avail- 
ing themselvts of the profitable channels created by 
such publicity. By coupling his advertising with that 
of a nationally-advertised product, the retailer por- 
trays good business judgment. Realizing the benefits 
to the dealer as a result of national advertising cam- 
paigns, The Malleable Steel Range Manufacturing 
Company, 252 Cherry Street, South Bend, Indiana, 
is now conducting a publicity campaign that aims to 
increase dealers’ business in New Model South Bend 
Malleable Ranges. These ranges are sold through 
retail dealers only. Therefore, merchants who handle 
this line of ranges reap all the advantages to be de- 
rived from the wide advertising being carried on by 
The Malleable Steel Range Manufacturing Company. 






th SED 


} South SE SOQUTh BEND 
| VU. LLE ABLE 


bUALLEABLE 









Made by The 
Malleable Steel Range Manufacturing Company, 
South Bend, Indiana. 


The New Mode! South Bend Malleable Range, 


Illustrated herewith is the New Model South Bend 
Malleable Range. It is said to be the first range with 
which is given a twenty year guarantee, backed by 
ithe Fidelity and Casualty Company of New York City. 
In structure, the New Model South Bend Malleable 
Range is durable. The top of this range undergoes 
a process that makes it a perfect ebony black, rust- 
proof, and attractive-appearing. Ail New Model 
South Bend Malleable Ranges have an eggshell finish 

- that is said to last a lifetime. All parts are hand riv- 
eted and electric welded, making the ranges air and 
heat tight. The body is made of three-ply metal with 
two extra heavy processed steel plates that are rust- 
proof, with, an interlining of four-ply asbestos mill- 

Thereby New Model South Bend Malleable 

Ranges are made economical in fuel consumption as 

there is no loss of heat. The oven is built on a special 
pattern of exclusive design and are equipped with mer- 
porcelain splasher back. The ornamentation on New 

Model South Bend Malleable Range is very simple 


board. 


thought artistic. All parts are smooth. Great care 
is used in putting these ranges together. In the adver- 
tising campaigns being conducted by the manufactur- 
ers, all the features that distinguish the New Model 
South Bend Malleable Ranges from other makes are 
being featured in various ways. It is the belief that 
dealers who take an agency for this line of ranges will 
profit greatly from the vast amount of advertising 
being now carried on and to be conducted in acquaint- 
ing the public with New Model South Bend Malleable 
Ranges. <A catalogue entitled, “The New Model 
Book,” depicting the entire line of New Model South 
Bend Malleable Ranges can be obtained by either writ- 
ing The Malleable Steel Range Manufacturing Com- 
pany, 252 Cherry Street, inquiring for a copy, er by 
clipping and mailing the coupon which appears on that 
company’s advertisement elsewhere in this issue. 
hen site 
SECURES PATENT FOR OVEN BURNER 
FOR GAS RANGE. 


Under number 1,328,589, United States patent 
rights have been granted to Clarence V. Roberts, 
Philadelphia, Pennsylvania, assignor to Roberts and 
Mander Stove Company, Philadelphia, Pennsylvania, 
« Corporation of Pennsylvania, for an oven burner 
for gas ranges described herewith: 

The combination in 
gas 
oven, a 





range, of an 
burner 


re ea a 
gas 
: if paneer made in a single cast- 
4! . . 

if 1,328,589. 3 ing and having two 
i | sections 
‘ 


















longitudinal 
perforated for the 
escape of gas and two 





end sections, also 


perforated; a parti- 
tion in one of the end sections; an igniting portion 
forming a continuation of the other end section and 
having a partition therein, said igniting portion also 
being perforated, the parts being so arranged that the 
gas escaping from one, or both, of the burners, can 
be ignited, or the gas escaping from one burner can 
be ignited from the flame of the other burner. 


—- - ~e- - 


EXPEDITES ALL REPAIR SHIPMENTS. 


When stove or warm air heater repairs are needed 
especially in winter—the customer requires that his 
needs be filled promptly. The breakdown of a heat 
ing plant due to a defective part can not be foretold. 
But when it does happen it is an acute need that the 
The Na- 
tional Stove Repair Company, Miamisburg, Ohio, de- 
clares that it will fill orders for stove and warm air 
This company 


part be repaired or replaced immediately. 


heater repairs sent to it without delay. 
states that the organized efficiency of its various de- 
partments enables it to make prompt shipments. Ac- 
cording to the National Stove Repair Company it has 
patterns in stock to fit over 100,000 makes of heating 
plants. This is one of the vital reasons proffered in 
substantiation of its claim of expeditious compliance 
with orders. When 
lieater repairs, or if you desire information concern- 


in need of stove or warm air 











ing any particular part for a”heating plant, write to 
the National Stove Repair Company, Miamisburg, 


()hio. 
“*s- 


LEAFLET DEPICTS NEW STOVE. 


The Triumph Stove Company, Forty-ninth and 
State Streets, Milwaukee, Wisconsin, is distributing 
a leaflet depicting its Triumph Stove. This stove is 
said to burn all kinds of coal without smoke, dust or 
odor. The Triumph Stove is designed with the ob- 
ject in view of utilizing all the heat that can be gen- 
Being substantially 


erated by perfect combustion. 
Other details 


built, this stove will give long service. 
pertaining to the Triumph Stove can be obtained by 
a reading of the small leaflet which is being issued by 
the Triumph Stove Company, Forty-ninth and State 
Streets, Milwaukee, Wisconsin. Dealers who desire 
a copy should write to this company. 

sesiamtiiaictiacdlbii 


REDUCES COST OF LABOR TURNOVER. 





Accidents are responsible for a surprisingly large 
per cent of the absences from work in all large indus- 
trial plants, and most employers figure it costs them 
from $50 to $100 to break in a new man. In fact, the 
cost of labor turnover long has been an expense and 
an obstacle to production, which is the despair of 
employers. 

Much of this enforced absence could be eliminated 
through Iirst Aid instruction. The extensive experi- 
ence of the Red Cross has demonstrated that the 
accident rate among men who have been instructed in 
First Aid and Accident Prevention is seventy-five per 
cent less than among the uninstructed. 

The Bell Telephone Company is one of the many 
large commercial institutions which have taken full 
advantage of First Aid. Dr. M. J. Shields, formerly 
a field representative of the American Red Cross, or- 
ganized 25,000 telephone employes in Red Cross First 
Aid classes, and the work has been made a part of the 
telephone operation. The telephone companies recog- 
nize its value not only from a humanitarian point of 
view, but also for its economic value in the saving of 
thousands of dollars in the loss of time and accident 
compensations, 

To the employer First Aid means fewer accidents, 
which cause labor dissatisfaction as well as actual 
money loss. It means smaller compensation payments 
and a better name as an employer. 

“Safety First” propaganda disseminated among the 
workers generally encourages caution, and safety 
appliances prove valuable in preventing accidents: Full 
realization, however, of the special danger of his em- 
ployment can be brought to the individual only by 
instruction in First Aid to the Injured and Accident 
Prevention. Instruction in the latter alone has not 
proved effective. On the other hand, when a man or 
woman once sees the results of accidents an interest 
in accident prevention naturally follows. 

Ifficient First Aid treatment nearly always shortens 


the time lost by disabled workmen. Hospital records 


prove that patients who have had prompt treatment 
are in much better condition on entering than those 
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to whom no First Aid has been given. In the State 
of Pennsylvania the disbursements of benefit associa- 
tions have been actually cut in half as a result of 
efficient First Aid instruction. 

Giving the First Aid in training on the company’s 
time and at the company’s expense has been found the 
only practicable arrangement. The Red Cross course 
consists of fifteen lectures and demonstration, ar- 
ranged to cover from ten to fifteen lessons, which 
ordinary intelligence can master. 

Full information regarding the course may be 
obtained at your nearest Red Cross chapter head- 


(quarters. 
EMPLOYS SKILLFUL PATTERN 
WORKMEN. 


Skillful workmanship is one of the first requisites 
Then up- 
to-date machinery is necessary to give to the work 
the precision which only machines can supply. Both 
skillful workmanship and the latest type of mechanical 
devices enter into the manufacture of the stove pat- 
terns produced by the Vedder Pattern Works, Troy, 
New York. Since 1835 this company has been sup- 
plying stove manufacturers with patterns. 
Makers of warm air heaters have, also, been fur- 
nished witli patterns. Whether the pattern required 
is for a stove or warm air heater, the Vedder Pattern 
Krom the time it 


in the production of good stove patterns. 


stove 


Works guarantees satisfaction. 
first produced stove or warm air heater patterns down 
to the present day, this company has always installed 
timely devices to insure the best work possible in its 
line. To get specific information on stove or warm 
air heater patterns write to the Vedder Pattern Works, 
Troy, New York. : 
aon 


ENAMEL PREVENTS RUST AND DECAY. 


An aluminum enamel finish is coming more and 
more into demand. Because of its clean appearance, 
this sort of enamel is being widely used for house- 
hold purposes. Peerless Aluminum Enamel, a can of 
which is illustrated herewith, manufactured by the 
Nickel Plate Stove Polish Company, 
358 East Illinois Street, Chicago, IIli- 
nois, is a finish which is said to pre- 
vent rust and decay. The handy 
container in which this aluminum 
enamel comes increases its general 
usefulness. The powder is held in 
the cone-shaped part which screws 
upon the can which contains the 
liquid portion of the enamel. Where 
a bright surface with a frosted silver — 
effect is desired, Peerless Aluminum 
Enamel is especially adapted. When 
applied, this enamel needs no polishing and can be 
washed the same as nickel. It is moisture proof. 
Write to the Nickel Plate Stove Polish Company, 35% 
East Illinois Street, Chicago, Illinois, for a catalogue 
depicting its products. 


Peerless Aluminum 
Enamel, Made by 
the Nickel Plate 

Stove Polish 
Company, 
Chicago, Illinois. 





~ — ~~ -—- —-—_____ 


Over enthusiasm is easily quenched. 
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THE WEEKS HARDWARE 
RECORD 


Of Interest to Manufacturer, Jobber and Retailer 








AMERICAN ARTISAN AND HARDWARE RECORD 
is the only publication containing western 
hardware and metal prices corrected weekly. 
You will find these on pages 74 to 79 inclusive. 


= 








The Ames Shovel and Tool Company, New Albany, 
Indiana, has a site here on which it intends to build 
a plan. 

The Buffalo Hardware and Foundry Company, 
Buffalo, New York, has had plans prepared for an ad- 
dition to cost $16,000. 

The Standard Bolt 


Ohio, is preparing for a plant addition one-story, 60x 


Works Company, Columbus, 


150 feet, to cost $10,000. 

The American Specialties Company, Bridgeport, 
Connecticut, hardware, will erect a two-story, 50x 160 
foot factory to cost $40,000. 

The Bridgeport Hardware Manufacturing Corpo- 
ration, Bridgeport, Connecticut, has let the contract 
for a one-story, 40x116 foot addition. 

The Polish Hardware Manufacturing Corporation, 
Brooklyn, New York, has been incorporated with 
$100,000 capital by S. Grabowsky, A. Dombrowski, 
and A. Sowinski, 98 Wythe Avenue. 

Stoddard and Company, New Britain, Connecticut, 
Incorporated, has been organized to make farm im- 
plements, appliances, etc., with $50,000 capital, by W. 
(. Stoddard, B. L. Stoddard, and F. L. Warren. 

~o- 


IS ADDING PATTERN BUILDING AND 
MOLDING ROOM TO ITS PLANT. 


The continuous expansion of its trade has made it 
necessary for the Rock Island Manufacturing Com- 
pany, Rock Island, Illinois, to increase its productive 
capacity. As a consequence, the company is building 
a molding room 80x120 feet, a two-story pattern build- 
ing 80x4o feet, and a core house 100x40 feet. These 
buildings are being substantially constructed of brick 
and iron, and their architecture is of a practical nature 
which permits the use of best modern equipment and 
the most progressive system of lighting. Much atten 
tion has been given to the comfort of the workers in 
the designing and arrangement of the new building. 

-o- 


RESIGNS POST OF SALES MANAGER. 


Widely known throughout the hardware trade, and 
welcomed as an instructive speaker at many hardware 
conventions, George H. Jantz did much to popularize 
the American Wringer Company and its products dur- 
ing the time that he served as its Sales Manager. He 
has recently resigned that position, but has not as yet 
made any new connections, preferring to enjoy for a 
time the leisure which was not available to him during 


vears of hard and conscientious work. !lowever, idle- 
ness is foreign to his nature and the inference is that 
he will not remain out of active business for any great 
length of time. 


7 


MAKES ADDITIONS TO ITS FACILITIES. 


New 


struction are being erected by the White Lily Manu 


buildings of steel, concrete, and brick con 
facturing Company, makers of washing machines, 
Davenport, lowa. These additions to its present manu 
facturing facilities are necessitated by the growth of 
the firm’s business and the steady stream of orders 
The buildings combine a fac 
feet 


from satisfied dealers. 
tory 210x225 feet, of which two units 60x225 
have been completed ; an office building Gox8o feet; a 
new printing shop 20x40 feet ; and a new display room 
20x40 feet. It is hoped to have these additions ready 
for use by the first of July. 

PRAISES AMERICAN ARTISAN AFTER 

THIRTY-SEVEN YEARS IN THE 


HARDWARE TRADE. 


\fter thirty-seven years of varied experience in 
the Albright, of 
Newton, Illinois, has sold out his store and goodwill 
to J. lf. Webber. 


he has seen many changes in merchandising methods, 


retail hardware business, C. H. 


During the long term of his service, 


as well as in the wants of his customers. Ile has 
contrived to keep pace with every advancement in the 
trade by reading AMERICAN ARTISAN AND 


{TARDWARE Record and putting into effect the practi- 
cal instruction derived from its pages. He gives full 
credit for its many helpful suggestions and very 
strong!y urges his successor to continue the subscrip- 
tion under the new ownership of the business in 
Newton, [linois. 

oo 


ENLARGES SPACE FOR GLASS WARE. 


The volume of sales in the crockery and glass ware 
the Churchill 


Galesburg, Illinois, has been increasing at so steady a 


department of Hardware Company 
rate that it has been found necessary to enlarge the 


Acce ra 


ingly, the company has recently added a basement 


space devoted to that branch of the business. 


15x50 feet in which to display its crockery and glass 
ware. The Churchill Hardware Company has one of 
the finest hardware stores in the State of Illinois. The 
establishment is exceptionally well equipped, having 
plate ‘glass wall cases for the display of fine tools. Th 
company occupies a building 35x125 feet, three storics 
high and basement. 
~o- 


Information is the lance of business. 
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Michigan Retail Hardware Association Discusses 
Problems of Labor and Merchandising. 











Spiders spin no cobwebs in the stores of the mem- 
bers of the Michigan Retai! Hardware Association. 
The dealers who belong to that enterprising organiza- 
tion have learned through its conventions to keep 
their stocks constantly moving and every part of their 
establishments in active and profitable service. Con- 
sequently it was in none of their places of business 
“Where webs were spread of more than common size, 
‘nd half-starved spiders preyed on half-starved flies.” 





Newly Elected President Michigan Retail 
Hardware Association. 


J. H. Lee, 


Willingness’ to acknowledge the great help derived 
from participation in the yearly meetings of the or- 
ganization was frankly expressed by the hardware 
merchants who attended the Twenty-sixth Annual 
Convention of the Michigan Retail Hardware Asso- 
ciation, held February 10, 11, 12, and 13, 1920, in 
!lotel Pantlind, Grand Rapids, Michigan. 

The evening before the Convention started, a meet- 
ing took place of the Executive Committee and Ad- 
visory Board of the Association, Monday, February 
9, 1920, at the Hotel Pantlind. Methods were pre- 
sented and studied for making every minute of the 
sessions yield the utmost benefit to those in attend- 
It was decided to dispense with parliamentary 
technicalities and to quicken the purely routine work 
of the gathering in order to give all the time possible 
to matters of practical good to the membership. 

Tuesday, February 10, 1920. 

\t 9 o'clock in the morning of Tuesday, February 
10, 1920, an extensive exhibit of hardware and kindred 
commodities was opened in the Klingman Furniture 


ance, 


Exhibition Building at the corner of Ottawa Avenue 
and, Lyon Street, Grand Rapids, Michigan. Arthur 
J. Scott, the efficient Secretary of the Michigan Retail 
Hardware Association, set up a temporary office in 
that building. Assisted by a staff of clerks, he re- 
ceived applications for membership and dues from 
both active and associate members, supervised the 
registration of arriving delegates, distributed identi- 
fication badges, theater tickets, banquet tickets, etc., 
and make everyone feel genuinely welcome. The 
whole of the forenoon was spent by the members and 
their friends in examining the contents of the various 
booths in the Klingman Furniture Exhibition Build- 
ing and in renewing acquaintances among the crowd 
which thronged the aisles of the exhibition hall. 

The first session of the Convention was called to 
order in the Assembly Hall of Hotel Pantlind by 
President George W. Leedle of Marshall, Michigan. 
After a brief invocation, the audience joined in the 
singing of “America.” Then Christian Gallmeyer. 
Mayor of Grand Rapids, welcomed the delegates to 
the city. Vice-president J. H. Lee of Muskegon re- 
sponded to the Mayor’s address of welcome and 
thanked him in behalf of the Michigan Retail Hard- 
ware Association for his courtesy. 

That last year’s convention of the Association made 
no mistake in choosing George W. Leedle of Marshall 
for president of the organization was amply demon- 
strated in the record of his term of office and in the 
logical, constructive, and encouraging review of con- 
ditions and forecast of tendencies which made up the 
substance of his annual which is herewith 
reproduced : 

Annual Address of George W. Leedle, President Michigan 

Retail Hardware Association, Delivered to the Con- 


vention of That Organization in Hotel Pantlind, 
Grand Rapids, Michigan, February 10, 1920. 


sy looking at your program I think you will see that 
the time has arrived for the President to give the annual 
address, or, what I believe to be more correct is, render an 
account of his stewardship during his term of office. 

Another year of prosperity has passed and we are won- 
dering what the coming year has in store for us. One year 
ago, when we had our meeting, the President was glad to 
report that the Armistice had been signed, and everyone 
thought things would change. Everyone seemed happy, 
thinking our worry was over. We find that most of the 
nations have squared accounts, but the United States is still 
in war with Germany. We also find that we have a menace 
to deal with that we little dreamed of last year. We hardly 
realized that the war was over when we found that a shift- 
less, lawless, unAmerican element had arisen in our midst 
that threatened to do a vast amount of injury, even more 
than the trouble across the sea.. What I have reference to 
is the Bolshevik element, an element of unrest, discontent, 
dissatisfaction, disloyalty and anything to disorganize the 
prosperity of our country. As a result, strikes have been 
called in many mines and factories, the production has been 


me 


report, 


out only about one-half of what they did in normal times. 
Business Is Still in a Dilemma. 

Regarding business we are in as much of a dilemma as 
we were three years ago. At that time we did not think it 
advisable to buy in large quantities, or very far ahead, as 
prices were soaring upward so fast that it did not seem 
possible that they would go any higher, and a break was 
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liable to come at any time. Two years ago we found that 
prices were still higher but we thought the same as the year 
before that they had reached the limit. One year ago when 
we met we were all feeling good, believing that, the usual 
demand for many articles being stopped, the factories would 
soon get caught up on orders, and with the return of the 
boys from overseas, production would soon be so large that 
prices would go down. It is a fact that for a short time 
we did get a few quotations that were lower, but for a 
short time only. 
Difficulty in Getting Adequate Supplies. 


Now another year has passed and what do we find? 
Not that goods are more -plentiful, or prices lower, but that 
goods are harder to get than ever before and that prices 
are higher than ever before, and still going up. What the 
future will develop no one can tell. All authoritative in- 
formation at our command points to another year of ac- 
tivity. The American people have gone buying crazy. High 
prices are no obstacle whatever. Factories in all lines of 
business are behind with orders. Workingmen have received 
still further increases, many shorter hours. Farmers never 
before have commanded such wealth. These conditions 
existing, it will be a question of making rather than selling 
goods. It would then seem that it would be for the dealer’s 
interest, to keep his stock well assorted. Buy early, and 
get the earliest shipmeyt possible, so you will be sure to have 
the goods in the store when the season for them opens up. 
That is the only way to be sure of them, with the limited 
output and the slow means of transportation. Buy what you 
will need for the coming season, but do not plan on carry- 
ing anything over for next year. 


High Prices Are Likely to Continue. 


We thought for the last three years that prices were 
as high as they could possibly get, yet we have found that 
they have been going up all the time, and they may continue 
to do so for the next year or so, but I do not believe it is 
a good time to speculate, and I do not believe it good busi- 
ness, to buy anything to carry over for next year, neither do 
I believe that we want to be out of goods this year. 

The advice that we get from the jobbers and salesman, 
who are our friends, is to buy all we need for the coming 
year, and get the goods shipped as soon as possible, if we 
want to sell them this year, as stocks are only about half 
what they should be. With an advance of 10 per cent on 
all builders’ hardware a short time ago and another of 12% 
per cent last month it is easy to see what we may expect. 


Presidential Year Usually Means Business Uncertainty. 


This year will be Presidential year and that usually 
means business uncertainty, as everyone is wondering what 
the new elected officers will do, and everyone is afraid to 
speculate. I believe this year will be an exception so far 
as the season’s needs are concerned as the production is so 
far behind the consumption, that a person will do well to 
vet the goods he wants to sell. 

A factor entering into all kinds of business that some 
people do not consider seriously, whether it be manufactur- 
ing, or selling, wholesale or retail, is labor. As an illustra- 
tion I am going to take a hammer—something that we all 
are acquainted with—and carry it along through some of the 
stages until it reaches the consumer. What is the iron worth 
in the ground of which it is made? When the proprietor 
starts to sink a shaft at a mine, labor commences. When 
the miners are at work, that is labor. When the ore is 
drawn out of the mine, that is labor. When it is loaded 
on cars to be carried to the smelter, that is labor. The coal 
that is used in this process represents labor, for the shaft 
had to be sunk for the coal mine by labor and labor does 
the mining. All the devices used to save labor have been 
constructed by labor. After the iron has been run into pigs, 
it is labor that puts it into the form of a casting. Labor 
does the polishing of the hammer. It is labor that cut the 
tree to get the handle for that hammer. It was labor that 
drew the logs to the mill. It was labor that cut it up, labor 
that turned out the handle and labor that put the handle in 
the hammer. Labor did the selling. The bookkeeping was 
labor. The freight handling was labor, the drayman is a 
laborer; and when all is said practically the whole expense 
of the hammer is labor. So it is with any article. 


Labor Governs Prices. 


I have given an illustration of labor entering into an 
article made of iron and wood, and the same thing holds 
good in everything whether it be wearing apparel, food, or 
other goods. Labor is the greatest per cent of cost ranging 
from 70 per cent to 90 per cent. So while labor is high, 
other things must be so. With labor advancing as it has 
done the last year, and with further advances wanted, will 
anyone tell me how prices can go down? Until the cost of 
Production is less, prices must remain high. 

I have done considerable traveling around the state 
during the last year, and I have made it a practice, when 

was in town and had the time. to go into the hardware 
Stores and get acquainted with the merchants. I want to 
Say at this time, that the welcome I have received in each 
Place and the manner in which the stores are kept, have 
each time made me a little more proud of the fact that | had 


~ 


been honored with the presidency of the best bunch of mer- 
chants in the best state of the Union, The Retail Hardware 
Merchants of Michigan. 


Wrong Methods of Figuring Profit. 

When visiting merchants timely subjects were discussed, 
and I found in some cases that the merchant was figuring 
percentage of profit from an individual article, rather than 
from the stock carried of that article. As an illustration, 
if a knife costs $8.00 per dozen and the retail is $1.00 each, 
the merchant would say, | have made 50 per cent gross 
profit on the cost of this knife, or 33% cents on what cost 
me 66% cents. Now if the merchant had a stock of $100 
worth of knives and when he made this sale it took at least 
a dozen knives, on the showcase, before the customer would 
select the one he wanted, the question then arises did the 
merchant make 33% cents on 66% cents or did he make 
33% cents on the whole investment of $100? To go farther, 
if this merchant sold only 50 knives during the year and 
made 33% cents on each he would have made $16.67 gross 
profit on the investment of $100 or 16% gross profit, which 
we all know is less than the cost of doing business, and 
that department would show a loss, yet each knife was sold 
at 50 per cent above cost of that particular knife. On the 
other hand, had he sold 200 knives at the same profit he 
would have received $66.67 on the $100 investment and after 
taking out $40 for selling would have $26.67 left as net 
profit on the investment. 


The Cost of Selling Stoves. 


I find the same thing happening with some on the sale 
of stoves. When asking what it cost to do business some 
would have to guess, others knew, yet when they came to 
mark their stoves would figure that it cost only about 10 
per cent to sell them and would mark them accordingly. 
Now the important question comes, if it costs 20 per cent 
on an average to do business, and it only costs 10 per cent 
on stoves, fence and kindred lines, then it surely must cost 
more than 20 per cent to sell the balance of the goods, and 
a merchant that marks the balance of the goods, thinking 
of a 20 per cent cost on them is not making what he should. 
The gross expense is always there and must be met before 
there is any profit. 

Doing Business Without a Profit. 

_ In order for a merchant to pay higher salaries, extra 
freight, and other expenses that are forced upon him, it is 
necessary that we get the same percentage of profit on the 
cost that he did before the war, when prices were lower 
lf we made 25 cents on an article that cost 50 cents, before 
the war, it is not enough to make 25 cents on the same 
article now if it costs $1.00, but you should make 50 cents. 
Then you would be able to pay the extra expenses and keep 
out of the hole. The same thing holds good on stoves and 
all lines. I have heard some merchants say, “I have so 
many dollars profit marked on that stove and that is as 
many dollars as I made on it before the war.” Now the 
merchant who figures that way will soon find out that he 
is doing business without a profit. 


| found merchants were very receptive when anything 
along these lines were discussed, and were willing to give 
up plenty of time that they might be better informed. J 
helieve this is where a good field man would be of much 
benefit to every merchant, as he would get ideas in traveling 
around the state, and the dealer would get much more from 
a direct conversation, than he would from reading it in the 
magazine. 

Many Have Adopted Cash System. 

I was mu¢h pleased last year to see the number that 
had adopted a cash system. Either they were getting the 
cash for the goods, or in 30 days, or were giving only a 
short time credit. These merchants were not allowing the 
customer to come in, as he used to, and say “! will pay 
when | get around to it.” | find that every who has 
adopted cash or short time credit is satisfied with the way 
it is working out and would not go back to the old time 
method. 

Late in December, I was invited by the Warden of 
Jackson Prison, to appoint a committee to meet with the 
committee from the Implement Dealers’ Association, at the 
Warden’s office in Jackson and go over the matter of the 
sale of binder twine for the year 1920. I appointed on this 
committee, Charles Ross, F. L. Willison, the Honorable C. 
L. Glasgow, members of the Legislative Committee and my- 
self. We met with the warden and a committee from the 
Implement Dealers’ Association on the second day of Jan 
uary, and had a very satisfactory meeting. The manner of 
selling and marketing the twine was gone into, and the next 
week the same committees met in Detroit with the warden 
and the Board of Control of Jackson Prison. The proposi- 
tion was again taken up and this time it was left with a 
committee consisting of the warden, Secretary Scott of the 
Hardware Dealers’ Association and Secretary Wolf of the 
Implement Dealers’ Association. I am not going to give 
you much of what was done, but you will notice on your 
programs that we have arranged with the warden to give 
us a talk, and he will present the subject to you as it has 
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developed, and you are at liberty to ask any question you 
wish, 
Refers to Exhibit at the Convention. 

By this time I presume many of you have seen the 
wonderfully large number of exhibits in the exhibit build- 
ing. It is your opportunity to be privileged to see them, 
for where would you go again to see such an array of the 
different articles sold in a hardware store. These exhibitors 
have paid good money for the spaces they are occupying, 
and it is through them that a part of the success of the 
convention depends. The more exhibitors we have the more 
interesting and the better it is for us. Now these men can 
not afford to come without getting orders from the mer- 
chants, so it is your duty, as well as privilege, to have an 
opportunity to place your orders with them, as you will 
have the advantage of seeing the goods before buying and 
this is a great satisfaction. Sometimes an order placed with 
a salesman here will save him an extra trip to your storee 
and he will be doubly pleased to get it. Remember the travel- 
ing salesmen are our friends, and I hope you will each 
place as many orders with them as possible. 

If you have not taken nearly all your insurance in the 
Hardware Mutual Companies, I believe you are making a 
mistake, for several of the Hardware Mutuals are paying 
back 50 per cent of the premiums. The hardware stock 1s 
considered one of the best risks, yet the old line companies 
rate the hardware stock with those that are much more 
hazardous. 

Praises Work of the Secretary. 

Do you know that the members of the Michigan Ketail 
Hardware Association are more than fortunate in the fact 
that they have been able to get such a person as Arthur 
Scott for Secretary. In my associations with him during the 
past year I have learned that he is giving his best efforts 
for the interest of the members of the Michigan Hardware 
Association. He wants you to write him whenever you have 
any suggestions to make, and when he writes you read his 
letters and profit by them, as you will always find that they 
are full of interest. 

Regarding the National Retail Hardware Association, 
the officers are working night and day for our interests, and 
| believe we have a set of national officers of which we may 
well feel proud. Mr. Sheets, the National Secretary, is al- 
ways looking for any way in which he may be of benefit to 
the retail trade. Use the price and service bureau, you will 
be able to get much benefit from it. 

Gentlemen this mecting is yours and it is as much your 
place to make it interesting as the officers. When any sub- 
ject is up for discussion do not hesitate to get up promptly 
and express your opinion. We have a long program and in 
order to get through and get as much out of these meetings 
as possible, it is necessafy that we keep busy. I have noticed 
many times that when a subject was open for discussion 
that no one would ask any questions, and that it was neces- 
sary for the presiding officer to ask different ones for their 
opinion. Finally when the time was up, then the ones in 
the audience had just commenced to wake up and get busy, 
then the matter would have to be dropped in order to let 
the next speaker have the time allotted to him. On leaving 
the convention hall, I have heard many say T would liked to 
have such a question discussed more as that was getting 
interesting when it closed. If you improve your opportunity 
it will not be necessary for anyone to say that, as each one 
will have time to talk on each subject if he is prompt. 

Thanks Officers and Committees for Help. 

At this time I want to thank each and every officer and 
members of committees for the very loyal support they have 
given me during the past year. Not once have I asked any- 
one to do anything and they have made excuses and asked 
me to get someone else to do the work. The exhibit and 
entertainment committees deserve special mention, as they 
have had a tremendous amount of work to perform, but 
never have I heard a complaint or murmur, but they have 
done their work well and cheerfully. These things have 
made my work very enjoyable, and I shall always look back 
upon this as one of the pleasantest years of my life. 


There are few pessimists and fewer visionaries in 
the State of Michigan. Its men of business have 
faith in American genius and American institutions. 
Therefore, a spirit of sturdy confidence was mani- 
fested by Lee H. Bierce, Secretary of the Grand Rap- 
ids Association of Commerce, in his address on “The 
Commercial Outlook for 1920,” which followed the 
announcement of committees at the conclusion of 
President Leedle’s annual message. 

At the close of Mr. Bierce’s speech, the tension of 
the assembly was purposely relaxed through the me- 
dium of community singing. The delegates then 
listened with undivided attention and appreciation to 
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Thomas I. L. 
discoursed on the subject, “Why Ninety Per Cent of 


Henderson of Chicago, Ilinois, who 


Men Fail.” Prominent among the causes which he 
* P : 

enumerated he placed the lack of self-reliance. Men 
fail because they do.not believe in themselves. Al- 


though it would seem that most people have an ex- 
aggerated idea of their own talents and ability, the 
truth of the matter is that few men take the trouble 
to appraise themselves scientifically. That is to say, 
they do not analyze their powers nor study how to 
develop them to the best advantage. The consequence 
is that they allow themselves to follow the line of 
least resistance when obstacles intervene. 

The afternoon session adjourned at 4 o'clock and 
most of the members repaired to the Exhibit Hall 
which was kept open until suppertime. In the even- 
ing a theater party was given for the delegates and 
their ladies at the Empress Theatér. 

Wednesday, February 11, 1920. 

After a song by the assembly, the morning session 
of Wednesday, February 11, 1920, began with an ad- 
dress by E. S. Stebbins of Stanton, Michigan, on the 
topic of “Closed versus Open Shop.” This is one of 
the biggest problems in dealing with organized labor 
The right to engage in any lawful work 
It can not rightfully be curtailed on 
the basis of any principle consistent with the Consti- 
tution of the United States. 
adequate and impartial summary of the arguments 


everywhere. 
is fundamental. 


Mr. Stebbins gave an 


commonly used on both sides of the controversy. A 
spirited discussion followed his talk and revealed a 
uniformity of opinion on the subject which goes to 
prove the existence of a cooperation of ideas as well 
as of methods among the members of the Michigan 
Retail [lardware Association. 

H. M. Coldren of Bellaire, Michigan, was the next 
speaker. 
Store.” 


Ile dealt with “Side-lines for a Country 
Ie placed a strong stress on the thought that 
merchandising must 
Side-lines are a gratifying convenience to the cus- 
tomers of the country store. 


service include convenience. 
They increase good will 


In 


the comments on Mr. Coldren’s address, several deal- 


and, of course, help swell the volume of sales. 


ers in the audience made practical suggestions which 
added considerably to the value of the discussion. 

A scholarly and inspiring speech on “The New 
Mathias Ludlow of 
Newark, New Jersey, Vice-president of the National 
Retail Hardware Association. 
optimist. 


Order” was then delivered by 

Mr. Ludlow is a serene 
He has an abiding belief in the permanency 
of our Government and in the potency of our Consti- 
tution as the best agency for the growth and mainte- 
nance of a healthy democracy in this country. The 
“New Order” is an evolution of the old—a necessary 
development of sound principles. 





It is made possible, 
lowever, by profound economic changes and indus- 
trial adjustments brought about by the recent world 
War. 

Of late years the binder twine situation has been 
far from satisfactory. Supplies of raw material for 
its manufacture, imported from Yucatan, Mexico, 
have greatly increased in price. Considerable oppo- 
sition has come into action against convict-made binder 
twine. These and other features serve to complicate 
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the matter in its bearing upon the hardware retailer 
Therefore, uncommon interest was shown by the Con- 
vention in the “New Plan for Handling Binder 
Twine,” which formed the subject of an address by 
Harry L. Hulburt, warden of the Michigan State Pen- 
itentiary. 

“Marking Your Price Tags” was the title of an in- 
structive talk by Lee M. Hutchins of Grand Rapids 
This ended the Wednesday morning session. 

Wednesday afternoon was devoted to the hardware 
exhibition and no further meeting of the Convention 
was held until 7:30 o’clock in the evéning which was 
in the nature of a Question Box session for hardware 


dealers only. The Secretary of the Michigan Retail 





Re-elected Secretary Michigan Retail 
Hardware Association. 


Arthur J. Scott, 


Hardware Association, Arthur J. Scott, delivered his 
annual report during the first part of the session. It 
shows that he is a keen observer and a student of na- 


tional as well as of trade affairs. The text of his 


report is as follows: 

Annual Report of Arthur J. Scott, Secretary Michigan 
Retail Hardware Association, Delivered to the 
Twenty-sixth Annual Convention of That 
Organization in Hotel Pantlind, Grand 
Rapids, Michigan, February 11, 1920. 


This has been a year of activity for our Association, the 
results of which I believe will be reflected throughout the 
proceedings of this Convention. 

The changed conditions in merchandising, which call 
for the most intensive study on the part of the retailer, in 
order that he may intelligently meet each new situation as 
it arrives, has placed additional responsibility upon the State 
and National Associations, to bring out the broadest possible 
expression from the individual dealers, so-as to formulate 
policies in meeting these new conditions, that will prove 
for the best interests of the hardware men as a whole. 

The High Cost of Living, with the attention that has 
been given to it by public officials and the press, has accen- 
tuated a feeling of unrest and discontent which has found 
expression in many different ways. 

Retailer Nust Strive to Maintain His Position 


_ Chain stores and farmer federations to eliminate the 
middleman have gathered impetus as a result of the popular 
effort to get the producer and the consumer closer together, 
and the retailer must be on the alert to maintain his place 
as the logical and most economical channel of distribution 
here is very little sentiment connected with the plans to 
disturb the economic situation. It has reached a place where 
we as retailers must place ourselves in a position to serve 
our communities more efficiently, if possible, than we ever 
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have done, and to eliminate every factor that unnecessarily 

increases the cost of merchandise to the consumer. 

More Cooperation Is Needed With Jobber and Manufac- 
turer. 

Incidentally, we are warranted in demanding a greater 
degree of cooperation from the manufacturer and jobber 
than we have been receiving in the past. We must own our 
goods at the right price or we must expect to be handicapped 
in meeting certain well-known forms of competition. This 
applies to all merchandise but particularly to standard or 
trade-marked lines. 

Outlook Is for Continued High Prices. 

The retailer’s expense of doing business has increased 
remarkably during recent years and it seems safe to say that 
the percentage of increase runs close to 100 per cent. High 
rents, taxes, clerk hire, heat and other essential items have 
all contributed their share to the advancing costs and the 
outlook is not conducive to any feeling that reductions may 
be expected in this direction. Of special interest, therefore, 
is the cost price legislation, advocated by Attorney General 
Palmer and other State and Federal officers. In a com- 
mendable desire to reduce the cost of merchandise, there is 
a possibility that legislation will be enacted that will cause 
hardship to the trade without accomplishing the result aimed 
at. Our Associations have got to coOperate with those who 
are seeking to help the situation, so that no injustice will 
occur. 

Shortage and Slow Delivery of Supplies. 

The shortage in so many lines of merchandise and the 
slow deliveries have caused considerable annoyance and in 
convenience during recent months. This condition is liable 
to continue for some little time to come and, in this con- 
nection, it is pertinent to call members’ attention to the Bar 
gain and Information Bulletins issued at regular intervals 
by the Association. Many members have been availing them- 
selves to good advantage of the service that is available 
from this source, and it is to be hoped that more will.do so. 
It offers the most direct method of bringing merchandise 
for sale, or making known one’s wants, to the attention of 
other hardware dealers throughout the State. 

Work of the Special Service Bureau. 

In a broader field, the Special Service Bureau of the 
National Association places at the disposal of every member 
the services of a staff of experienced men and the records 
of the organization which are kept right up to the minute 
and are in a position to furnish promptly full information 
on the source of supply of unfamiliar brands of merchandise 
or repairs for same. Those who have taken advantage of 
this department, have found this service of incalculable value 
and advise that it fills a long felt want. Would suggest that 
you try it, if you have not already done so. Along this same 
line is the opportunity furnished by the National Association 
to supply members with improved and simplified Business 
Records, especially adapted to the hardware business 

The Board of Governors of the National Association has 
decided to move the head office of the organization to Chi- 
cago. This action will, I am sure, meet with the approval of 
those who have given the matter any thought and should 
greatly increase the efficiency of the organization. By being 
in close proximity to.a large manufacturing and jobbing 
center and in direct touch with the market, the various 
departments of the Association will be in a better position 
than ever promptly to furnish accurate information on any 
subject affecting the trade, and it will be much easier than 
formerly, for Association members, jobbers and manufac 
turers, when necessary, to get in personal touch with the 
officers of the National body. 

Hardware Secretaries Will Continue to Codperate. 

The National Association of Hardware Secretaries, 
which has in the past been of distinct service in helping to 
standardize the work of the different State Associations 
was dishanded at its last meeting, not because the organiza- 
tion had failed in its purpose, but because it was felt that 
by placing the National Secretary in the relative position 
of the sales-manager of a mercantile house, with power to 
call his salesmen together for conference, whenever the o¢ 
casion warranted him in doing so, the work of the Secretaries 
could be intensified. In the future the Secretaries will meet 
from time to time and come prepared to discuss any matters 


which the National Secretary feels can be discussed to the 
advantage of the entire retail hardware trade of the country 
Advantages of the Hardware Mutuals. 

The Hardware Mutuals have continued to grow and 
there are ‘five companies returning 50 per cent The ratio 
of loss as to premiums has been very gratifying and condi- 
tions have come to a point where a hardware man just can 


Association and thereby 


not afford to hold aloof from the 
material 


deprive himself of the opportunity to make such a 
saving in this important item of overhead expense 

Michigan is a good State for the Hardware 
Companies. The report of the Minnesota Company 
a loss ratio to premiums of but 14 per cent—the average of 
this Company for the past vear being 17 per cent. The Wis- 
Company statement shows Michigan's loss ratio of 
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12.67 per cent—their average being 22.64 per cent. This is 
certainly a commendable showing, which can hardly be com- 
prehended. 

Shows Big Growth in Membership. 


Our membership report shows that the Association has 
since the last Convention, sustained the largest growth of 
any year since 1905. On January first, according to the 
records of the National Association, if we had had just five 
more members, we would have had the largest paid up mem- 
bership of any Association of retail hardware dealers in the 
United States. 

[ believe that we all have reasons to feel proud of this 
creditable showing for it constitutes the strongest evidence 
that the dealers in Michigan are among the most progressive 
in the country and are doing their full share to assist in 
placing the business in which they are engaged upon the very 
highest plane. 

Our membership at the time of our last convention. 1,245 
Resigned, gone out of business, or dropped for non- 
OE OR aS. Donates hanes ow cule wsiewadin 80 





Old members still on our membership list........ 1,165 
New members taken in since last Convention.... 192 
Pe SI os 050d iio ates aseaeeen 1,357 
Net gain for the year........ 112 


Does Excellent Field Work. 

We have had the loyal services this year of C. A. Stock- 
meyer in carrying out the field work of the organization and 
the value of his work will become more apparent, the longer 
it is continued. Members will have innumerable opportunities 
to be of service to the Association, by coOperating with Mr. 


—SS—Sasas— 





Re-elected Treasurer 
Hardware Association. 


William Moore, Michigan Retail 


Stockmeyer and I know that we are all glad to extend him 
every assistance when he calls upon us at our stores. 

Among the losses which we have suffered through the 
deaths of members, there is none which strikes us more 
forcibly than the untimely passing away on November 17, 
119, of Frank Brockett of Battle Creek. Mr. Brockett has 
always been one of the most active members since the day 
when he, as a charter member, helped lay the groundwork 
for this magnificent organization. While never seeking to 
attract attention to himself, Mr. Brockett was always work- 
ing for the good of the Association, and his advice and co- 
operation were always sought and appreciated by the other 
officers. His passing will be mourned by all who knew him 
and his absence will be keenly felt at each of these annual 
gatherings. : 

Officers Have Done Valuable Work. 

Without singling out your several officers of the past 
year, | can say to you frankly that there has never been, at 
the head of your affairs, men who were more conscientious 
in their efforts in your behalf than those who have extended 
their cooperation to the Secretary during the past year. 
These men have placed paramount importance upon your in- 
terests at all times and I appreciate this opportunity to tell 
you what it has meant to the Secretary’s office to have their 
ulvice and cooperation, so congenially tendered upon every 
available occasion. é 

| ot 


me once more thank you one and all for vour re- 
a continuation of this 


whenever called upon. With 
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interest upon your part, I am in hopes that at the time of 
the Convention next year the Michigan Association will have 
become the largest, as well as the most efficient, retail hard- 
ware Association in the country. 


Following Secretary Scott's annual review of the 
work of his office, came the report of the Treasurer of 
the Michigan Retail Hardware Association, William 
Moore of Detroit. It showed a prosperous condition 
as to funds and a wise use of them in the various dis- 
bursements for carrying on the activities of the or- 
ganization, 

The remainder of the evening was given over to 
the Question Box in charge of J. H. Lee of Muske- 
gon, John C. Fischer of Ann Arbor, and L. F. Wolf 
of Mount Clemens. 

Thursday, February 12, 1920. 

The morning session of Thursday, February 12, 
1920, was an open meeting to which everybody was 
invited. The program of the proceedings contained 
short addresses followed by a brief discussion of the 
topic at the end of each address. The subjects and 
speakers were as follows: 

“The Cost of Doing 
Meach, Lakeview ; 


3usiness,’ by Charles L. 

“Insurance a Service,” by Leon D. Nish, Elgin. 
Illinois, Secretary Illinois Retail Hardware Associa- 
tion ; 

“The Relation of the Traveler to the Retail Mer 
chant,” by John A. Raymond of Lansing; 
“A Slave to Harry T. 

Detroit ; 
“You and Your Business,” by Herbert 4’. Sheets. 
Secretary National Retail Hardware Association, 


Business,” by Morgan of 


‘.rgos, Indiana. 

The session closed with the report of the Committe 
on Nominations and the election of officers for th 
ensuing term. 

The men chosén to administer the business of th 
Michigan Retail Hardware Association for the com 
ing term are as follows: 

President: J. H. Lee, Muskegon ; 

Vice-president: NorRMAN G. Popp, Saginaw : 

Secretary: ARTHUR J. Scort, Marine City; 

Treasurer: WiLL1AM Moore, Detroit ; 

W. Leepie, Mar- 
Kalamazoo, CHARLES .\ 
L. Giascow, Nashville, and 


Executive Committee: GEORGE 
shall, J. CHARLES Ross, 
STURMER, Port Huron, C. 
Lee Harpy, Detroit. 

Thursday afternoon was spent by the delegates in 
inspecting the hardware displays in the Klingman 
Furniture Exhibition Building. 

At 6:15 a banquet and entertainment was given 1” 
the Armory to the delegates and their ladies by the 
manufacturers and jobbers of Grand Rapids. 

Friday, February 13, 1920. 

The final meeting of the Twenty-sixth Annual ( on- 
vention of the Michigan Retail Hardware Association 
was an executive session for retail hardware dea'ers 
only. It was called to order at 1:30,p. m. to receiv 
and consider the reports of the Committees on ( on- 
stitution and By-laws, Auditing, Resolutions, 2nd 
Next Place of Meeting. 

Immediately following the adjournment of the ¢ on- 
vention a meeting of the new Executive Comm tee 
took place in the Pantlind Hotel for the purpo-« 0! 
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outlining the work to be done until the next Conven- 
tion and of exchanging ideas and suggestions regard- 
ing the affairs of the Association. 

An illuminating appraisal of the good accomplished 
by the Twenty-sixth Annual Convention of the Mich- 
igan Retail Hardware Association is summed up in 
the remark of a delegate in the lobby of the Hotel 
Pantlind. 

“If I had to dig up all the facts which the speakers 
laid before us and if I had to study and analyze all 
the data which furnished the material for their ad- 
dresses, it would keep me busy for the next five 
years,” he said to a fellow delegate who asked him 
what he thought of the Convention which had just 
closed. 


~~ 


RECEIVES DESERVED PROMOTION. 





The record of achievement of J. O. Aiken while in 
charge of the Boston office of the American Wringer 
Company gives ample reasons for his promotion to the 
position of general sales manager of the same com- 
pany with offices in New York City. Mr. Aiken 
brings to the new position ripe experience and talents 
above the ordinary. He has a pleasing personality. 
fi eitbthia nema 


BOYS WIDELY ADVERTISE GOOD 
FEATURES OF WAGON. 


The average boy is strong and vigorous. He likes 
action. A toy or a wagon in order to satisfy him 
must give long 

service. If his 

playmate has a 


wagon which is 
stronger than the 
one he has, or if 
he desires to ob- 


tain one, he will 





strive to get a toy 
that 
owned by his 


similar to 





Junior Roadster Convertible, Made by the 
Buffalo Sled Company, North 
Tonawanda, New York. 


playmate. By sat- 
isfying the users 
of toy wagons, the manufacturer employs an effective 
such an article 


means of advertising. The value of 


will be spread 


widely. The Au- 
to-Wheel Con- 
vertible Road- 


ster, shown in the 
illustration here- 
with in the orig- 
inal and convert- 
ed forms, manu- 





factured by the 
,uffalo Sled 
Showing Box of Junior Roadster Changed (‘om pany De- 


to Coaster. tne 
partment “C, 

North Tonawanda, New York, is built to satisfy the 
strenuous usage of the average boy. From coast to 
Coast the Auto-Wheel toys have aroused interest, de- 
clare the manufacturers. By various forms of adver- 
tising the manufacturers of the Auto-Wheel Con- 





vertible Roadster increase sales. Each boy who pur- 
chases one of these wagons is given a felt pennant 
bearing the name of the article he has bought. Thus 
the boy gives the name and make of his toy wide pub- 
licity. In construction the Auto-Wheel Convertible 
Roadster is durable. 
of standard automobile type. The hub and bushings 
The spokes are of 


The wheels on this wagon are 


are of cold rolled pressed steel. 
well-seasoned, second-growth white ash, ovaled, mi- 
tered and machine riveted in hub, with bushing 
turned over. The bearings are hard-drawn Bessemer 
steel rollers, running on cold-drawn steel axles. The 
specially designed cap protects the hub and bearings 
from dust and grit, and a special washer prevents 
siding out and consequently preserves the bearings. 
Cotter pins are used instéad of nuts because they are 
The 
wagon has a beautiful finish and has an attractive ap- 
pearance. The wood used for the body is of a carefully 
The box is mortised, glued and 


equally efficient and more easily replaced if lost. 


selected variety. 
nailed to insure its strength. The whole body is thor- 
oughly braced and easily removed. For detailed infor- 
mation write to the Buffalo Sled Company, Depart 
ment C, North Tonawanda, New York. 

~o- 


NEEDS NO REPAIRS WHEN INSTALLED 


The Rock Island Manufacturing Company, Rock 
Island, Illinois, makes a watering device, depicted 
herewith, which is said to require no repairs. The 
Dewey Double Stock Waterer, illustrated herewith, 
can be easily attached to any tank or barrel for stock 
The which 
flow of the water 


watering purposes. valve governs the 


into the waterer 
is on the inside 
of the receptacle 
on which this de 
vice is placed. \ 
brass float which 
is free from thi 
elements of rust 
or corrosion yoy 


Made byerns the flow of 


Stock Waterer, 
Island Manufacturing Com- 


Dewey Double 
the Rock 


pany, Rock Island, Iilinois. water. It is so 


arranged that it can not freeze. Nor can dust or dirt 
The two 1 1}? 
he 


collect under it thereby forming mud 
ples, one above the other, brace the fountain | 
metal parts of this waterer are strongly made and wil! 
withstand the hard wear which naturally accompani« 

the use of similar devices. When attached to a tanl 
or barrel it will adhere firmly and no amount of push 
ing or scraping by the stock will dislodge it. To har 
ware dealers in farming communities these water 

offer an unusually profitable line of goods. It can x 
The Roel 


Island Manufacturing Company, Rock Island, Ili 


demonstrated in the window to advantage 


will be pleased to answer inquiries directed to 


cerning any phase of the Dewey Double Sto 
Waterer. 
~o- 
The best advertising in this world is free advert 
Phan 


ing—the saying things to people in 
help talking about day or night 
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lowa Retail Hardware Association Convention 
Emphasizes Benefits of Community Work. 











That the interests of hardware dealers are inti- 
matety connected with and dependent upon the gen- 
eral well-being of the community in which their busi- 
ness is carried on, was forcefully accentuated in the 
Twenty-second Annual Convention of the lowa Refail 
Hardware Association, held February 10, 11, 12, and 
13, 1920, in the Venetian ballroom of Hotel Savery 
III, Des 
naturally and willingly to the efforts made for its bet- 
terment. It can easily be educated to recognize the 
claims to patronage of those merchants who take an 


Moines, Iowa. The community responds 





A. R. Sale, Re-elected Secretary-Treasurer lowa Retail 
Hardware Association. 


active part in its welfare through a spirit of neigh- 
borly service. This truth was presented from many 
angles during the course of the convention. Indeed. 
it constituted the subject of the first address of the 
opening session, following the annual message of the 
President of the Association. 

Tuesday, February 10, 1920. 

After the usual preliminaries of registration, the 
Convention of the Iowa Retail Hardware Association 
began at 2 o'clock Tuesday afternoon, February 10, 
1920, in the Venetian ballroom of Hotel Savery III, 
Des Moines, lowa, with the singing of “America” 
under the leadership of FE. C. Haas. 

I’. B. Lomas, President of the Association, then de- 
livered his annual message to the assembly. He de- 
scribed the unusual conditions which perplex and 
harass the hardware merchant of our day. He cau- 
tioned the members to go slowly in dealing with the 
vexing problems of prices, supplies, and deliveries and 
said that the greatest care should be exercised during 





the next few months in relations with the trade and 
with the jobbers. 

Following the President’s message came an inter- 
lude of music, after which Dr. Frank E. Mossman, 
President Morningside College, Sioux City, lowa, ad- 
dressed the Convention on “The Art of Community 
suilding.” He declared that “the greatest thing in 
community building is to cultivate the minds, hearts, 
and souls of the people. Towns have been swept away 
by flood or fire, but they remained entities and were 
rebuilt on a bigger scale than before, because they 
lived in their people.” 

Touching upon radicalism, he said that it is the duty 
of citizens to exemplify the principles of Americanism 
in their daily lives and to teach those who foster social 
and industrial unrest that there is ample remedy 
within our laws for the evils of which they complain. 
“We can not force a man to change his views, for the 
simple reason that we can not control the formation 
of ideas,’ Dr. Mossman stated. “No matter how 
false such views may be, if a man holds them hon- 
estly, he must be dealt with rationally and converted 
by logical methods.” 

Dr. Mossman emphasized the fact that the commun- 
He stated that the 
church, the school, and the home are the three great 
fundamentals of American society and that, from the 
angle of sociology, the church is the foundation upon 
which the community is built. He asserted that the 
white man dominated the world because of the power 


ity has a personality of its own. 


of his leadership. 

At the end of Dr. Mossman’s thoughtful address, 
topics presented through the Question Box were taken 
up for consideration by the Convention. The dis- 
cussion, which was presided over by C. T. Woodward 
of Carlinville, Illinois, former President of the Na- 
tional Retail Hardware Association, was mainly oc- 
cupied with the relations of the retailer to the jobber. 

The Question Box Committee consisted of E. C. 
Haas, chairman, E. M. Healey, and C. T. Woodward, 
who took the place of W. J. Deering who was unavoid- 
ably absent. In a brief talk before proceeding with 
the Question Box, Chairman E. C. Haas said: 

“The purpose of this Committee is not to lead in 
the discussion of the various questions that may be 
taken up, but to create a condition which will induce 
each and everyone present to take part in and discuss 
the various subjects presented. If we succeed in doing 
this, we shall have accomplished our purpose. 

“In opening this Question Box session, there is just 
one thought in my mind which I want to bring to you: 
and if this thought serves its purpose, you will realize 
that this Question Box belongs to you. Only by bring- 
ing your business troubles and experiences here in open 
discussion can the object we are aiming at be accom- 
plished.” 
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Chairman E. C. Haas then turned the meeting over 
to C. T. Woodward who took up the first question and 
others following for the afternoon discussion. 

Among those who spoke on the question of the gen- 
eral relationship between the jobber and retailer were 
Messrs. Smith of Iowa City, Schulte of New Hamp- 
ton, Wilkinson of Hawarden, McMahon of Britt, Mor- 
ris of Keota, Tornell of Pilot Mound, Pilcher of Ida 
Grove, and Merriam of Keokuk. 

The session closed with the appointment of commit- 
tees by President Lomas as follows: 

Committee on Resolutions: L. C. Ansort, Marshall- 
town: J. B. McCarroii, Ottumwa; J. R. PrItcHer, 
Ida Grove. 

Legislative Committee: Jos. Mattes, Odebolt ; E. M. 
HeALEY, Dubuque; H. F. Leisste, Des Moines. 

Nominating Committee: W. F. Muetter, Ft. 
Dodge: H. D. Peterson, Cresco; C. T. Gapp, Des 
Moines: F. P. Botincer, Afton; M. A. TrumMBuLtL, 
Manson. 

Auditing Committee: W. F. MuELLER, Ft. Dodge; 
R. J. BRECKENRIDGE, Brooklyn; C. H. Knutson, Clear 
Lake. 

The evening of Tuesday, February 11, 1920, was 
devoted to the Hardware Exhibition which was held 
More than ninety firms 
One of them which 


in Des Moines Auditorium. 
had displays in the Exhibition. 
attracted considerable attention was that of the Des 
Moines Stove Repair Company, which consisted of an 
engine constructed of stove pipes and other parts of 
a stove. Another cleverly arranged exhibit was the 
display of warm air heaters by R. J. Schwab and Sons 
Company of Milwaukee, Wisconsin. Washing ma- 
chines of various types were among the commodities 
shown on an extensive scale in the Exhibition. 
Wednesday, February 11, 1920 

lor an hour before the commencement of Wednes- 
day’s morning session of the Convention, the mem- 
bers and their guests visited the Hardware Exhibition 
in Des Moines Auditorium. At 10 a. m., they returned 
to the Venetian ballroom of Hotel Savery III, where 
they were entertained with pleasant music and listened 
to an address on “You and Your Business,” by R. A. 
Peterson, formerly Assistant Secretary of the Wis- 
consin Retail Hardware Association. 

A discussion of subjects submitted through the 
Question Box then took place under the guidance of 
a committee composed of FE. C. Haas, E. M. Healey, 
and C. T. Woodward. 

The morning session closed with an extremely prac- 
tical talk on “Putting It Over in a Small Town,” by 
W. Arthur Denny, Vice-president of the Missouri Re- 
tail Hardware Association. The text of his address 
is as follows: 

Address on the Subject of “Putting It Over in the Small 

Town,” Delivered to Iowa Retail Hardware Associa- 

tion Convention, Des Moines, Iowa, February 11, 


1920, by W. Arthur Denny, Vice-President 
Missouri Retail Hardware Asscciation. 


_Ralph Waldo Emerson has said that “the man who 
retires to the forest to make a better axe, or a better plow, 
Or a better hat than man has yet made, will find a beaten 
Path to his door, so that his products may be marketed to 
the world,” and a merchant doesn’t need to live in a crowded 
Metropolis to build a good mercantile business if he shows 
imself to be possessed of a little of the initiative in mer- 


chandising, of which the man who can make a better axe or 
a better plow is possessed. 

Cocoanuts fell for a thousand years, thumping the heads 
of men, but not until «a few decades ago was the law of 
gravity discovered by Newton. Steam had rattled the lids 
of tea-kettles and boiling pots since the age when man began, 
but not until a short time ago did Watt discover the power 
of steam. 

And the only thing that concerns us today is simply this: 
What are we discovering in our business, what are we ac- 
quiring at this convention, that can be used to build some- 
thing bigger, better, grander, a year from this time? 

We are not indebted to any book or to any particular 
individual for the fact that the world returns to us that 
which we give to the world; but it is a fact in nature that 
holds good in everything throughout every day, and in every 
relation that goes to make up our life, and if we, as hard- 
ware merchant3, can’t prove to the community in which we 
live and maintain a business, that we are rendering a worth- 
while service to that community, we have no right to our 





E. M. Healey, Member Board of Directors, lowa Retail 
Hardware Association. 


place there and time will catch us in the wheels of the mills 
of the gods and grind us out, grading us into the bin where 
we belong. 

Render Service. 

We try to render a service in our small 
small way, that our friends appreciate (by the way, we deal 
with our friends—our enemies won't trade with us). 

Now I want to tell you a homely, prosaic little story- 
not of the “House of Seven Gables,” but of a little store of 
“Seven Departments of Quality and Quick Service,” not 
located on “the trail that nobody knows how old,” but on 
the trail of the Jefferson Highway, twenty-five miles from 
the south boundary line of your own good state of Iowa. 

The seven departments of the store are as follows 


town in our 


1. Hardware that stands hard wear. 

2. Furniture thirty minutes ahead of the clock 

3. Stoves for everybody. 

4. Paint, for home from cellar to garret 

5. Wire fencing hog tight, horse high and bull strong 
6. Queensware and cut glass. 

7. Undertaking—no comment on the latter 


Town—Near Hampton. 

Firm—Denny & Jones. 

Now the name of the town makes no difference ; 
name of the firm; nor the speaker, but this prosaic little stor; 
of how we are putting it over in at least a modest way, has 
been a matter of a great deal of concern and thought to our 
firm, and we shall feel fully repaid if some thought dropped 
here may appeal to some Jowa dealer, that he may take it 
home and try it out for himself. 

Know Territory. 

First, we think we know our territory, which we try to 
keep ever widening and not within a permanently fixed boun- 
dary—roughly it’s ten miles wide and thirty-six miles long, 
though we slop over some on any line. Within the limits of 
this territory there are forty-eight school districts. In each 
we have what we call our Padlox agent. We select these 
agents from the best man or woman friend we have in the 
district and send them the blanks to nll in with the name of 


nor the 
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every person in their district, beginning with the man of the 
house, then the wife if living, then the children, and the 
approximate age of each. We explain just what we want 
done, and why, telling them as soon as they mail this list to 
us we will mail them a check for $1.00, then explain to them 
that if anyone moves into their district or moves out, if 
they will at once send us the names we will send them 5 cents 
for each name. 

Now, as soon as these lists arrive, our office girl takes 
them and typewrites the names of each family on a separate 
card, labels the leader card with the name of the school dis- 
trict and the name of our agent for that district. Behind 
this card goes the names of every one in the district. So 
there we have our trade territory card indexed, and abso- 
lutely as correct as we can get it in any way, and so ar- 
ranged that it automatically changes when newcomers arrive, 
or movers go, covering 1,000 families of 5,000 people. 

We consider this the very corner stone on which our 
business is builded and from this firm foundation the whole 
superstructure, we feel, is sure to rest securely. 

We believe that it is as necesary for people to know 
what we have to sell as to have the goods when they get to 
our store, and by this mailing list we keep them perfectly 
informed of what we are trying to do. We put out a monthly 
store paper which we mail to these 1,000 families every month. 
In this paper we use four pages of patent reading matter, 
three pages of advertisements with a cut for everything we 
mention, and a price for each, with at least one item priced 
unusually low each month (for instance, brooms 59 cents), 
and one page of local store and community news, making 
eight pages in all. 

I don’t think that this is better than local paper adver- 
tisement, but a local newspaper can not reach every one, so 
we feel it necessary to put out the store paper to reach every 
family in our territory. Of course, we use our local paper 
every week also. . 

sesides that, we use three other methods of direct adver- 
tising: First, a monthly calendar service to each of our 
agents, which keeps them reminded of their connection with 
our store. 

Second, a wedding card of quite elaborate arrangement, 
and by watching the paper for marriage licenses, we are able 
to send one of these cards to nearly every newly married 
couple in our territory, and very frequently we land a full 
household bill to the newly weds. 

_ Third, a birth card with record of first smile, first step, 
first word, etc., which, better than 50 per cent of the times, 
brings in a customer for a baby carriage or a baby bed. 

When our customers die we bury them, and make out 
a pretty booklet of record for the family with our name 
modestly placed on the back page. Thus we advertise to our 
trade from the cradle to the grave. However, we don't want 
any of our customers to die, if we can help it. as we would 
rather they would stay alive and trade with us. This is a 
dead subject, so let's pass on. 

Many Lines. 


Now it may be that some of you hardware men think 
that such a motely assortment of merchandise can hardly 
be classified as a hardware store, and I think if I were in a 
city of from 25,000 up [| should not so mix my lines, but 
it 1s my opinion that for the hardware man of the small 
town to get by, he must have more than shelf hardware, 
because one’s territory has only about so many people in it 
and your volume will be too small for the one line; and I 
think that the success of the hardware dealer of the small 
town lies in gathering together a number of kindred lines 
and from them getting a volume big enough to cover expense 
necessary for the running of a business. I know the more 
one sells, the more the expenses are, but there are certain 
fixed expenses that can only be met by adequate volume. 

Monthly Specials. 

We so plan it in our store that we push something as a 
specialty each month. For instance, in January, we have our 
\nnual January Clearance Sale, and put a sale price on 
everything we want to move, and this is the only time of the 
year that we make a reduced price sale. Last month we sold 
26,000.00 worth of goods, not large for a big town, but quite 
satisfactory to one of 500 people. 

February we have a range demonstration that we make 
much of and usually place a lot or ranges, card indexing 
prospects that we don’t sell, for our fall range sale which 
we have the latter part of August. We think August a little 
early, but we can sell several ranges at that time and get 
ill the rest to thinking range for fall. We keep our follow 
up after them until sold or lost. 

March is our month for wire fence and steel post drive. 

\pril, paint. 

May, for furniture. 

During June and July we diversify with any new special 
we may think suitable to the weather, but especially pushing 

nl cook stoves. : 

In the fall of the year we fill up our cut glass and china- 
vare department with any attractive holiday goods we can 
find and hegin to advertise the new things. 

Ve set our aim for volume for each month. striving 
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always to beat the corresponding month the year before, 
ending up the year with a bang at Christmas. 
Delivery. 

Not knowing what your attitude is on the delivery ques- 
tion, I shall at least venture to say to you that I think the 
last five or six years have revolutionized business in the small 
towns, and as I[ said last June, before the National Conven- 
tion in Pittsburgh, that the cross-roads store can just about 
read its doom in the setting sun, and even the small town 
on the railroad has a battle royal against the larger town 
nearby, because the automobile has made it possible to go 
great distances in a comparatively short tithe. But we know 
that a well planned advertisement will bring people to our 
store as well as the city store. With stoves and furniture 
especially, we found that our would-be customer would say 
to us, “Well, we were just looking; we can’t take it out 
today; perhaps we will be back soon.” So this is where 
delivery comes in—we just tell our prospect, “Now listen; if 
this suits you just let us deliver it to your very door, any 
time you want it; if necessary we can beat you home with it.” 

We find that the delivery has widened our territory re- 
markably, and it’s one of the answers, we think, to the prob- 
lems of this new era; it’s also a service the mail order house 
can’t render. We don’t advocate delivering every little thing, 
and just tell our trade that we can’t afford to do so, but if 
he will make his bill worth while we will deliver it. Don't 
take anything off the price to get your customer to deliver it 
himself, for if you do you have the problem every day; just 
tell them you are delivering for the acommodation of your 
customers. Delivering has won for us. 

Queensware. 

We have what we call a queensware department in our 
store in which we carry quite a lot of cut glass and painted 
china, as well as the plainer dinner sets and dishes. We have 
this attractively displayed in a twenty-foot built in buffet 
with mirror back ground which, with the electric lights prop- 
erly placed, makes a very pretty department. This doesn't 
make us a lot of money, but here is the reason we have it: 
We have noticed that ladies do not naturally gravitate to 
the hardware store, and we think the main reason is because 
it is so often unattractive, so with this attractive display we 
appeal to the lady trade with a line that most women have 
a strong affinity for, and take it from us, we have many 
an admirer come to this department to whom we sell goods 
from other departments before they get out of the store. [ 
think about $100 built this buffet, as we call it, and if this 
line is not already overdone in your town, just put it in ¢our 
store if you have trouble getting the ladies to come your 
way. Then keep the rest of your store in order and clean 
to correspond with the pretty dishes. 

Store Arrangement. 

Believing there is something in store arrangement, we 
have changed the common order of show case and counter ar- 
rangement by putting an eight-foot case at a respectable dis- 
tance back from the front door, crosswise, running a row ot 
them down the room at right angles from this one at each end, 
thus leaving a broad aisle at each side of the room with 
an enclosure in the center. We have also placed samples 
of our hardware on home made doors covered with green 
felt, and fastened to our shelving. Our customers can walk 
right up to the shelving in this way and examine the samples 
of our goods. I know there is a fine system of shelving 
made that will furnish this arrangement better, but since 
small stores can’t always afford the better kind, these doors 
look good, show the goods and shut off from view unsightly 
paper boxes of stock. 

We believe that our windows are the eyes of our store 
and worth keeping a display of goods neatly placed in them 
and changed as often as possible, not over two weeks for 
anv display, and | think that’s a week too long. 

If we didn’t believe that windows would sell goods we 
would take out our plate glass and sell them for $100.00 
apiece and board up our windows. Therefore, if windows 
sell goods, and create a good impression of your store, what 
kind of an impression will a dirty glass, a topsy turvy dis 
play that’s been in for three months make?’ bave you ever 
seen a window that you thought would have looked hetter 
boarded up? Don't neglect your windows; you can’t afford 
to do so. 

Competitor. 

The things men fight over are generally the same as 
dogs or monkeys fight over—nothing. So we don't propos 
fighting our competitor. We feel this way about the t 
ter: If we can't sell an article, we would rather our 
petitor would sell it than anybody we know of. 
time some of our customers have told us things on w 
he made a price that we didn’t like, but most of the 
it wasn’t true, and many has been the time when [ felt lik 
going down and landing on him, but we find it much | 
to even suffer some seeming injustices at the hand 
competitor than to get mad at him. 

Last month our competitor and myself took a trip ¢ 
across the state for a few days; we slept in the same 
ate at the same table, hob-nobbed together, and had a oo! 
time, and | think most of your competitors are good *e! : 
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if you only know them. Tom Witten of Trenton, Mo., says: 


“Get acquainted with your neighbor ; you might like him.” 
Farmers’ Cooperative. 

Now, I am down to the Farmers’ Cooperative Store ques- 
tion, which many a small town is confronted with. I will 
say that the farmers have just as much right to go into busi- 
ness as anybody, and if they adopt -business methods may 
succeed, but they can't sell goods any cheaper than a dealer 
that is onto his job, for they will have to pay clerk hire, rent, 
taxes, insurance, freight, light, heat, and for his goods the 
same as you do, and to fail to make a profit and to have to 
run an assessment would ruin it in a year’s time, so they 
must make a profit as well as the regular dealer, and the 
small difference between the prices you can make and the 
cooperative will make, may balance either way from time to 
time, therefore the cooperative has no excuse for existence 
if it can't show a saving, and will soon arift into the hands 
of a few stockholders if it does make a profit. If they can 
>So more system and method and merchandising ability 
they have a right to stay and you to move on. If not, the 
old mill of the gods will grind them out. 

Information that can’t be applied is just like using a street 
sprinkler during a flood—it don’t do any good. So I hope 
if | have imparted anything of worth-while information that 
you may apply it to vour business so it may do you some 
good. 

Now, gentlemen, [ want you to remember that in your 
quest for the golden fleece and your days of chasing dollars, 
to stop and reflect, for money isn’t all there is in this world 
that love of home, and friends, and a reverence for Him after 
whose like man was formed, is more to be preferred than 
much nne gold. 


At 2 oclock, 
Seventeenth 
Mutual was held in the 
Inasmuch as this insurance or- 


afternoon, February 11, 


Meeting of the 


Wednesday 


1920, the Annual lowa 


Hardware Venetian ballroom 
of Hotel Savery IIT. 
ganization is virtually a part of the lowa Retail Hard 
ware Association, its proceedings may be considered as 
Convention. The meeting 


Abbott, 


who gave a brief though sat 


an integral division of the 
was called to order by L. President of the 


Mutual, 


account of the year’s business and predicted 


lowa Hardware 
isfactor 
further advantages for the policyholders during the 
future. 

\. R. Sale, 


is also Secretary of the 


Secretary of the Iowa Retail Hardware 


Association, lowa Hardware 


Mutual; and his annual report in the latter capacity 


showed a highly gratifying state of affairs as regards 


dividends, service, and reserve funds for the protec 


eee 
tion of the members. 
the main Convention was resumed with 


Merchant and 


At 3 p. m. 

lecture, entitled, “The 
How to Stop Them,” 
and dealing with store organization, clerks’ efficiency, 
advertising, system in retail 
furnished by the National 
Ohio, and 


Troubles of a 
illustrated by moving pictures, 
window displays, and 
The lecture 
Cash Register Company of Dayton, 


stores was 


Was 
keenly appreciated by the assembly. 


Wednesday evening, February 11, 1920, many of 


the dealers in attendance at the Convention were en- 


tertained by local jobbers and manufacturers at din- 


ners given in the Chamber of Commerce rooms in 


lfotel Savery II and at Hotel Fort Des Moines. 
Thursday, February 12, 1920. 
\s on the previous day, an hour was spent at the 


Hardware Exhibition in Des Moines Auditorium be- 
fore the opening of the Convention at 10 a. m. in the 
Venetian ballroom of Hotel Savery III. 

Miss Clarine Mueller of Webster City, 
in good humor at the beginning of the 


lowa, put the 


SeCSs- 


assembly 


sion hy 


singing a solo in a voice which displaved not 
> 


only musical culture, but much cleverness of interpre- 


tatic m 
l-rank 


The first address of the morning was by 
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Stockdale of Chicago, Illinois, on “The Measure of a 
Merchant.” » Mr. Stockdale is a merchandising expert 
who has had years of practical experience as a re- 
tailer. He is a close observer of actual methods and 
an intelligent judge of 
creasing volume of sales and profits. 


their values as means of in- 
After his address, the delegates devoted an hour to 
problems presented through the Question Box, and 
then gave their undivided attention to a talk on “Au- 
tomobile Accessories in the Hardware Store,” by L. 
(, Abbott. The speaker conclusively demonstrated 
that motor car accessories are no longer a side line and 
that the hardware dealer is their logical distributor. 
A general discussion of this subject ended the morn- 
ing session, 
Thursday began with an 
eddress by Frank Stockdale on “The Effect of a Turn- 
over on Net Profits.” The Question Box was again 


The afternoon session of 





lowa Hardware Mutual. 


Re-elected President 


L. C. Abbott, 
ideas, after which 
l‘lood of Indian 
title of “The 


made use of for an exchange of 


lecture was delivered by John ¢ 


Indiana, bearing the suggestive 


Tooth.” 


apolis, 


In connection with the lecture an 


illustrating the 


Serpent's 
cducational film was shown, evolution 


of a saw, its processes of production, its distribution 


retailer, sad its service m- vari 
This 
presented to the 
\tkins and Company 


through nm 


ous handicrafts. lecture and the educational! 


film) were Convention through the 


courtesy of Ie. C. Incorprated 


Indianapolis, Indiana. 


The hardware merchants of lowa owe no smal! 


part of their success in business to the encouragement, 
\ddi 


activities 


advice, and inspiration of their women folk 
this fact is furnished by the 


lowa Retail Hardware 


tional proof of 
Ladies’ Auxiliary of the 
which held 


ings and pleasant entertainments 


of the 


\ssociation series of instructive meet 


during the Conven 
tion. 

The Ladies’ 
Des Moines, 


\unxiliar VY Was organized 


lowa, with the election of 
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officers who were present at this year’s meeting of 
the organization: 


President: Mrs. A. R. SALE, Mason City ; 

Vice-president: Mrs. T. N. Perersen, Council 
Bluffs ; 

Secretary: Mrs. C. A. KNutson, Clear Lake ; 

Treasurer: Mrs. J. B. McCarro__, Ottumwa. 


When the meeting of the Ladies’ Auxiliary of the 
Iowa Retail Hardware Association opened for busi- 
ness, Wednesday, February 11, 1920, forty members 


were present. After the completion of the regular 


routine, the program of entertainment was an- 
nounced. Upon adjournment, each lady was _ pre- 
sented with a box of bonbons and theater tickets 


by the lowa Retail Hardware Association. 

At 2:30 o'clock Wednesday afternoon automobiles 
at the disposal of the ladies and they 
provided by the 


were placed 


were taken to an “acquaintance tea,” 
promotion 

An acquaintance tea was the courtesy extended by 
the promotion committee of the local Biennial Board 
of the Des Moines Women’s Club, cooperating with 
Des Moines hardware dealers for the 
members of the Ladies’ Auxiliary of the Iowa Retail 
Hardware Association. . 

This interesting courtesy was held at Hoyt Sherman 
place, the home of the Des Moines Women’s Club, on 


the wives of 


Wednesday afternoon, February 11, 1920, at 2:30 
o'clock. 
Mrs. I. H. Tomlinson, chairman of the promo- 


tion committee, introduced the guests to the receiving 
line, which included Mrs. Frank O. Mrs. W. 
W. Littell, Mrs. Bert McKee, Mrs. Kurtz 
of local Biennial Board, Mrs. Frank J. Camp and Mrs. 
C. J. Luthe, wives of Des Moines dealers, Mrs. I. B. 
Lomas of Cresco, wife of the president of the lowa 
Hardware Association, and Mrs. 
Knutson of Clear Lake, secretary of the Ladies’ 
iliary. 


Green, 
Louis C, 


Clarence 
Aux- 


Retail 


As a feature of the entertainment during the after- 
noon, Mrs. John A. Garver, Jr., Miss 
Lucille Kepford in piano inandears. She also accom- 
panied Mrs. Frank Callander in her vocal solo. Miss 


presented 


Kathryn Paden gave a number of readings and Miss 
Mildred Carson rendered violin selections. A short 
talk on the Golden Prairie biennial acer which 
will be held in Des Moines in June, was delivered by 
Mrs. Frederick W. Weitz after which solo dances 
were interpreted by Miss Helen Blokol and Ruby 
Workman. During the refreshment hour Miss Kep- 
ford and Miss Workman entertained the guests with 
‘musical selections. 

After the program Mrs. C. T. Gadd and Mrs. Clare 
Dack invited the guests to the dining room where Mrs 
A. H. Marshall, Mrs. L. F. Mrs. J. Edward 
Kirbye and Miss Alice Mosier were in charge assisted 
by Miss Virginia Camp and Miss Virginia Carpenter. 

Mesdames W alter Brown, Alex 
(). Green and L. ¢ 
coffee 


Francis, 


Fitzhugh, Frank 
Kurtz presided over the tea and 
urns and presiding as parlor hostesses were 
Mesdames Ed O’Dea, H. C. Evans. George Hamilton, 
Frank Travers, H. L. Adams, Ernest Olmstead, Mc- 
Nerney and Miss Emma Luthe. 

On Thursday, February 12th, the meeting was called 


i4, 1920. 


to order at 12 a. m. for the report of the committee 


and election of officers. The officers elected were as 


follows: 
President: Mrs. C. A. Knutson, Clear Lake; 
Vice-president: Mrs. T. N. Prrerson, Council 


Bluffs ; 

Secretary: Mrs. C. T. Gapp, Des Moines ; 

Treasurer: Mrs. J. B. McCarro__, Ottumwa. 

The Auxiliary adjourned to attend a luncheon at 
Younker’s Tea Room, followed by a matinee party 
at the Orpheum, as guests of the Des Moines Cham- 
ber of Commerce. At 6:30 the Ladies’ Auxiliary with 
the members of the Hardware Association attended 
a banquet given by the American Steel and Wire 
Company, which followed by a program and 
dance. 


was 


Friday, February 13, 1920. 

The concluding day of the Twenty-second Annual 
Convention of the Iowa Retail Hardware Convention 
was occupied with routine matters, such as reports of 
committees, election of officers, and annual report of 
the Secretary-Treasurer, R. Sales. 

The Committee on Resolutions presented the 
following report, which was adopted without a dis- 
senting vote: 

Resolutions. 


1.—Resolved, That we urge upon Congress to enact such 
legislation as will be protective to the interests of the em- 
plovers and employees in the return of the railroads to pri- 
vate control. The depressing condition of railroad opera- 
tion under Government management has been a serious loss 
and obstruction to business, and it is necessary for sound 
business legislation to be enacted in the protection of our 
commercial system. 

2—We reaffirm most positively our position as to the 
government’s stand in the protection of American interests 
as to foreign immigration. The opening wide of our ports 
to foreign elements, regardless of quality, sooner or later 
develops Bolshevism and anarchism in our American life. 

We commend the action of the Government in their 
recent move in the exportation of Emma Goldman and her 
goats. 

But as the ports are still open for the admission of the 
raw material, we urge the Government to enact such legis- 
lation as will protect American citizenship from the contact 
of such contagion. , 

3.—We wish to recommend to our jobbing friends the 
necessity of a printed price list to a retail trade every ninety 
days. The uncertainty of the market as to value and supplies 
makes the retailer’s position difficult as to quotations. 

4—Good Roads. We earnestly endorse the position of 
our state officials and also county officials in their earnest 
endeavors to advance the good road question, and wish to 
commend the people of the many counties who have recently 
adopted by popular vote the good roads movement. 

5.—Chamber of Commerce, etc. We wish to .extend to 
the Chamber of Commerce, the wives of local hardware 
dealers, and the ladies of the Biennial Board of Des Moines 
our thanks and appreciation of their many courtesies in 
making this twenty-second convention such a success. 

6.—Community Cooperation. Whereas, The cooperation 
of town and country during the recent war has brought about 
a better understanding of how these two elements can work 
together to mutual advantage, and given clearer insight as to 
how community prosperity can be developed through con- 
structive team-work; be it 

Resolved, That we recognize it as a definite ethical and 
business policy to perpetuate this spirit of community co- 
operation and good fellowship and that we urge upon the 
members of this organization the wisdom of doing every- 
thing practicable to promote the development of such con- 
structive sentiment. 

7.—Be it resolved, That we, as an association of hard- 
ware dealers in Iowa, greet with interest the move of the 
N. R. H. A., through Mr. Petersen, editor of the Bulletin, 
in their charge on those producers who in their price distri- 
bution are unfair to the retail merchant. 

We have waited for fifteen years for the N. R. H. 
A. to make just such a move, and may they be more 
than successful in straightening out this unjust discrimina- 
tion against the retail merchant. p 

8.—We wish to thank our many friends, the manutac- 
turers and jobbers, who by their presence and active interest 
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in the exhibit feature of our convention have helped to make 
this meeting such a success. It is unfortunate that we are 
so crowded in the exhibit hall, but there are times when 
we cannot overcome some obstacles. May next year bring 
us the Coliseum or some other large building, if at another 
point in the State, that will house our many loyal supporters. 

§—We always have at our annual meetings a represen- 
tative from the National office, for which privilege we are 
thankful, and in addition to the support, we always have 
with us a representative from both the Hardware Age and 
the AMERICAN ARTISAN AND HARDWARE REcorp. 

4—Be it resolved, That we extend to all these trade 
papers and this representative, our hearty thanks for their 
presence, support and full reports of our annnual session. 


It seems scarcely necessary to state that the hard- 
ware merchants who attended the Convention were of 
one mind in declaring that its sessions proved to be 
the most interesting, helpful, and inspiring since the 
formation of the Association almost a quarter of a 
century ago. 

CONVENTIONALITIES. 

The U. S. Cartridge Company of Lowell, Massa- 
chusetts, had an interesting exhibit in charge of C. A. 
Giepho. 

The Meyer Furnace Company of Peoria, [linois, 
had an interesting exhibit of their Wier Warm Air 
Heaters and the exhibit was in charge of L. M. Bough 
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The Monitor Stove and Range Company, Cincinnati, 
Ohio, showed their Caloric Warm Air Heater and a 
number of advertising helps which was fully ex- 
plained by Messrs. McFarland, W. I’. Yaeger, and H. 
|. Barkmever. 

The Maleable Steel Range Company of South Bend, 
Indiana, showed their new maleable iron range and 
points of advantage were pointed out by their Mr. | 
J. Woolverton, C. E. Peters and George Monday. 

The Lernox Furnace Company of Marshalltown. 
lowa, showed one of their well-known Lennox Warm 
\ir Hleaters; also sample of their new Monotype 
\Warm Air Heater. Exhibit was in charge of E. IP 
Miller, T. J. Kiesel, G. H. Strecher, R. 
and E. W. Hunter. 

The American Steel and Wire Company had rest 


L. Ducharm 


room where a number of their friends used as a ren- 
dezvous. Their booth was in charge of their J. W. 
Meeker, Ir., i J Brown, A. L. 
Waterman, R. C. Whinnery, J..W. 
Chandler. 


Hinrichson, D. R. 
Jeattie and H. B. 


The Milwaukee Corrugating Company of Milwau- 
kee, Wisconsin, had an interesting exhibit and showed 
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Exhibit of Warm Air Heaters by R. J. Schwab and Sons 

Exhibition of the lowa Retail Hardware Association's 

and George M. Bough. They also showed the products 
of the F. Meyer and Brother Company. 

The Globe Stove and Range Company of Kokomo, 
Indiana, had one of the largest exhibits at the Audi 
torm. They showed the new enameled range, sev- 
eral of their heating stoves and one of their Globe 
Warm Air Heaters. Fred M. Ruddell came on from 
Kokomo to entertain his many friends, and he was 
assisted by the Iowa representative R. It. Murray. 
They gave away as an interesting souvenir a leather 
bound memorandum book. 

I. C. Atkins and Company of Indianapolis, Indiana, 
had an interesting exhibit of saws and they showed a 
number of their window trims and distributed a num- 
ber of their printed matter. The exhibit was in charge 
of F. M. Flood. 

The Rock Island Register Company of Rock Island, 
Illinois, showed a number of their warm air regis- 
ters, both of the Island City and Rock Island pattern. 
They showed their registers in different finishes, in- 
cluding nickel plated, bronze and white enamel. Mr. 
Harmes was in charge. 


Company of Milwaukee, Wisconsin, Displayed at the Hardware 
Convention in Des Moines Auditorium, Des Moines, lowa. 


a number ot their sheet metal specialties. Their ex 
hibit was m charge of I’. I. Sauerwein, [edson Perry 
L. F. (sregory. 

K. |. Schwab and Sons Company had one of the 


mest pronunent exhibits on the floor and they showed 
Warm Air 
They had a number of display cards for 
Their Mr. Henry FE 


Milwaukee and he was assisted by 


samples of their well-known Gilt Kdge 
Heaters. 
Schwab 


window and shelf use. 


came down from 
their lowa representative, W. Gunton. 
The 


Ilinois, had a fine 


I-xcelsior Steel Furnace Company, Chicago, 


exhibit and showed a number of 
their well-known products. Their exhibit was looked 
after by their Will Menk and L. Snowden 

qT, M. Hochschild 
the mterests of the R. EF. Dietz Company, makers of 
New York City 
Royal H. Holbrook, Combustion I:ngineer, of the 
State 


Kalter and W. L.. looked after 


lanterns in 


Department of [Engineering Extension, Iowa 


(College, 


had a kind word for everybody 


\mes, lowa, was among those present and he 


\W. AM. Bivens of Decatur, Ilinois, who is the rep 
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resentative of the Mahoning Foundry Company, 


Youngstown, Ohio, shook hands with many lowa 
friends. 

Rk. A. Walker, the manager of the Model Stove 
Company of Des Moines, Iowa, was on hand to greet 
his many friends. 

John B. Gohman, one of the staff of the Rock 
Island Company, was here, there and everywhere and 
presented a lead pencil and memorandum card to all 


of his many friends. 

The Keith Furnace Company have plans drawn 
for a new model and warm air furnace plant at Des 
Moines, Iowa. They have secured land on the Rock 
Island Railroad, and will build a plant which will at 
least double their present capacity, and have plenty 


of room for enlargements. 
e- 


REPORT OF PRESIDENT OF NEBRASKA 
HARDWARE ASSOCIATION SHOWS 
POSITIVE PROGRESS. 


Annual Address of Fred W. Ebinger, President of the 
Nebraska Retail Hardware Association, Delivered to 
the Convention of that Organization February 3, 
1920, in the Assembly Room of Lindell 
Hotel, Lincoln, Nebraska. 


In most instances, the annual messages of executive 
officers of hardware organizations contain valuable 
lessons for the guidance of dealers. It is worth while, 
therefore, to reproduce them for the advantage of a 
more numerous audience than the conventions before 
which they were delivered. It is for this reason that 
the annual address of Fred W. Ebinger, President of 
Nebraska Retail Hardware Association, is placed be- 


fore our readers as follows: 


We are about to pass the 19th milestone in the history of 
the Nebraska Retail Hardware Association, and I greet you 
all with thankful heart to enjoy the privilege of attending this 
important meeting, important to me because it is the proudest 
noment of my life to preside over a body of the foremost 
merchants in our great State; and important to you because 
present conditions demand your enlightenment, your careful 
study and earnest cooperation. 

It is with profound sorrow that I report to you the 
severe loss by death of our most efficient Secretary, Nathan 
Roberts, who was called to the Great Beyond on December 
3, 1919, after an illness of about two months, having faithfully 
and conscientiously conducted the affairs of the Association 
in the capacity of our Secretary for nearly eight years. We 
should all pay the highest tribute to his memory. 

But while we are deploring the death of our Secretary, 
Mr. Roberts, we also sympathize with our present Secretary, 
Geo. H. Dietz, and family, who are mourning the loss of a 
dear son, who recently returned from Overseas, only to be 
called by Him who doeth all things well. I will therefore re- 
quest you all to stand with bowed heads for one minute in 
solemn commemoration. 

Big Increase of Membership. 

During the year 1919 the Nebraska Retail Hardware 
\ssociation made splendid strides in the way of increase in 
membership, and I am proud to report 776 names on our 
roster or about 75 per cent of all the hardware merchants in 
the State. 

Your administration attended to the business of the 
Association to the best of their ability and understanding, 
ever guarding the interest of its members. 

The regular semi-annual meetings of the Board of Direc- 
tors were held in April and September and at the latter 
meeting it was decided to submit for your consideration the 
following recommendations : 

Ist, Raising of membership dues properly to finance the 
Association. 

2nd, Compensation of Directors attending meetings. 

4rd, Admission to membership of Implement Dealers. 

_ 4th, Admission to membership of Farmers Cooperative 
otores. 

Relative to annual dues the Board of directors saw fit 
to pass a motion authorizing the Secretary to collect $6.00 
lor ey -— < 1920, same to be submitted for the approval 
o ine onvention, 
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The Committee on Constitution and By-Laws will submit 
for your consideration, and if you so elect, ratification, cer- 
tain changes which your Board of Directors believe to be of 
material benefit. 

Refers to Report of National Convention. 

No doubt most of you read my report of the. National 
Convention held in Pittsburg June 23 to 27, 1919, and I wish 
to emphasize that it was the best and must educational Con- 
vention any one ever attended, marking the attainment of 
organization effort, the goal of earnest endeavor for the 
benefit of the hardware craft. Furthermore, I wish to say 
that the Nebraska Retail Hardware Association have reasons 
to be proud of our own M. D. Hussie, who so creditably filled 
the office of National President. 

New Secretary Appointed. 

In the early part of October Mr. Hall informed me of 
the serious illness of Secretary Roberts and the next day I 
received his resignation. I authorized Mr. Hall to attend 
the Secretary's Conference at Chicago and called a meeting 
of the Advisory Board for October 21 temporarily to fill 
the office of Secretary until the meeting of the Joint Board 
November 12. Mr. George Dietz, our Field Man, being pretty 
well posted, was appointed and at the meeting of the Joint 
soard the appointment was confirmed. 

The acceptance of the resignation was deferred until the 
Annual Convention and Mr. George Dietz elected as Secre- 
tary pro tem., at the same salary as Secretary Roberts, and 
I can report that, according to my observation, he is able 
to handle the job. 

A year ago we talked a great deal about the business re- 
adjustment to Peace, but sorry to say, this has not material- 
ized, and while we all enjoyed a most prosperous business 
during the year of 1919, problems have multiplied to such an 
extent as to tax our ability to the utmost. 

Gives Picture of Industrial Unrest. 

The World in Turmoil is the present condition, with 
the greatest unrest of Labor in the history of the country. 
Capital and Labor in a death grapple, strikes among all crafts 
but those concerning us most vitally, the steel and coal strike. 
The former minimizing the already curtailed production until 
the stocks are badly depleted, making it impossible for the 
merchant to keep the proper assortment of goods to serve 
the community; while the second more severe, paralyzing 
transportation and industries, causing dire distress and suf- 
fering all over the country, throwing thousands out of em- 
ployment, making criminals of many. And the air is still 
tense with the growling menace of volcanic strikes. Rad- 
icalism still threatens to belch forth its red Terror on the 
already swollen current of high prices and most vitally and 
directly affects everybody connected with the hardware busi- 
ness, and painfully acute becomes the scarcity of merchan- 
dise, while the manufacturer and jobber are demanding spot 
cash for the goods and the merchant, in order to take ad- 
vantage of the small discounts must pay for the goods before 
he gets them. 

During these strenuous times it is up to you and all of 
us to maintain a level head and keep others from “rocking 
the boat,” which would result most disastrously under the 
present conditions. 

Problem of Transportation. 


One of the serious problems at present is transportation, 
and I contend you all have had a lot of experience in that 
line. High rates, delayed deliveries, goods damaged or lost, 
indifferent service and discourtesy and, last but not least, a 
deficit of over a billion a year, which the taxpayers have the 
privilege to pay. And some people do not even know when 
to quit. The latest reports are that Congress is being urged 
by labor unions and even farmers to retain the railroads 
another two years. It is my belief that the fifteen thousand 
members of the National Hardware Association should urge 
their representatives at Washington to hand the railroads 
back to private ownership. The matter of legislation de 
mands our strict attention or we shall have only ourselves 
to blame for laws designed to penalize business. ~ 

Warns Against Profiteering. 

_I want to kindly admonish you all to refrain from profit- 
eering in any way, shape or form and thereby preserve the 
splendid reputation of our craft, reminding ourselves that, in 
the long run, abuses correct themselves, for “by excess of 
evil, evil dies.” 

I have no doubt but what some of the arrangements 
pertaining to the Convention have been overlooked, and we 
must ask you all to bear with us, as the present Secretary is 
not as well posted as Mr. Roberts. And now allow me to 
ask you for your cooperation in making the 19th Annual 
Convention a shining success by appearing on time at the 
meetings. 

You have no doubt heard and read a great deal alout 
the new venture by the Winchester people, establishing Chain 
Stores in the larger cities and Winchester Stores in all towns. 

have no comments to make on the subject, but hope to 
learn more about it during these sessions. 

In conclusion, let me assure you that I appreciate more 
than I can express the honor you have conferred upon me 
by electing me your President, and I shall take pleasure t 
respond when duty calls. 
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Gain Useful Information at Annual Convention 


of West Virginia Hardware Men. 








It was the unanimous opinion of those who were 
present that the ourteenth Annual Convention of the 
West Virginia Retail Hardware Dealers’ Association, 
held in the New Market Auditorium, Wheeling, West 
Virginia, February 3, 4, and 5, 1920, was the most 
successful meeting ever conducted by that organiza- 
tion. The program was carried out to the satisfaction 
of all with the result that much useful information was 
imparted to those who attended. Valuable advice with 
regard to the management of retail hardware stores 
was given out by various speakers. It could be seen 
that the hardware merchants who attended 
pleased with the knowledge gained as a.result of the 
In fact, it was again demonstrated with 


were 


convention, 
unfailing accuracy that the benefits to be derived from 
organization are unlimited. The coming together of 
men allied in a trade, as was shown by the West 
Virginia Retail Hardware Dealers’ Association Con- 
vention. affords one of the best means of bringing 
about a better understanding between members of a 
branch of distribution or industry. Such interchange 
of ideas and opinions tends to uncover many obscure 
topics pertaining to the hardware business. 
Tuesday, February 3, 1920. 

Featuring the opening of the convention of the 
West Virginia Retail Hardware Dealers’ Association 
was the elaborate and complete exhibit which was 
staged in the New Market Auditorium, embracing a 
variety of items of the hardware and allied industries, 
and representative of more than 25 firms and manu- 
facturers from all sections of the country. 

Almost everything from batteries to gas generators 
for the farmhouse were exhibited, and many orders 
were received from retail merchants from all parts of 
the state. Drawn up in two long rows the booths of 
the various manufacturers were neatly arranged, and 
their particular exhibits set off to the best advantage in 
the spacious auditorium. 

The headquarters of the secretary of the Association 
was to the left of the main entrance. Clerks were on 
hand to receive applications for membership and dues 
from both active and associate members. 

The opening note of the initial session, which was 
called to order by President J. L. Hall, was sounded 
by S. R. Miles, of Argos, Indiana, Field Service Man- 
ager of the National Retail Hardware Association, who 
spoke on the subject, “Better Business Methods.” 

In fact, the cardinal aim of the Association is to 
enable the retailer to conduct his business at a mini- 
mum through protection in purchasing of the manu- 
facturer. This was explained in detail by Mr. Miles, 
who announced that today the retailer is able to buy at 
the same figure as the mail order house, in view of the 
fact that the mail order house represents but 5 per 
cent of the retail hardware business, he added, there 
is no reason why the regular retailers who do the 


remaining 95 per cent should be discriminated against 
by the manufacturer. In former years, however, the 
manufacturer did make more promising inducements 
to the mail order houses. That is something of the 
past,.Mr. Miles said, as the result of the Association 
and its efforts. 

In a word, the grievance of the legitimate retailers is 
equal basis, Mr. Miles declared, and this holds true 
of every transaction necessary in the retail hardware 


business. 





S. R. Miles, Manager Field Service, National Retail Hardware 


Association. 
He warned the retailers against what he termed 
“abusive credit; that is, such credit that extends 
Leyond 30 days. He advanced his counsel with a 


statistical arraignment of the result of “abusive credit,” 
showing just what it amounts to in dollars and cents 
llowever, he approves good credit; anything within 
30 days. Good credit, he said, is a part of the service 
due the community in which the retailer operates. 

In line with service, he explained that better stores, 
better stocks and a closer study of the needs of the 
respective community are big contributing factors to 
the highest aims of service. And upon this largely 
and, in many instances, the entire success of the re 
tailer depends. It is service of the very best that is 
due the patrons, he concluded 


Due to the ever-increasing proportions of the 


national body, which now embraces a membership of 
more than 17,500 retail hardware dealers, the head 


quarters are to be removed from the original locatio1 
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at Argos, Indiana, to Chicago, Illinois, it was 
announced. 

All’the business of the national organization has 
been transacted at Argos since its foundation. The 


removal came because of the necessity for a more 
central location. The change will be accomplished 
within the next few months, it was said. 

His long practical experience enables Mr. Miles to 
speak with authority on problems pertaining to the 
hardware store. Suggestions and hints offered by 
him can be relied upon, for they are the fruit of many 
years’ experience in the retail hardware business in 
lowa. 

Following the address of Mr. Miles were some 
practical and pointed remarks and suggestions offered 
by manufacturers’ representatives, jobbers and 
salesmen. 

President Hall appointed the following committee: 

Resolutions—H. C. Kalbitzer, T. B. Frey, L. C. 
Oyster. 

Auditing— Walter B. Wilson, E. R. Showers, R. S. 
Kuykendall. 

Nomination—J. H. Morgan, H. W. Sinsel, C. M. 
Love. 

Legislation—E. W. S. Neff, F. R. Leeland, Howard 
I. Grant. 

In the evening a big social number was staged in 
the ball room of the Hotel Windsor, where a buffet 
luncheon was served to the visiting hardware dealers 
and their ladies. 

An elaborate musical program marked the end of 
the first day of the convention. Some of the latest airs 
were sung and everyone fell in with the chorus. 

Among the exhibitors were: the Monitor Stove 
Company, the Whitaker-Glessner Company, the 
American Steet and Wire Company, the Simonds 
Manufacturing Company. 

Wednesday, February 4, 1920. 

Ilundreds of visiting retailers walked through the 
auditorium; scores placing orders for big and small 
products amounting to more than a hundred thousand 
dollars. All previous records were threatened, if not 
shattered, by the trade during the morning hours. 

And this was facilitated by a corps of live-wire 
salesmen and representatives who interpreted the 
merits of their wares to a nail. Each firm and manu- 
facturer represented had their best men on the job to 
tell the visiting hardware dealers all about their 
products. 

leaturing the afternoon session was an address by 
George B. Sprowles, president of the Pennsylvania 
and Seaboard Hardware Association. He presented 
a forceful analysis of the benefits to be obtained from 
an interchange of ideas and experience through an 
effective medium such as an association. 

Through acquaintance with the largest and smallest 
men in some particular business, he explained, inval- 
uable results are derived through the close intercourse 
of an association. He presented the direct results of 
such an association. It is an invaluable asset in dol- 
lars and cents, he said, which, as a whole, embraces 
increased business through better services in the 
respective community, efficiency in selling and buying, 
proper credit and kindred factors. 


Aside from being an enormous asset to the industry 
and members thereof, he declared that it was for the 
good of the community, also, in view of thé fact that 
they received better service at a minimum. And only 
through an association could such gratifying results 
obtain, he said. Without such a medium there would 
be no opportunity to become acquainted with the 
business methods of the competitors in the business, he 
added. He urged that every hardware dealer join the 
association to learn the essentials of progress, lest he 
fall behind the national trend of the business. 

As the representative of large and small firms and 
manufacturers throughout the nation, Mr. Sprowles 
has become vested with an unusually broad store of 
information, that enabled him to enlighten the visitors 
on many points pertaining to the hardware business. It 
was his opinion that after each convention some ad- 
ditional knowledge should be carried away, whereby 
the members may make some change for better in their 
business methods for the ensuing year. 

Delegates and guests spent the evening at the Cort 
theater, where more than three hundred of the visitors 
and their families were treated to a big theater party. 

Wednesday, February 4, 1920. 

The convention was brought to a close following 
the election of officers for the ensuing year, the hear- 
ing of reports of the various committees, transaction of 
other business of minor importance, and the tentative 
selection of Huntington, West Virginia, as the next 
convention city. 

lection of officers was held at the morning session. 
Following is the list of officers and the executive 
committee : 

President—Walter B. Wilson, of Clarksburg. 
3ibb, of Beckley. 
Executive Committee—]. L. Hall, of Fairmount, 
H. Tirrung, of Williamson ; 


First Vice-President—G. E. 


retiring president; W. 
C. M. Love, of Huntington. 

The hardware dealers in attendance were agreed 
that the convention was the most successful ever held 
in the history of the organization. According to their 
view, the exhibits and the amount of business trans- 
acted during the three-day session surpassed anything 
that they had expected when the convention was 
planned. Exhibitors from all over the country were 
numerous and all were of the opinion that the coming 
year would mark the greatest progress ever made in 
the hardware business. 

It was the general consensus of opinion among the 
representatives of hardware manufacturing concerns 
that business in all lines during 1920 will be good, and 
they look forward to a year of great prosperity. The 
foreign demand they expect to be heavy, but are of the 
opinion that American concerns will rise to the occa- 
sion and by rushing production will be able to not onl) 
supply the home demand but to supply the foreign 
market. 

Especially was favorable comment heard among 
those in attendance concerning the practical knowledge 
obtained at the convention. The members left for 
their homes with the feeling that their time could not 
have been better spent. 


a 


Selling requires a knowledge of human nature. 
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Confidence Marks Convention of Pennsylvania and 
Atlantic Seaboard Hardware Association. 








Emulation rather than rivalry, reciprocity of con- 
fidence rather than suspicion and distrust are char- 
acteristics which distinguish the gatherings of the 
members of the Pennsylvania and Atlantic Seaboard 
Hardware Association. These desirable qualities 
were manifested in a notable degree at the convention 
of that organization held at the Commercial Museum, 
with headquarters at the Bellevue Stratford Hotel, 
Philadelphia, Pennsylvania, February 10, I1, 12, 13, 
1920. From the very opening of the convention until 
its dispersal not a moment was void of interest or in- 
struction. The spirit of organization and cooperation 
was evident throughout. 

Tuesday, February 10, 1920. 

George B. Sprowls of Claysville, President of the 
Association, opened the convention. The first speaker 
was Roy F. Soule of New York City. His speech 
contained much valuable information. Unionized 
workmen, profiteers and politicians were classed as 
industrial slackers by Mr. Soule. Other speakers 
were Dr. W. P. Wilson, director of the museum, and 
Major George W. Simmons, vice-president of the 
Simmons Hardware Company. That the remarks of 
both these speakers were both interesting and 
abounded in useful information was agreed upon by 
those who heard them. Mr. Wilson, speaking on be- 
half of the museum management offered the services 
of the many trade departments there to the hardware 
men. 

Hundreds of Association members and guests in- 
spected the hardware exhibits, many of which were 
delayed in transit from outside points on account of 
the severe storms which prevailed in the East last 
week. The outstanding feature of the exhibits was 
the great advances made in labor-saving devices and 
other modern Many orders were 
taken. 

The willingness of the representatives of the vari- 
ous companies displaying to describe and explain 
their products was appreciated by the delegates and 


improvements. 


guests. 

Through long service in behalf of the hardware 
merchants in the territory covered by his organiza- 
tion, Sharon E, Jones, Secretary Pennsylvania and 
Atlantic Seaboard Hardware Association, has acquired 
a fund of practical wisdom which is drawn upon in his 
annual report to the Convention. The text of his 
address is herewith reproduced: 

Annual Report of Sharon E. Jones, Secretary Pennsyl- 
vania and Atlantic Seaboard Hardware Association, 
Delivered February 10, 1920, to the Convention 
of That Organization in Convention Hall 
of Commercial Museum, Phila- 
delphia, Pennsylvania. 


_ If it were not for the many new members that have come 
into our Association the past year this report from your Sec- 
retary would be needless, for it has been the policy of our 
office to keep the membership posted on all the activities of 


the Association, so that the member who takes an interest in 
Association affairs has already received the information con- 
tained herein. 

Reports Large Increase of Membership. 

Our slogan at the beginning of the year was “500 new 
members for 1919,” and this slogan was taken up in good 
faith and with the full expectation that we would reach the 
goal before the opening of this meeting, but our aim was high 
and our ammunition was of the post-war quality, not up to 
standard. The result was that we missed the mark, so that 
we have today 300 new members instead of 500, but I am not 
going to apologize for this shortage of 200 new members, for 
two reasons: The first reason is that the quality of the 300 
new members received makes up for the difference in quan- 
tity. The second one is that a chain of unavoidable circum- 
stances prevented me from devoting any of my time in the 
field. Most of the new members were gotten through solicita- 
tion by mail. Quite a number were brought in through the 
influence of members, and 40 were voluntarily solicited by 
representatives of the Simmons Hardware Company, and I 
want to say right here that this boosting for our Association 
is wholly voluntary upon their part and that it is not a new 
thing for them. I had the same assistance from representa- 
tives of the Simmons Hardware Company in Indiana. When 
asked why they took this interest in our Association they 
replied that they fully believed that the Hardware Association 
was a good thing for the hardware dealer, that it made better 
merchants of them, and furthermore it gave them full fire 
insurance at half price, thus enabling the hardware dealer 
to well protect himself against fire loss. 

We now have exactly 1,200 members in good standing 
and the most fertile field in the United States, with the pos- 
sibility of an Association with 3,000 members, so I feel that 
we should set a mark for the year 1920 at least as high as 
we hit last year. In other words, let our slogan be “1,500 
members in good standing January 1, 1921.” 

_ At the beginning of last year we stood seventh in the list 
of states having the largest membership. Today we stand 
fourth, with Minnesota in the lead, having 1,383 members, IIli- 
nois second with 1,366 members, Michigan third with 1,351 
members. 

Not a Single Business Failure. 


There have been no failures in business so far as I know 
among our members during the past year, and but very few 
business changes. I am sorry to say, however, that the fire 
losses have been heavy and in most instances the losses were 
fully paid, but in a number the loss was greater than the 
insurance carried. 

Hardware Insurance Prospers. - 

Our Pennsylvania and National Fire Insurance Com- 
panies, as you know, are now 50 per cent return premium 
companies, and while I am sure that most of our members 
give these two companies the preference up to their limit, | 
want to emphasize that it is our duty as members of the 
Pennsylvania and Atlantic Seaboard Hardware Association 
to patronize these companies, first, because they are our com- 
panies and in our territory; second, the more business we give 
these companies the stronger they become, and the stronger 
they become the greater the return premium. 

Permit me also to caution our memberes in using greater 
care in the placing of their @surance, for not all insurance 
companies are Hardware Mutuals, and inasmuch as we have 
12 Hardware Mutual Companies of our own sufficient to 
carry $100,000 insurance on one risk, and 7 of which are pay- 
ing back one-half of the premium, there is no good and suf- 
ficient reason why we should go outside the Hardware Mu 
tuals for insurance. Some of them will tell you that they 
are one and the same thing when they are not, so before 
placing your insurance, if you are not absolutely certain about 
the companies, write to me and I will give you the in- 
formation. 

Freight Audit Department. 

The Freight Audit Department was started last Spring 
and we announced that arrangements had been made with the 
Lent Traffic Company, Pittsburgh, to do the auditing, but | 
am compelled to say that this arrangement fell through, but | 
am just as glad to say that we have made a better arrange 
ment with the Illinois Retail Hardware Association to do our 


auditing. They audited freight bills for 442 members last 
year and collected from the railroads almost $6,000.00 in 
claims. 


Our members who sent in their freight bills for auditing 
thus far have not been notified of many errors, but this is 
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no evidence that the auditing of freight bills is unnecessary, 
for it is a satisfaction to know that your freight bills are 
correct, just as much as it is a satisfaction to know that your 
hooks are correct after you have paid the auditors, so | want 
to impress upon each one of you the importance of auditing 
your freight and express vouchers. 

Claims Best Hardware Exhibit. 

The Pennsylvania and Atlantic Seaboard Hardware Asso- 
ciation has won, and rightfully, the reputation of holding the 
best exhibitions of hardware in the United States, and we 
have just opened the doors to the Nineteenth Annual Exhibi- 
tion, which surpasses by far any previous one in magnitude, 
in grandeur, in variety, in interest, in number of exhibitors 
and in educational value, and I sincerely hope that we will 
maintain our buying record and thus prove to these exhibitors 
that we meant what we said when we promised them “we 
would produce the buyers if they would produce the exhibits.” 
The exhibitors have surely done their part; it is now up to 
you to do your part. 

New Local Association Is Organized. 

I received a telegram last week from Ernest Johannesen 
announcing the birth of the Baltimore Hardware Association 
with 15 members. It has been Mr. Johannesen’s ambition for 
a long time to get enough members in Baltimore to effect an 
organization, so our worthy brother is responsible for bring- 
ing in several new members and organizing this new local 
association. 

{It is our ambition to have local Associations in all the 
large cities, and we are particularly anxious to have Phila- 
deiphia organized in the near future. Perhaps many of you 
think that the Philadelphia Hardware Association is a local 
Association of our members, but permit me to explain that 
its membership consists of hardware manufacturers, jobbers, 
retailers and their employes, and a mighty fine bunch they are. 
[ have been acorded the heartiest reception and cooperation 
by them and it is largely their voluntary and invaluable assist- 
ance that has made posible this, the greatest of all Hardware 
Conventions and Exhibitions. 

We miss one today who, I am told, never absented him- 
self from the annual conventions. He was a Charter member, 
a devoted member, a wise counsellor, a true friend, a suc- 
cessful business man; and we mourn the loss of Mr. Samuel 
McKnight, of Pittsburgh, whose death occurred recently. 

Praises Spirit of Cooperation. 

I want to testify to the incomparable cooperative spirit 
which prevails in our Executive family and to the devotion 
of its members to the work of the Association. These men 
give freely of their valuable time and their valued services 
throughout the year, and I| desire here publicly to thank them 
one and all for the splendid assistance they have rendered me 
in the work. : 

Our worthy President, Mr. George B. Sprowls, may not 
like this remark, but I feel like suggesting that if he keeps 
up his activities for the Association, he should be put on the 
payroll. I am quite sure that no Hardware Association has 
a President so active in the work of the Association. 

Perhaps you have been waiting for me to say something 
about the prospects for the future, how, when and what to 
buy, will prices go up or down, etc. I am neither a prophet 
nor the son of a prophet, and I think that God only knows 
what is in the future, so I would rather be excused from 
making any predictions, or even from giving advice along 
these lines. It is my opinion that the best place to settle 
these questions is in your own mind, keeping in close touch 
with your sources of supply, demand and financial status, and 
by counseling with the successful merchants who are in 
attendance at this Convention. 


The foregoing annual report of Secretary Sharon 
I<. Jones gives an accurate synopsis of the main ten- 
dencies of thought and action of the Pennsylvania 
and Atlantic Seaboard Hagdware Association. 

The activities of Tuesday, February 10, 1920, came 
to a close in a “Get Acquainted Night,” when 600 
members of the Philadelphia Association paraded 
around the exhibition hall. 

Wednesday, ‘February 11, 1920. 

Mail order company competition is the biggest prob- 
lem of the retail hardware dealer, declared George B. 
Sprowls, Claysville, Pennsylvania, President of the 
Pennsylvania and Atlantic Seaboard Hardware As- 
sociation, at yesterday’s session of the Nineteenth 
\nnual Convention in the Commercial Museum. 
Herbert P. Sheets, Argos, Indiana, Secretary-Treas- 
urer of the National Retail Hardware Association, 


aud S. S, Bryan, Titusville, Pennsylvania, also spoke. 


“The mail order house is a menace not only to the 
retailer in the country districts, but the city company 
as well,” said Mr. Sprowls. “At present more than 
go per cent of goods is sold through the retailer, but 
the catalogue company’s business is growing by leaps 
and bounds. We retailers can’t fight it alone. We 
need the help of jobbers. If we explain our position 
to the jobber and show what the loss of our business 
would mean to him, I am sure he will co6perate with 
us. : 

“Another big problem which the hardware man 
must face is that of labor. Labor must produce. This 
country needs more nine-hour-a-day men and less six- 
hour men. If labor will only do its duty this country 
will see ten years of prosperity never before equaled 
in any country in the world. But if labor becomes 
more radical a panic is almost certain to come. 

“There is no need for such a breakdown. This 
country can finance Europe so that Europe can keep 
on buying goods here. The prosperity of lands across 
the Atlantic is our prosperity. No nation can live by 
itself.” 

Mr. Sprowls concluded with the assertion that 
there is no immediate prospect of marked reductions 
in costs. 

The address of the national secretary, Mr. Sheets, 
was a declaration that the next President of the 
United States must be a business man. Congress has 
done nothing since the armistice was signed, he said, 
but talk and turn political tricks. 

“Farmers and labor are the only ones holding stop- 
watches on Congress. Business men seem to have 
forgotten that body. The workman must be paid a 
reasonable amount for his service. We are getting 
too much class legislation. 

“A revolution is brewing in politics. I hope it 
comes this year. Thé 18,000 members of our national 
organization must see to it that business men have a 
voice in the government. The records of each man 
running for President must be investigated. We 
should support the man whose record shows construc- 
tive work and vote for him regardless of the ticket 
his name is on.” 

Mr. Sheet then directed his talk toward the hard- 
ware trade, and said: 

“There are only two reasons why we are in busi- 
ness. First, to give service to the consumer, and, sec- 
ond, to make a reasonable profit. The better the serv- 
ice the more profits you will make. Twenty years ago 
the sole thought was profits. But times have changed. 
The new vision has come through the organization of 
associations such as this. 

“Reports from various state associations show ‘hat 
splendid work is being done. The Arkansas Assovia- 
tion aided in the defeat of an obnoxious price-fixing 
bill. In Wisconsin great.strides have been made in 
collection service. The Minnesota organization was 
instrumental in placing a business course in the «ni- 
versity of that state. A department of the [!linois 
Association collected for its members $6,607 in fre zht 


overcharges. Group meetings have been prove: stc- 
cessful by Ohio hardware men. The National .\-+0- 
ciation is now conducting a service bureau to giv i 


formation to those in the trade on any question ©on- 
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cerning goods. We are also conducting a course, 
through the hardware magazine, in practical salesman- 
ship. 

Retailers 
deserve fair treatment, and the spotlight is being 


“Normal conditions are coming soon. 


turned on manufacturers who have been discriminat- 
ing against them.” 





Herbert P. Sheets, Secretary-Treasurer National Retail 
Hardware Association. 


The president appointed the following committees : 
Constitution and By-Law's- 

SHARON E. JONEs, 

C. W. SCARBOROUGH, 

W. F. McQuiston, all of Pittsburgh. 
Resolutions— 

S. S. Bryan, Titusville, Pennsylvania ; 

H. A. Ketser, Philadelphia ; 

MaruiAs LupLtow, Newark: 

I°, H. GoopreLLow, Altoona: 

ERNEST JOHANNESSEN, Baltimore. 
Membership 

I. A. Mircner, Philadelphia ; 

MaTuHias LupLtow, Newark; 

ERNEST JOHANNESSEN, Baltimore ; 

H. C. Tittson, Newark, New Jersey; 

H. M. Kirk, New Castle. 
Suggestions- 

H. M. Kirk, New Castle; 

I’, C. Goopwin, Philadelphia ; 

H. C. SNowpvEN, Jr., Media; 

J. M. Kontuemer, New York City; 

Danie. Retnuart, Waynesboro, Pennsylvania. 
Trade Regulations 

H. C. SNowpden, Jr., Media ; 

IF. A. Mircner, Philadelphia ; 

H. M. Kirk, New Castle: 

SHARON E, Jones, Pittsburgh; 

G. B. Sprowts, Claysville. 
Program— 

SHARON E, Jones, Pittsburgh ; 

Marutas Luptow, Newark: 


G. A. Mircnect, Philadelphia ; 

W. F. McQuiston, Pittsburgh. 
Special Train- 

C. W. 

SHARON E, Jones, Pittsburgh; 


SCARBOROUGH, Pittsburgh ; 


WILLIAM STRATHERN, Braddock, Pennsylvania. 
\ominations— 

C. W. Scarboroucu, Pittsburgh ; 

lk. C. Goopwix, Philadelphia ; 

I’, H. GoopreLttow, Altoona; 

H. C. Trtson, Newark, New Jersey ; 

WittiaM F. Lirreir, Jr., Newark, New Jersey. 

Wives and children of members of the association 
were the guests of the Philadelphia Jobbers and Man- 
ufacturers’ Association at a matinee in Keith's The- 
ater. The Vhiladelphia Association also was the host 


at an entertainment in the Bellevue-Stratford in the 
evening. 

The program included addresses by Robert J. Mur 
ray, Honesdale, Pennsylvania, and W. P. Lewis, Sec 
retary of the Pennsylvania and National Hardware 
Insurance Companies. 

The the 
Seaboard Hardware Association have learned to seek 


members of Pennsylvania and Atlanti 
full value for every dollar expended and every effort 
forth. 
from 


put Therefore, they derived the utmost ad 
Not a single ad- 
a fact 
which speaks volumes for the care and intelligence 


vantage their Convention. 


verse criticism was heard during the session 


with which the program was planned and carried to a 
successful conclusion. 


“*- 


LETS PATENT FOR OVERHEAD TRACK. 


United States patent rights have been procured by 
Burton S. Jordan, Ottawa, Illinois, assignor to J. E 


Porter Company, Ottawa, Illinois, 
1,328,523, 
track described in the following: 


a Corporation of 


Illinois, under number for an overhead 

In combination 
with a_ plurality 
of oppositely dis- 
posed wheels con 
nected together, : 
track member for 
supporting said 
wheels and hav 
ing a substantial 
ly flat, horizor 
tally 


flange for ca 


arranger 





wheel, the latter and the flange therefor having 
acting means inside of the outer edge of said flange 
for holding the wheel from lateral displacem 
direction 


said flange in etthe1 


-“e- 


CAN NOT BEAR TO MISS ANY ISSUE OF 
AMERICAN ARTISAN. 


To AMER ARTISAN 


In renewing my 


wp H WARE RECO 
subscription, I wish to say tl 
SSE oft 


can not bear to miss any 


like missing the company of a good frien 


Vallejo, California, January 31, 1920 
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EXHIBITS IN AMERICAN ARTISAN 
WINDOW DISPLAY CONTEST 





cememaiiindl 





GETS ,SPECIAL HONORABLE MENTION 
FOR A WINDOW DISPLAY OF 
BATH-ROOM SUPPLIES. 


Unity of impression is one of the prime essentials 
in the making of a window display. Too often deal- 
ers, in order to make an elaborate exhibit of commodi- 
ties in their show windows, portray such a variety of 


goods that the onlooker is confused. Therefore, he 


He looks over 


aoes not study any individual article. 


was the effective impression produced on the judges 
of the contest which elicited their praise that shows 
the value of the display. If a display can arrest the 
attention and receive the praise of men who have long 
experience in the hardware business, is it not bound to 
gain its object? It was the same details which would 
cause the prospective purchaser to stop and take no- 
tice, that prompted the judges to give the opinion they 
did. 

by looking at the illustration herewith it can be 





Window Display of Bath-Room Supplies Awarded Special Honorable Mention in AMERICAN ARTISAN AND HARDWARE RECORD 


Window Display Competition. 


the 
But that will do no he'p to 


the entire arrangement. Possibly, he will pass 
judgment that it is good. 
the retailer. The object of the window display should 
be to sell goods. Now in order to impress-the passer- 
by so that he will be moved to consider the purchase 
of the goods displayed, they must be so exhibited that 
they will command his study of them. By making an 
arrangement that clearly and attractively shows a 
single line of commodities, or an assortment of re- 
lated articles, the dealer “takes advantage of unity 
More meaning is added to this when it is remembered 
that the mind can think of only one thing at a time. 
[lowever, because singleness is the predominant note 
in an arrangement, it does not mean that that display 
will be monotonous or unattractive because of the 
sameness of the goods portrayed. 

To show the effectiveness of arrangement to be de- 
rived from exhibiting a single line of goods, herewith 
is illustrated a window display arranged by Claude 
Shelton, for the Southern Company, 
Tulsa, Oklahoma,. which was awarded Special 
Honorable AMERICAN ARTISAN AND 


HArpware Recorp Window Display Competition. It 


Hardware 


Mention in 


Arranged by Claude Sheiton for the Southern Hardware Company, Tulsa, Oklahoma. 


seen why this display was awarded Special Honorable 


Mention. Its neatness is not overdone. The onlooker 
when attracted by this display is not confused. It 
There is not a number of 


Practically all the 


shows original planning. 
placards to cover up the exhibit. 
fixtures necessary in a bath-room are shown without 
undue crowding. The passer-by when looking over 
this display thinks of but one thing, if he is at all in 
terested in it,.and that is: Do | need any of these 
articles in my bath-room? He will then proceed to 
look over the individual pieces shown and study their 
general qualities. Should the window be overstocked 
and too confused with extraneous articles, the observer 
would not be able to form a definite opinion. The 
next time he passes the exhibit will not be inviting, 
and, therefore, a display of that kind misses the mark 
The display shown in the accompanying illustration 
gained its end. According to the maker of it, the sales 
resulting were very satisfactory. At all times should 
be held in mind the ultimate object of the arrangement 
—to sell goods. And in furtherance of that aim the 
window display must carry its argument forcefully, 


clearly. If attractive. it will arrest the attention of all 
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who go by; if unattractive, none will stop long to 
view it and the work spent in its making will be lost. 

Background plays a large part in window arrange- 
ments for the purpose of contrast. They show up the 
goods in the exhibit. The description of this display 
as given by Mr. Shelton is as follows: 

“The window background was of removable panels 
which were covered with black satin. The floor was 
of black satin with a border all around of red silk 
velour. 
distinct. 


The arrangement of the merchandise is very 
On the two black panels were shown two 
attachments. The 
merely to prevent reflection in the photograph. 


frosted, 
The 
White letter- 


shower mirrors are all 
only foliage used was a few red roses. 
ing was used on the black card.” 

The contrast in colors as described by the foregoing 
No 
doubt, the whiteness of the goods displayed was in- 


description shows good judgment in selection. 


tensified by the black panels and, thus, the articles 
were more sharply focused upon the eye of the 
- observer. 

- ee 


CANADIAN WINS THE FIRST PRIZE 
IN AMERICAN ARTISAN WINDOW 
DISPLAY COMPETITION. 


Customs, traditions, and habits of buying vary ac 
cording to climate, nationality, and industrial condi 
tions, but the principles of salesmanship are funda- 


mentally the same in all circumstances. The plan- 


passer-by rightly entitle them to the term of “the 
silent salesman.” The character of the people in a 
given neighborhood, the nature of their daily occu- 
pation and the kind of houses in which they dwell all 
have a bearing upon the class and variety of hardware 
which they purchase. 

The difference, however, between any two customers 
is superficial. A millionaire buys no better hammer 
than a teamster. Indeed, it may be that the teamster 
is a better judge of hammer values from actual ex 
perience than the millionaire. This comparison is 
suggested not to hint at social distinctions, but to 
show that the basic operations of human nature are 
ideritical. Consequently, the processes by which sales- 
manship is brought to bear upon millionaire or team- 
ster do not vary in their essential details. 

In the clever exhibit of cutlery designed and ar- 
ranged by Charles Byford, for Mills Hardware Com- 
pany, 95 King Street East, Hamilton, Ontario, Canada, 
which is shown in the accompanying illustration, and 
which was awarded First Prize in AMERICAN ARTISAN 
‘ND HARDWARE Recorp Window Display Competi- 
tion, the central motive is that of Thanksgiving cele- 
bration. .\ well baked or roasted turkey needs a good 
carving knife so that its slices may be properly ne 
gotiated at the table. It makes no difference whether 
the turkey is eaten by a street car conductor or a 
president of a bank. Both will appreciate the need for 
the right kind of cutlery and both will be equally in 


fluenced by the suggestions of the display of cutlery un- 
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petition. Window by Charles Byford, for Mills Hardware 


ning, designing, and arranging of window displays are 


essentially acts of salesmanship. They require a 


knowledge of the underlying factors of merchandis 
ing. Wherefore, their results as set forth in a par- 


ticular exhibit of commodities for the eye of the 


Company, 95 Kings Street East, 


Hamilton, Ontario, Canada. 


der consideration. As his letter on another page of this 
AND HARDWARE REcOoRD 


Byford, the 


issue of AMERICAN ARTISAN 


clearly manifests, Charles designer of 


the prize-winning window display under discussion, 


recognizes these facts and works according to the 








wr 


deductions naturally to be drawn from them. He be- 
gins with the thought in mind that the window dis- 
play must create desire. He knows that the desire is 
rooted in human necessity and that practically all 
human beings have the same wants and desires, at least 
in regard to the basic things of life. Therefore, his 
exhibit is as effective in the case of the banker as of 
the street car conductor, as persuasive to the laundress 
as to the woman at the head of the smart set of the 
town. He dismisses any accidental social and financia! 
variations, therefore, and plans his exhibit with the 
purpose in mind of striking the highest general aver- 
age of human nature as working in the thoughts and 
emotions of those who pass the store. 

It will be noted from a study of the prize-winning 
window display shown herewith, that its seasonal 
hackground is not permitted to dominate the display 
to such an extent as to make the Thanksgiving cut- 
lery secondary to the decorative effects. The pump- 
kin, corn, and collection of fruit in the center of the 
window display arrest attention and carry the thought 
of Thanksgiving with an eloquence which no amount 
of verbal description could equal. Only the blind and 
the hopelessly short-sighted could pass by such a 
window display without stopping to examine more 
closely the various articles which make up its ar- 
rangement. In the description which came with Mr. 
Byford’s photograph of this Thanksgiving display the 
following brief explanation of the arrangement of 
background and articles is given: 

“A trim such as shown in the accompanying photo 
does not need any explanation to the passer-by, the 
presence of the grain and fruit suggests at once that 
it is Harvest Thanksgiving. 

“In arranging this display the colors of the season 
were kept in mind, the end pieces were covered with 
onyx paper with a tinge of brown color in it, the 
center panels were finished in a golden brown color. 
On the top of the background artificial grape vines 
and grapes were arranged, in the wall pocket large 
chrysanthemums were placed. 

“The whole of the background and wall pocket was 
made of wall board. 

“On the floor around the edge, grain was neatly 
arranged, the remainder of the floor being covered 
with white silk. 

“The front portion of the window was displayed 
with table cutlery and silver, the background and 
pedestals were used for case carvers, ete. 

“On the pocket at the back, a pumpkin, some corn 
and a collection of real fruit was tastefully arranged. 

“The show card m the center was painted the same 
as the background and center panel, golden brown and 
lettered in. white. 

“In all the display was very attractive and proved 


a business getter.” 
2 


WINNER OF FIRST PRIZE OUTLINES 
PRINCIPLES WHICH GUIDE HIM 
IN DESIGNING DISPLAYS. 


The winning of first honors in a competition of 
that carried on by 
AMERICAN ARTISAN AND HARDWARE REcoRD signifies 
not only uncommon ability but persistent effort and 


such a nature as recently 
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careful planning. Charles Byford, of the Mills Hard- 
ware Company, 95 Kings Street, East, Hamilton, On- 
tario, Canada, did not gain the first prize in the 
Window Display Competition by a fluke of chance. He 
won it because he worked hard and concentrated his 
mind upon the designing and arranging not only of 
this particular display, but of every window exhibit 
which he has made from time to time. In the follow- 
ing letter he sets forth the principles which guide him 
in his work. They are worth studying by other 
window designers and trimmers and are part of the 
great and constantly growing literature on the subject: 
To AMERICAN ARTISAN AND HARDWARE REcorRD: 

Some time ago about 500 of the leading merchants 
of the United States were asked this question, “What 
plan of advertisement would you retain if you were 
forced to choose one method and to give up all 
others?” More than 95 per cent of the merchants 
answered in favor of displaying their goods in prefer- 
ance to all other forms of publicity. Investigation 
of the sales in a large number of retail hardware stores 
has shown conclusively that one of the least expensive, 
but at the same time one of the greatest return-bring- 
ing. methods of advertising is obtained through using 
the right kind of window displays. 

Improved commercial conditions, together 
keen competition, within the past few years have 
wrought great changes in the displaying of merchan- 
dise. These changes have increased the importance 
of the show window to such an extent that today it is 
perhaps the strongest as well as the most vital ele- 
ment of retail merchandising. 


with 


The display window is rightly termed the “Silent 
Salesman,” doing duty 24 hours a day, seven days a 
week, attracting every passer-by and drawing within 
the store hundreds that otherwise would not think 
of buying. It reminds the great buying public of its 
needs and keeps it informed on the various lines 
of merchandise and the prices. The average man, 
it is said, in two cases out of three, sees what he wants 
in a window display and decides to buy before he en- 
ters the store; with the goods before him in the win- 
dow he can make his choice at leisure. Women are 
guided and influenced by window displays perhaps 
even more than men, 

To make your store individual in character is to 
establish a difference between your place of business 
and that of any other hardware store in your com- 
munity. 

The easiest and most successful method to accom 
plish this is through premeditated and carefully 
planned window displays. 

The old-time idea that hardware does not present 
the attractive and alluring displays that some other 
lines of merchandise do has gone into the discard 
Merchants have wakened up to the fact that it is not 
only necessary to display goods in such a way that 
they will be interesting and agreeable to the eye, but 
that the display must also create the desire to buy. 

Creating the desire to buy is the goal of all adver 
tising; the closing of the sales is entrusted to thi 
salesmen on the floor. 

sy establishing personality and individuality 1 
your show windows you unconsciously impress thos 
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same characteristics upon your store and your method 
of doing business, thereby raising your prestige and 
commercial standing. 

It is a safe rule that the oftener you change your 
displays the more attractive your windows will be- 


come and the more marked the individuality of your 


store. 

The up-to-date hardware store today is as pleasant 
a place to shop in as any other store. This can be 
made known through the proper use of the show win- 


dows. Anyone interested in window trimming will 





Charles Byford. 


have noticed the great change that has taken place in 
the last decade regarding the methods of displaying 
hardware. 

The window display contests of the past few years 
have proved that hardware can be displayed on the 
same high level as that of any other merchandise. 
Much of the fancy work, such as puffing and pleating, 
etc., on the backgrounds is now discarded, giving 
place to a neater and more dignified design. 

The public has been educated to look for good 
hardware window displays, and the majority is inter- 
ested in and will appreciate a good display that will 
command their attention. 

In placing a window display, special attention should 
be given to the background and setting, so that it wili 
conform to the class of goods that is being displayed. 
At some seasons of the year the display man can elabo- 
rate in his methods for such trims as June Bride, 
Thanksgiving, Christmas, or any other special oc- 
casion. 

Window displays are arranged for one purpose only, 
vamely, to sell goods. It makes no difference how at- 
tractive a window display may be, unless it.accom- 
plishes this function it is wasted effort. The sales- 
producing power of a window display is not gaged 
by the number of articles displayed, but by the ar- 
rangement and appearance of the articles, no matter 
whether they be few or many in number. 

Keep the window and store front bright and clean. 


This statement seems almost needless, yet it is a fact 
that there are too many stores in which this first law 
of cleanliness is ignored. 

Possibly these are the stores which reflect the char- 
acteristics of the owner. Change the display ordi- 
narily once a week. Exception may be taken to some 
special display, which may be left longer, but at the 
most not more than two weeks. The frequent chang- 
ing of displays is not such a serious proposition as 
it appears; get the habit of changing often. 
with limited window feel 
that a number of his lines should have a representa- 


Some merchants space 
tion at one time and this leads, in most cases, to more 
or less crowding or mixing of This 
If the window is small, 


the display. 
should always be avoided. 
change it often and specialize with one line of goods 
and better results will follow. 

A seasonable window display will often suggest to 
the passer-by many wants that might be otherwise 
overlooked. 

l’rice is one thing that naturally suggests itself to 
the person who sees an article he or she would like 
to possess. See that your price tickets tell the price 
plainly and boldly. 

There can be only one good reason why price tickets 
are omitted from a display and that is the price is too 
high. 

The show card tells the story about the goods or 
the stores policy. It should be brief and so lettered 
that it can be quickly read. 

No longer an experiment, the show window is an 
important factor in business success and it should have 
the that other 
branches of the store receive. 

With such attention, it will pay you a good profit 


same careful study and attention 


and you will be convinced that you can create the de 
sire to buy through your show windows. 


Ae Byfont 


en 





Hamilton, Ontario, Canada, February 10, 1920. 
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GIVES INFORMATION ON CHAINS. 
Illustrative of the facts contained in the book of 
information being now issued by The Columbus M: 
Kinnon Chain Company, Columbus, Ohio, is the fol 
lowing interesting fact pertaining to chains: 

“The life of a chain can be greatly increased by 
frequent annealing and lubricating, and when the 
wearing is not uniform throughout the length, the 
chain should be cut and pieced where partially worn, 
so that when finally discarded, every link shall have 
done its full share of work, without overstepping the 
limit of perfect safety.” 

Throughout this booklet which is entitled “Chains” 
contains.many useful hints with regard to the use and 
sale of chains. The various dimensions of chains and 
their relative strength are given in tables in this book- 
let. To the dealer who stocks chains the booklet be 
ing distributed by The Columbus McKinnon Chain 
Company, Columbus, Ohio, will prove helpful. Write 


to this company for this booklet 











54 AMERICAN ARTISAN AND HARDWARE RECORD February 14, 1920. 


BUREAU OF MINES ISSUES REPORT ON 
ARTIFICIAL ABRASIVES. 

According to the Monthly report of Investigations. 
just issued by the Bureau of Mines, Department of 
Interior, written by Raymond B. Ladoo, the substitu- 
tion of artificial for natural abrasives, particularly 
emery and corundum, has become constantly more 
important. While it is very doubtful if artificial 
abrasives can ever wholly replace certain types of the 
cheaper natural abrasives, such as silica, garnet, etc., 
used in sand paper, scouring soap and other articles, 
emery and corundum may in time be driven out. This 
process of substitution was stimulated during the war 
by the difficulty of obtaining imported material. In 
normal pre-war years a very large percentage of the 
emery consumed in the United States was imported. 
mainly from the Levant, the Greek Island of Naxos, 
‘and the Turkish Province of Smyrna. These imports 
dropped to a very small amount, but, while imports 
steadily decreased, domestic production was greatly 
stimulated, increasing from 957 tons valued at $4,785 
in 1913 to 16,315 tons valued at $173,589 in 1917. 
The total emery consumed in the United States in- 
creased during this period, due to the abnormal war 
demands, thus temporarily checking the relative de- 
cline in consumption which had been apparent for a 
number of years. It is claimed that, for many pur- 
poses imported material is superior to domestic but 
it is not clear that the domestic product could not be 
improved to meet the present objections. There are 
still some uses for which emery is still considered 
essential, but it is probable that they could be satisfied, 
if necessary, from domestic sources. 


The emery produced at Smyrna is mostly soft 
emery, used for polishing purposes. Before the war 
the production ranged from 50,000 to 60,000 tons and 
the exports to the United States averaged nearly 
$300,000 in value per year, at an average price of 
about $20 per ton. A British Company, the Abbotts’ 
Emery Mines (Ltd.), is the largest owner and opera- 
tor in Smyrna, but some of the properties are owned 
and operated by native capital. There are nine prin- 
cipal producing districts with pre-war productions 
varying from 700 to 9,000 tons per year each. The 
principal shipping point is Smyrna but the ports of 
Kuluk and Yoba Bay are also used. Transportation 
to port has always been difficult, except for the mines 
in the Melossos Region, which are near the sea. At 
the beginning of the war the Abbott Emery Mines 
(Ltd.) had started the installation of a wire rope 
tramway extending from their principal mines to a 
point more accessible to the port, although inland. 
War terminated the construction and most of the cable 
and equipment was seized for military purposes by the 
Turkish authorities, who, at the same time, destroyed 
part of the framework. 

The close of the war found the producers with 
small stocks, little equipment and faced with very 
high labor and transportation charges. Labor has 
risen from 12-20 piasters gold ($0.53-$0.88) per day’ 
to 150-175 piasters paper ($1.85-$2.20 at present 
rates). Transportation in one district has risen, in 
the same period, for a 22 kilometer haul, from 54 










piasters gold ($2.38) to 1,320 piasters paper ($16.50 
at present rates). 

Prices before the war ranged from $14.59 to $19.46 
per ton f. o. b. shipping port, but at present $43.79 
to $58.39 per ton are asked for the small quantities 
available. 

All mines were closed during the war and all but 
those in the Melossos region are still closed. The 
latter are producing only a very small quantity. Con- 
ditions are so unfavorable that producers are very 
pessimistic. It has been authoritatively stated that 
resumption on a pre-war scale at present is impossible 
and it is unlikely that any important work can be 
undertaken inside of two years. Of the total exports 
of 7,500 tons (November 19, 1919,) made since the 
armistice all was mined prior to the war and 4,000 
tons represents a cargo, loaded for the United States, 
held in the port of Smyrna at the declaration of 
war. It is stated that near the close of 1919 only 
about 1,500 tons of emery was available for shipment, 
800 of which was in warehouses in Kuluk. 

The Greek emery mines at Naxos produce a grade 
somewhat different from that of Smyrna. It is a very 
hard variety, used principally for the manufacture 
of emery wheels. Producing conditions here are 
somewhat different, for, while very little mining was 
done during the war, the mines and equipment are 
intact. The control of the entire stock and output of 
the Naxos mines is, at present, in the hands of the 
French Government by contract with the Greek Gov- 
ernment. This contract, it is said, will expire shortly 
and the emery production will probably be thrown 
upon the open market. No shipments direct to the 
United States have been made in recent years, but 
ample shipping facilities seem to be new available and 
it is probable that a rate from Piraeus to New York 
could: be established at about $15 per ton, for either 
bulk or bag shipments. 
























Prior to the close of the mines for the winter about 
800 miners were at work, but probably very little ore 
will be produced before spring. On November 109, 
1919, it is stated that the following quantities of emery 
were in storage at Naxos for the account of the 
French Government: First quality, large, 2,169 metric 
tons; first quality, small, 689 tons; second quality, 
large, 1,661 tons. In addition there were 200 tons, 
belonging to the Greek Government, of the lowest 
grade, divided into three sub-grades, which sell at 
70, 80 and 140 drathmas per metric ton ($1.19, $1.26 
and $2.38 at present rates of exchange, respectively). 
This could probably be purchased by United States 
importers. The normal Greek production ranges 
from 8,000 to 13,000 tons per year. 

Before the war Spanish needs for sand and emer) 
paper and cloth were supplied mainly by Germany 
and England; but these sources were largely cut off 
during the war, and other sources were sought. Spain 
has one factory producing these materials, but the 
output is not only small but of very poor quality 
Portugal formed the principal source of supply and 
still does, due to the present depreciated condition of 
Portuguese currency, but the product is unsatisfac- 
tory. Although material imported from the United 
States is higher in price, its quality is so much bette? 
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that it is probable that it will be substituted for 
Portuguese abrasives as soon as the currency situation 
becomes more normal, thus removing the great in- 
centive for purchase in Portugal. It is stated that the 
normal consumption of the Province of Seville of sand 
and emery paper is 55,000 to 65,000 pounds and of 
emery cloth 11,0@0 to 22,000 pounds. This seems to 
be a desirable export market for domestic producers 


a ecesnaiiniae 
PATENTS INSULATED HANDLE FOR 
ALUMINUM SAUCEPANS. 


Francis William Gower, Hugh James Owen, and 
Ernest Cox, Birmingham, England, have obtained 
United States patent rights, under number 1,328,510, 
for an insulated handle for aluminum saucepans de- 
scribed as follows: 


A culinary vessel] 
comprising a cast body 
part, with an integral 
tubular boss, a tubular 
handle with an outer 
free end, a tubular con- 
necting piece upon op- 
posite ends of which 
the boss and the handle 
are cast and a metallic 
washer interposed be- 
tween the inner end of the handle part and the boss, 
the handle and connecting piece being formed with 
interlockig means by which an unobstructed air space 
is provided in the handle and connecting piece. 
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WILL SUCCEED WELL-KNOWN FIRM. 








After March 1st Dalgliesh and Smith will succeed 
the well-known firm of Pettit and Morrison of Grundy 
Center, Iowa. Though in the retail hardware business 
this firm does a great deal of warm air heater in- 
stalling. 
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AIDING CLERKS TO GAIN KNOWLEDGE OF 
GOODS SOLD INCREASES THEIR 
SELLING ABILITY. 





The hardware merchant will find it advantageous 
to give his salespeople every possible assistance in ac- 
quiring practical and useful information regarding the 
stock. Naturally, the merchant himself must be well 
posted, and must be ever alive to new suggestions and 
ideas, and watchful of new methods of manufacture 
and retailing. Such information is not merely helpful! 
to the merchant in training his salespeople to greater 
efficiency. It is excellent ammunition to use at the 
buying end of the business. With a goodly store of 
practical information, the retailer can talk intelligently 
with manufacturers and wholesalers or their repre- 
sentatives, and can purchase with more confidence and 
secure better results. 

A method which has proved practical in informing 
the selling force of a store of various matters pertain- 
ing to the business is to have all the clerks come to- 
gether at frequent intervals. At these times they can 
be instructed in new selling niethods and ideas. 


One merchant makes it a point, when a new line of 
goods comes in, to have a little talk with his sales- 
people who are to handle this line, in which the vari- 
ous selling attractions of the goods are elucidated. 
Conferences of this sort are helpful, too, to the mer- 
chant in buying; for often the salespeople are closer 
to the customers than is the merchant himself, and 
better posted as to what are the popular selling lines. 

In describing the usages and formation of new 
products no one will deny that trade papers have 
helped to a great extent. There was a time in the his- 
tory of retailing when the merchant jealously guarded 
his trade paper, and regarded its perusal by a clerk 
as something of an infringement upon his own pre- 


rogatives. But this time is long since past. They en- 


courage the reading of trade journals now. The cry- 
ing need of the present day is an ample supply of 
clerks who know things, or who are sufficiently inter- 
ested in their work to seek for practical knowledge ; 
and the wide-awake merchant is only too glad to help 
them in securing information that will add to their 
efficiency. 
; pre 


PRESENTED BY BUREAU OF FOREIGN 
AND DOMESTIC COMMERCE. 


The Bureau of Foreign and Domestic Commerce, 
through its Special Agents, Consular Officers and 
Commercial Attachés, is receiving information of op- 
portunities to sell hardware and kindred lines in sev- 
eral foreign countries. Names and locations will be 
supplied on request to the Bureau in Washington or 
its District Offices. Such requests should be made on 
separate sheets for each opportunity, stating the num- 
ber as given herewith: 

51959.—A merchant in Spain desires to secure an agency 
on a commission basis for the sale of wire, hardware, etc. 
Quotations should be given c. i. f. Spanish port. Payment, 
cash against documents at destination. Correspondence should 
be in Spanish. References. 

41943.—A tirm in Norway desires to purchase automobiles 
and bicycles and their accessories, agricultural implements 
and supplies, trucks, tractors, motor cycles and accessories, 
and motors. Quotations should be given c. i. f. Norwegian 
port. Payment through banks in Norway and in New York 
References. 

31950..-A business man in Switzerland desires to pur- 
chase and secure an agency from manufacturers for elec- 
trical heating and cooking apparatus and accessories, all of 
the best quality. Quotations should be given c. i. f. destina 
tion. Payment, 30 to 90 days through bank. Correspondence 
may be in English. Catalogues and price lists are requested 
to be in French or German. Reference. 

31953.—A_ sales company in Egypt desires to purchase 
and secure an agency for hardware, enamelware, motor cy 
cles, and, in general, all articles suitable to Egyptian markets. 
Quotations should be given c. i. f. Alexandria. Payment, 
cash against documents. References. 

51954.—A member of an American firm has recently 
returned from Europe and desires to secure an agency for 
a firm in Holland for the sale of motor cycles, bicycles, 
accessories, tires and tubes. Quotations should be given f. o 
b. New York. Payment, cash against documents 

31955.—A commercial agency firm in Greece desires to 
secure the representation of manufacturers of hardware 
References 

31959.—A merchant in India desires to purchase or secure 
an agency for cutlery. Quotations should be given f. o. b. 
shipping port. Payment by confirmed banker's credit in New 
York available against documents. Reference Illustrated 
catalogues, prices, discounts, and terms desired 

31969.—A merchant in Madeira desires to purchase and 
later secure an agency for the best and medium grades of 
cord tires for automobiles, sizes 815 by 105 millimeters and 
X80) by 120 millimeters, 10 of each for the first shipment. 
Quotations should be given c. i. f. Liverpool, Lisbon, port 
of Madeira, or f. 0. b. New York. Terms, generally three 
months’ credit. Correspondence may be in English. Ref 
erences 
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41974.—Several American general import firms having 
branch houses in China desire to represent manufacturers 
for the sale of all classes of merchandise. 

31983.—The representative in the United States of a firm 
in Italy desires to secure an agency for the sale in that coun- 
try of kitchenware, locks, hinges, and general hardware. 
References. 

31987.—An agency on commission is desired by a man in 
Belgium for the sale of automobiles and accessories, motor 
cycles, etc. Reference. 

31989.—A commercial agent in England desires to secure 
an agency for the sale of first-class ironmongery goods. Quo- 
tations should be given c. i. f. Liverpool. 

31992.—A merchant in Belgium desires to purchase every- 
thing relating to building hardware, such as joints, hinges, 
locks, ventilating apparatus, and automatic door checks. Pay- 
ment through banks against documents. Correspondence 
may be in English. Catalogues should be in French. Ref- 
erences. 

31995.—A firm in Brazil through their agent in the United 
States request the representation of manufacturers of barbed 
wire, iron and steel products, tools, hardware, kitchen uten- 
sils, etc. References. 

31997.—A merchandising firm in India desires to pur- 
chase and secure an agency for paints, varnishes, tin plate. 
wire nails, hardware and sundries. Quotations should be 
given c. i. f. port in India. Payment, cash against documents. 
Reference. 
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COMING CONVENTIONS. 





Illinois Retail Hardware Association, Hotel Sherman, 
Chicago, Illinois, February 17, 18, and 19, 1920. Exhibit in 
connection. Leon D. Nish, Secretary, Elgin, Illinois. 

Minnesota Retail Hardware Association, St. Paul Audi- 
torium, St. Paul, Minnesota, February 17, 18, 19 and 20, 1920. 
H. O. Roberts, Secretary, 1030 Metropolitan Life Building, 
Minneapolis, Minnesota. 

New York State Retail Hardware Association, Onon- 
daga Hotel, Syracuse, New York, February 17, 18, 19 and 20, 
1920. Exhibition in State Armory. John B. Foley, Secre- 
tary, 607 City Bank Building, New York City. 

Missouri Retail Hardware Association, St. Joseph Audi- 
torium, St. Joseph, Missouri, February 17, 18, and 19, 1920. 
F. X. Becherer, Secretary, 5136 North Broadway, St. Louis, 
Missouri. , 

New England Hardware Dealers’ Association, Mechan- 
ics’ Building, Boston, Massachusetts, February 23, 24, and 25, 
1920. George A. Fiel, Secretary, 10 High Street, Boston, 
Massachusetts. 

California Retail Hardware and Implement Association, 
Palace Hotel, San Francisco, California, February 23, 24, 
25, and 26, 1920. Le Roy Smith, Secretary, 112 Market Street, 
San Francisco, California. 

South Dakota Retail Hardware Association, Sioux Falls, 
South Dakota, February 24, 25, 26, and 27. 1920. Exhibit in 
connection. H. O. Roberts, Secretary, Metropolitan Life 
Building, Minneapolis, Minnesota. 

Virginia Retail Hardware Association, Murphy’s Hotel, 
Richmond, Virginia, February 25, 26, and 27, 1920. Thomas 
B. Howell, Secretary, Richmond, Virginia. 

Ohio Hardware Association, Hotel Gibson, Cincinnati, 
Ohio, February 24, 25, 26, and 27, 1920. James B. Carson, 
Secretary, Dayton, Ohio. 

Michigan Sheet Metal Contractors’ Association, Saginaw, 
Michigan, March 2, 3, and 4, 1920. F. E. Ederle, Secretary, 
Grand Rapids, Michigan. 

Master Sheet Metal Contractors’ Association of Wiscon- 
sin, Milwaukee, Wisconsin, March 17, 1920. Paul L. Bier- 
sach, Secretary, 661 Hubbard Street, Milwaukee, Wisconsin. 

National Warm Air Heating and Ventilating Association, 
Cleveland Hotel, Cleveland, Ohio, April 21, 1920. Allen Wil- 
liams, Secretary, Columbia Building, Columbus, Ohio. 

Southeastern Retail Hardware and Implement Associa- 
tion, embracing Alabama, Florida, Tennessee and Georgia 
State Retail Hardware Associations, Atlanta, Georgia, May 
4, 5, 6, and 7, 1920. Walter Harlan, Secretary, 701 Grand 
Theater Building, Atlanta Georgia. 

Stove Founders’ National Defense Association, Boston, 
Massachusetts, May 11, 1920. R. W. Sloan, Secretary, 826 
Connell Building, Scranton, Pennsylvania. 

Hardware Association of the Carolinas, Imperial Hotel, 
Greenville, South Carolina, May 11, 12, 13, and 14, 1920. 
T. W. Dixon, Secretary, Charlotte, North Carolina. 

Southern Hardware Jobbers’ Association, Marlborough- 
Blenheim Hotel, Atlantic City, New Jersey, May 11, 12, 13, 
and 14, 1920. John Donnan, Secretary, Richmond, Virginia. 

American Hardware Manufacturers’ Association, Marl- 
borough-Blenheim Hotel, Atlantic City, New Jersey, May 11, 
12, 18, and 14, 1920. F. D. Mitchell, Secretary, 4106 Wool- 
worth Building, New York City. 

Old Guard Southern Hardware Salesmen’s Association, 
Marlborough-Blenheim Hotel, Atlantic City, New Jersey, 
May 12, 1920. R. P. Boyd, Secretary, Knoxville, Tennessee. 
National Association of Stove Manufacturers, Boston, 
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Massachusetts, May 12 and 13, 1920. Robert S. Wood, Sec- 
retary, National State Bank Building, Troy, New York. 

National Association of Sheet Metal Contractors, Peoria, 
Illinois, June 8, 9 and 10, 1920. Edwin L. Seabrook, Secretary, 
261 South Fourth Street, Philadelphia, Pennsylvania. 


RETAIL HARDWARE DOINGS. 








Indiana. 

J. G. Schwartzkopf and Sons’ hardware has been sold 
to Flanagan and Booher, who conduct a similar business at 
Mulberry. 

Charles Waitt has sold his interest in the Boone Hard- 
ware Company at Lebanon to J. C. Brown and Herbert Bales. 

Kansas. é . 

Dick Chevraux has sold his interest in the hardware 
business at Anthony to W. F. Schmidt and Son. 

G. C. Davis hardware store at Chanute has been suc- 
ceeded by G. G. Davis and Son. 

J. C. Funnells Hardware have sold out to the Beesley 
Hardware Company at Clay Center. 

Andy Weir and his son, Clyde Weir, have bought the 
Paola Hardware Company, at Paola, stock and fixtures, and 
will continue the business on the northwest corner of Park 
Square. 

Ronald Anderson has sold his hardware and tin shop at 
Bronson to Theodore and Roy Hammons. 

Frank Metzger of Covert has purchased the store build- 
ing from John M. Storer of Alton, now used as a store 
room, for the Paynter and Son Hardware Store. 

C. W. Davis has sold his interest in the Lewis and Davis 
Hardware Company at Aulne to J. C. Lewis. The new firm 
will be known as J. C. Lewis and Sons. 

The Murcock Hardware Company at Galena are closing 
out their stock of goods, consisting of hardware, plumbing 
goods, tools, harness goods, tinners’ stock, stoves, and ranges. 

G. Sneed of Pratt is selling out his $8,000 hardware stock. 

A contract has been closed for the sale of the hardware 
stock owned by Leonard Rewers at Leoti to Lee Oldham 
and M. A. Gibbs. 

Edward J. Heenning has sold out his interest in the 
Clark W. Summers Implement Company at Kingman to Mr. 
Summers and his son Ralph, and is preparing to go to Pratt, 
where he and J. W. Whmke will engage in the implement 
business. 

George D. Scott has sold his hardware store at Marion 
to Paul Hanstine of Whitewater, who will take charge of the 
business. 

Michigan. 

W. E. David has sold the Northern Hardware Store at 

Petoskey to George McCabe and Henry Boehm. 
Minnesota. 

IL. Cizek and Son, hardware, of Browersville have sold 
out to Frank Sobotta. 

L. A. Malzdorf has sold his interest in the Central Hard- 
ware Company at Olivia to his partners, P. J. Fitchen and 
J. Lepeska. 

Hall and Hogenson, hardware, at Stewartville have sold 
out to M. Mossing and C. Bergan. 

G. Klein has bought a hardware store at Wykoff. 

Missouri. 

Wayne Cox has sold his interest in the Cox Craig Hard- 
ware Company at St. James to N. M. Miller. 

Barr and McElroy have sold the third interest in their 
hardware stock to William E. Boyd, of Perry. 

Nebraska. 

Castecl and Sires have succeeded Holbert and Sires in 
their hardware business at Oxford. 

Harlan Winslow has bought the hardware store of Edwin 
Blackburn at Surprise. 4 

North Dakota. 

Fladoes and Miller have sold their hardware business at 

Rutland to Green and Jones. 
Oklahoma. 

The Bevol Hardware Company of Bevol has bought the 
Cole Hardware Store at Frederick and will operate the store 
as a branch of their business. 

J. B. Sloan has sold his hardware business at Tuttle to 


J. L. Hardin. 
Texas. 


The Smith Brothers Hardware Company at San Antonio 

has changed its name to the George T. Howard Company. 
Wisconsin. 

F. Hoose has sold his hardware business at Fox Lake to 
A. W. Schultz. 

J. B. Zook has purchased the hardware store of Barkley 
and Washburn at Humbird. : 

William Raessler has opened a hardware store in the 
Gebhardt Building at Hustisford. ; 

F. Wartman has sold a half interest in his hardwar 
business at Norwalk to M. Udelutch. 

The Sawyer Hardware Company, at Sawyer, has been 
sold to J. L. Wiesner, Herbert Wiesner, George Senft anc 
Alex Wilz. 
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AUTOMOBILE ACCESSORIES 
SOLD BY HARDWARE DEALERS 





eieeetatiniiemiteanil 


SMALL PARTS SHOW INCREASED USAGE. 


In reviewing the automobile industry the distinctive 
note is the minute attention given to the accessories 
making for greater comfort in the operation and use 
of the new vehicle. The so-called minor sundries in 
automotive equipment have received a large share of 
consideration. It would seem that almost every pos- 
sible contingency has been anticipated, every possible 
demand for comfort and minor details in efficiency 
considered in the perfection of instrument boards, 
doors, door-handles, windshields, tops, and the like. 

Two important factors have determined the devel- 
opment of these accessories: the growing use of au- 
tomobiles by women, and the necessity for enhancing 
driving comfort, and efficiency under winter weather 
conditions. 

It has not been determined by statistics how much 
of the accessory business comes into the hands of the 
hardware dealer. But there is no line of demarca- 
tion. The hardware retailer can procure as much of 
the automobile supply trade as he reaches out for 
with energy and tact. 


“*e- 


SUPPLIES AN INCREASING 
REQUIREMENT. 


It is becoming a common practice for automobilists 
to take long excursions and camp out in the open. In 
fact, a special line of goods is being manufactured to 
meet the needs of car owners who travel about the 
country. The Vesuvius Camping or Motoring Stove, 
depicted herewith, manufactured by the Quick Meal 
Stove Company, Division American Stove Company, 
825 Chouteau avenue, St. Louis, 

sr article designed especially for 


Missouri, is an 








campers and motor excur- 
_ sionists. This stove occupies 
very little space. Hence its 


particular adaption to travel 
ing or camping. It has a very 
powerful gasolene burner. Its 
consumption of fuel is com- 


seing strong- 





paratively low. 
ly built, the Vesuvius Camp 
ing or Motoring Stove will be 





Vesuvius Camping or ‘ong preserved under the ad 

Motoring Stove, Made by 

the Quick Meal Stove 
Company, 

St. Louis, Missouri. 


are subjected. A strong flame can be produced on 
this stove when the weather is windy and when an 
ordinary stove would be impossible to light. A grat- 
ing supported on three strong rods affords adequate 
resting place for pots, pans and other utensils used 
for cooking purposes. -A complete line of blow 
torches, for the use of either kerosene or gasolene 


verse conditions to which 


products of a similar nature 


is made by the Quick Meal Stove Company. A type 
of torch for any particular work can be supplied by 
this company. In the manufacture of these products 
only those materials which experience and test dictate 
to be the best for the purpose are used. Skillful work- 
manship is employed. The Quick Meal Stove Com- 
pany, Division American Stove Company, 825 
Chouteau avenue, St. Louis, Missouri, will furnish 
inquirers with a set of descriptive circulars depicting 
the Vesuvius Camping or Motoring Stove and their 
Write to them. 


oo 


EXAMINE BATTERY WHEN LIGHTS DIM. 


line of blow torches. 


When a customer tells the dealer in automobiles 
accessories that the lights on his car are becoming dim 
and the starter is weak, the thing for the dealer to do 
is to test the battery solution, and if its gravity is 1280 
or better then the battery is all right. Since the bat- 
tery feeds at speeds usually below fifteen miles an 
hour and the generator takes the whole load above 
that speed, if the lights are dim below fifteen miles an 
hour suspect the wiring; the feed out of the battery, 
in other words. 

l‘rayed insulation at the terminals often allows a 
strand of wire to get loose and touch another wire or 
contact point, and you immediately notice a slight 
irregularity in ignition or lighting. In the average car 
the electrical connections are in a bad place—behind 
the instrument board—and you must either remove 
the board or fuss underneath and take a chance on try- 
ing to feel the trouble. The charging current travels 
through the ammeter, if there is one. A bad connection 
at the meter opens the circuit and the guardian of the 
whole system is put to sleep, which means you don’t 
know whether the battery is getting food or not. 


DEFECTIVE TOPS ON AUTOMOBILES MAR 
THEIR APPEARANCE. 


Nothing so mars the appearance of an auto top a: 
cracked, broken, or torn out rear windows. If motor 
ists knew how easily this condition could be remedied, 
there would be fewer tops appearing in such a shabby 
condition 

The work can be done by the car owner himself in 
an hour of his spare time and the necessary materials 

sufficient transparent sheeting and a tube of pyroxy 
lin cement auto suppiy 


may be purchased at any 


store. If the hardware dealer stocks these supplies 
and makes the fact known, naturally he can get the 
business. There is no reason why he should not keep 


With the 


increasing demand for these supplies and the spread 


a stock of automobile accessories on hand. 


ing of the knowledge that hardware stores can furnish 
them, the hardware retailer wéio lags behind in stock 


ing these articles is losing mone) 
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Helpful Hints for the 





ADVERTISING CRITICISM AND 
COMMENT 


Advertisement Writer 














The reason for the unusual form of the advertise- 
ment of the Lowe-Hord Hardware Company, Knox- 
ville, Tennessee, which is depicted herewith from the 
Knoxville Sentinel, is that it was among the classified 
advertisements. Evidently, these advertisements in 
the Knoxville Sentinel are boxed off in order evenly 
to fit the page. Because of the character of the mat- 
ter and its length the Lowe-Hord Hardware Com- 
pany was forced to use more space than is ordinarily 
«ievoted to classified advertisements. Hence the line 
in the center of the copy. Classified columns are 
becoming a more and more effective means of ac- 
quainting the newspaper readers with the retail mar- 
ket. 
probably would not receive the attention it does today. 


In years gone by this form of advertisement 


was expected to awaken the interest of all who read 
it. Though the advertiser uses the expression that the 
goods he lists can make suitable wedding anniversary 
presents, it does not necessarily follow that they can 
not be purchased solely for the purpose of use by the 
buyer. Yet that is not the main purpose. The Lowe- 
Hord Hardware Company proves this when it states 
at the bottom of its copy, We will gladly help you 
make a wise and suitable selection. This phrase will 
serve to gain the reader’s confidence. Another good 
detail of advertisement writing in the copy under con- 
sideration is the practical gifts enumerated. No doubt 
they will suggest some appropriate present to many 
of the readers who were puzzled as to what to buy 


before reading the advertisement. The large, bold 





Worth-While Wedding 


In choosing HER wedding anni present—give somet 
appreciate, In our large stocks we have- many articles suitable 


RODGERS SILVERWARE 
CUTLERY OF ALE KIND 
UNIVERSAL PERCOLATORS 

WE WILL GLADLY HELP YOU MAKE 


Lowe-Hord H 


401-403 Wall 36 *Knorville’s Big 








‘Anniversary Presents 


hing useful In the home. That Is the kind of gift she will most 
for this importaft gift occasion. Included is 


SAVORY ROASTERS HEATING STOVES 
FIRELESS COOKERS RANGES 
ELECTRIC IRONS TINWARE OF ALL KIND 


4& WISE AND SUITABLE SELECTION. 


ardware Co. 


Yardware Store” 








ut ever since advertisers have made it a point—in- 
deed, a dogma—to state nothing but the truth, adver- 
tisements have become a source of interest. Now the 
house owner, automobilist, general handyman, house- 
wife, and other prospective purchasers, read the ad- 
vertisements together with the news and story fea- 
These people might miss an advertisement 
while turnitig a page were it promiscuously placed on 
a page together with other reading matter. Being 
deeply absorbed in a story the reader probably would 
not think of stopping to look over the advertisements 
Though interesting, merchandise announcements are 
But the careful housewife and the alert 
handyman never fail to turn to the classified columns 
and peruse the announcements of the retail 
chants. In advertisements of this sort can be shown 
the skill of the copy writer. He has to compete with 
other retailers whose copy is placed in juxtaposition 
with his. He must use the best available material in 
order to make a better impression upon the reader 
than his competitors. 


tures. 


secondary. 


mer- 


Still, the space does not permit 
of a great show of attractive lettering. Therefore, 
the best means of gaining the attention of the reader 
would be to convey some particular item of news to 
him. That the Lowe-Hord Hardware Company fol- 
lows this form can be seen from the headline in the 
copy illustrated herewith. “Worth-While Wedding 
Anniversary Presents,” is a form of market news. It 
will not interest many types of readers. Of course, it 
will not appeal to all. No advertisement ever written 


face type used for the name of the advertiser in the 
case of a classified advertisement is good practice. 
The 


goods he sells. 


advertiser in this case is as important as the 


* * * 


It is difficult to convey much information in an ad- 
vertisement of the size of the one inserted by the 
Sweet-Teller Hardware Company, Boise, Idaho, in 

the Evening 





~ ———___-__—_-__-__-. , Capital News, 
; You Will Want to Paint | and which is re- 
fr Varnish your car this spring; it's) 

gesy to do if you wil! use Sherwin-; produced here- 


Williams Auto ‘Paints, They go on’ _: ae 
‘without showing Japs or brush marks | with. However, 
And, say,\that top and seat dressing! the advertiser 
make the top and seats tust the same |: ? 

as when new. | without much 


SWEET-TELLER HARDWARE CQ! 
| 


waste of words 
informs the 
reader in this smali advertisement that a certain grade 
of paint handled by him will produce good work. 
The heading “You will want to paint,” is not perfect- 
ly adapted to the matter in the copy. The addition of 
the words “your car” would give it more force and 
would be a direct hint to the type of reader the adver- 
tiser evidently wants to attract. Greater prominence 
to the name of the advertiser would more effectively 
punctuate this copy. The personal tone evident in 
the copy of the Sweet-Teller Hardware Company, is 
good taste. It is a diversion from the cut and dried 
announcements commonly used by business men. It 
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HEATING AND VENTILATING 








POE A CONE 


INFORMS HEATING AND VENTILATING 
ENGINEERS ON SMOKE PROBLEM 
IN ILLUSTRATED TALK. 





Good-fellowship pervaded both the dinner and 
meeting of the Illinois Chapter of the American So- 
ciety of Heating and Ventilating Engineers held leb- 
ruary 4, 1920, at the Chicago Engineers’ Club, 314 
South Federal Street, Chicago, Illinois. The dinner 
started at 6:15 p. m., and the meeting followed at 
7:30. Both were well attended. The President of 
the Chapter, J. Howatt, Chief Engineer Chicago 
soard of Education, opened the meeting and presented 
several matters for the consideration of the members. 
He then called upon Major W. H. Chenoweth, Jr., 
who had attended the National Convention at New 
York City, to report his observations of that meet- 
ing. Major Chenoweth said that the convention held 
in New York was, in his opinion, the most interesting 
The crowd in attendance 
was larger than ever before. Most 
praiseworthy of all, declared Major Chenoweth, were 
the discussions evolving from many scientific papers 
that were He likened the proceedings to a 
court-room, where both sides of a question are pre- 
sented. The progress of the parent body was amply 
demonstrated at its annual convention, concluded the 


the Society ever conducted. 
instructive and 


read. 


Major. 

The chairman announced that the subject for the 
March 8, 1920, meeting would be “meters.” Declar- 
ing that it was hardly necessary to preface his intro- 
duction with any lengthy remarks because of the 
reputation of the speakers, I’. W. Powers presented 
Dr. E. V. Hill, Inspector in charge of Ventilation, 
Chicago Department of Health and newly elected 
President,of the parent body. The subject for the 
evening -was: “The Fight for a Smokeless City.” 

Dr. Hill illustrated the difficulty of the task of erad- 
icating smoke from a city by comparing it to the 
colored boy who sat over a hole in the stove to keep 
the smoke in. The measures now employed were only 
temporary and make-shift, and it is a pretty hot job. 
Formerly, the problem of abating smoke in the city 
of Chicago was in the hands of a bureau specifically 
formed for that purpose. However, its activities have 
been transferred to the Department of Sanitation, said 
Dr. Hill. 

“The soil, food, drink, avd air are primal necessi 
ties,” declared Dr. Hill. “Since the earliest stages of 
civilization man had to use all three. But as civiliza 
tion advanced the method in which they were supplied 
became altered, and, in most cases became unsani- 
tary.” Dr. Hill described the ravaging plagues of 
the early centuries of civilization that swept away 
millions of people. “They learned through bitter ex- 
perience that they must keep the soil and the food 


and the water clean,” said Dr. Hill. 
these three sources of life clean but we neglect one 
The speaker quoted sta- 


“Today we keep 


of the most essential—air.” 
tistics to show the high percentage of disease preva- 
lent due to various forms of vitiated air in comparison 
with the low amount of disorders resulting from im- 
pure water, food, or unclean soil. “We have learned 
to keep our soil clean, and we have realized by bitter 
experience that the water and the food must be kept 
pure, but the progress of pure air has been slow.” 

Dr. Hill said that in large cities smoky air was a 
source of unhealthiness that must be abated in order 
to guarantee the public well-being. “There are three 
phases to the problem of smoke abatement,” declared 
the speaker. “Tirst, the fuel question; secondly, the 
construction of the heating plant, and thirdly, the 
matter of operation.” Dr. Hill showed the expense 
attendant upon the purchase of Eastern coal which 
has a lower percentage of waste and produces less 
smoke than the coal mined in the Western portion 
of the United States. “But this is too expensive a 
way to get rid of the smoke nuisance,” said Dr. [ill. 
“We have a large supply of bituminous coal at our 
very door and we must use it. We can use it and still 
rid ourselves of the smoke problem.” 

Dr. Hill suggested the purchase by the municipality 
of a gas plant for the production of gas and a semi- 
coke. “The by-products of the process | mention will 
pay for the production of the gas and coke,” ex- 
plained Dr. Hill. “Thereby the price of fuel would 
be materially lessened and the smoke evil would be 
done away with effectively and for all time.” 

The mechanical side of the smoke abatement ques- 
tion was instructively presented by Henry Misoscow, 
M. E., Engineer for Smoke Division, Chicago Health 
Department, who by the use of slides made his re- 
marks more vivid. “It doesn’t take a doctor to tell 
you that air is an essential—a vital essential to life,” 
declared Mr. Misoscow. “And it must be kept clean.” 
Showing various constructions of heating plant aimed 
to reduce the percentage of smoke produced, Mr. 
Misoscow concluded by saying. ‘These are only tem 
porary measures.” The final solution is in the use 
of coke, or possibly gas, supplied by a municipally- 
owned gas plant.” 

Dr. Hill ended the talk by declaring his advocacy 
of the plan for coke and gas supply by the city elabo 
rated by Mr. Misoscow, and said that he, too, thought 
that to be the final solution of the smoke problem. 

A lively followed. Many members 


showed their interest in the topic of the evening by 


discussion 


questioning the speakers pertaining to vital details on 
smoke abatement and the possibility of complete erad- 
ication of the evil. The speakers replied instructively. 

The February meeting of the Illinois Chapter of the 
American Society of Heating and Ventilating Engi- 








60 AMERICAN ARTISAN AND HARDWARE RECORD February 14, 1920. 


neers is just one of the large number of examples 
already on record that emphasizes the value of or- 
ganization to members of a craft or business. The 
practical knowledge obtained at such meetings will be 
beneficial in the work of the members. Possibly, a 
problem that has to deal with the smoke nuisance 
may come up any day and with the aid of the reliable 
information received at a meeting of the kind held 
by the Illinois Chapter many difficulties can be over- 
come. The meeting of fellow engineers and the con- 
structive discussion of topics pertaining to problems 
confronting the craft can bring nothing but good to all 


concerned. 
“2+ 


PRODUCES DISTINCTIVE REGISTERS. 

There are distin- 
guishing features in every make. Some are decidedly 
Where the manufacturer has had 


Registers are not all the same. 


better than others. 
long experience and employs skilled workmanship, 
good metals, coupled with advanced machinery, it can 
be certain that the registers made will be of good 
quality. It is the claim of the Rock Island Register 
Company, Rock Island, Illinois, that because of the 
care taken in the selection of the material used, and 
the nature of the workmanship employed, together 
with the up-to-date machinery in its plant, Rock 
Island Registers have features which make them de- 





Rock Island Register, Made by the Rock Island Register Com- 
pany, Rock Island, Illinois. 


sirable in all installation jobs where the owner of the 
house requires exceptionally good quality. It is said 
that money can be saved by the use of Rock Island 
Registers because of the shortness of the time neces- 
sary for installation. In the illustration herewith is 
shown one of the many registers manufactured by the 
Rock Island Register Company. In all particulars. 
this register is well-formed. When placed in a de- 
sired position, it will stay there. Being neatly fin- 
ished, it gives the room an attractive appearance. 
Rock Island Registers can be furnished in three kinds 
of finishes. Prevention of streaks on walls is assured 
when Rock Island Registers are installed, declare the 
manufacturers. 

A catalogue completely describing the Rock Island 
Registers can be obtained by filling out the coupon 
advertisement of the Rock 
Island Register Company, Rock Island, Illinois, and 


which appears on the 


sending it to that company. The advertisement will 


be found elsewhere in this issue. 


—_-2-2 —____ ——__- 


MANUFACTURES DURABLE PRODUCT. 





Constructed of all cast iron, the Moncrief Warm 
Air Heater, illustrated herewith, manufactured by 
The Henry-Miller Foundry Company, Cleveland, 
Ohio, is durable. Being simple 
and sturdy, its economical 
values will appeal to pro- 
spective customers, aver the 
manufacturers. Each grate 
bar in this warm air heater 
hangs on an individual hook. 
Removal of bars is easy. A 
small cotter pin which holds 
the center piece in place is ta- 
ken out and any grate bar can 
be removed. No bolts or nuts 
are installed which confuse 
the user. No tools are needed 
to detach the grate bars. The 
grates are rolled toward each 
other by means of cogs. By this arrangement it is 
possible to grind up clinkers and to dump as little or 
as much as may be necessary. A large roomy ash pit 
Warm Air Heater affords ample 
The draft door is cast 





Moncrief Warm Air Heater, 
Made by The Henry-Mil- 
ler Foundry Company, 
Cleveland, Ohio. 


in the Moncrief 
space for removal of ashes. 
in one solid piece. It is so constructed, declare the 
inakers, that the draft can be regulated with precision 
from either the basement or Fitted with 
beaded doors, each heater is said to be positively gas 
and air tight. The fire pot is heavily constructed. 
Built along straight lines, it is impossible for coals to 
cling to its sides. Without constant poking, an even 
fire can be had throughout, say the manufacturers 
Other interesting details pertaining to the Moncrief 
Warm Air Heater can be obtained from the Henry- 
Miller Foundry Company, Cleveland, Ohio. 


upstairs. 


— 


ISSUES NEW CATALOGUE DESCRIBING 
PIPELESS WARM AIR HEATER. 





In the new catalogue of The Badger Furnace Com- 
pany, Appleton, Wisconsin, is thoroughly described 
the Badger Pipeless Warm Air Heater. The details 
of construction of this pipeless warm air heater are 
set forth in clear type and in an easily understandable 
manner. Illustrations in various parts of the cata- 
logue give the reader a life-like view of the Badger 
Pipeless Warm Air Heater. The radiator, grate and 
other similar parts are completely pictured and « 
scribed and their relation to other vital details of th 
pipeless warm air heater are contained in the new 
catalogue of The Badger Furnace Company. Dealers 
who desire to study the many features of the Badge: 
Pipeless Warm Air Heater will find this catalogu 
instructive and informative. Write to The Badger 
Furnace Company, Appleton, Wisconsin, for a copy, 
which will be sent immediately upon request. 

~o- 

The wise man knows that he is ignorant; the 

ignorant, in his self-conceit thinks himself wise. 
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IS AT WORK IN ITS NEW FACTORY 
MEETING INCREASED DEMANDS 
OF TRADE. 


The Green Foundry and Turnace Works, Des 
Moines, Iowa, is now occupying its new plant which 
was recently built to take care of 
the rapidly extending business 
accorded this company. The 
warm air heater trade of the J 
Green Foundry and _ Furnace 
Works is growing un- 
precedented rapidity. 
plant is modern in all respects. 
It is so built that the admittance 
light is insured. 


with 
The new 


of adequate 
Proper air supply is provided 
for in all departments. In order 
to produce ‘goods to meet the 
most exacting needs of the trade, 
the Green Foundry and lurnace 
Works employs machinery of the 
most modern type. A _ railroad 
siding which connects with many 
other lines provides means for 
prompt transportation. The 
buildings constituting the Green 
Foundry and Furnace Works’ plant consist of, 
110x170 foot two-story building; a foundry structure 


Ole 


110X110 feet; a clearing room goxgo feet, two stories ; 
a fitting building 60x90 feet, two stories; and a four- 
story building 45x45 feet for the handling of registers, 
furnishings, fittings and supplies. The plat of land 
occupies 159x400 feet. 

The officers of the 
Company are: Irank D. 
Woodward, vice-president ; Shirley A. Percival, secre- 


Green loundry and Furnace 


Green, president; H. ©. 
tary. The ripe experience of these men in the warm 
air heater field enables them to meet the requirements 
of the trade in a manner that has elicited much satis- 
faction. 

Ever since 1869 this company has been in the manu 
facturing business. Its long experience is reflected in 
the products made by it today. 
Warm Air Heater, manufactured by the Green loun 
dry and Furnace Works, is so constructed that it can 


The Green Colonial 


be installed as a pipe, pipeless, three-way, or a room 
heater. In whichever manner the Green Colonial Warm 
Air Heater is installed it will give efficient service. An 
especial feature of this warm air heater is the dome. 
(jreen’s Dome [Heat Intensifier is said to give off a great 
amount of warmth. Other details of construction of 
the Green Colonia! Warm Air Heater 
of skillful workmanship and accurate planning. 
of the arguments advanced by the manufacturers in 


show evidence 
(one 


favor of its warm air heater is that it requires less 
stock to be handled. When an installer stocks the 
Green Warm Air Heater it is not necessary for him 
to keep each of the types which he will be called upon 
to install. No matter what the customer’s requirement 
be it pipeless warm air heater or three-way heater 
it can be met by the same Green Colonial Warm Air 
Heater. It is said with one Green Colonial Warm Air 
Heater on the floor the dealer can meet all heating 


needs. This warm air heater is guaranteed for five 
years. Warm air heater supplies and fittings are also 
manufactured by this company. A bonus plan and an 
exclusive agency proposition are being offered by the 
manufacturers of the Green Colonial Warm Air 
Heaters. Dealers who are interested in these proposi- 





Plant of the Green Foundry and Furnace Works, Des Moines, lowa. 


tions should write to the Green Foundry and Furnace 


Works, Des Moines, lowa. 
— -~o- - - 


REGISTERS REQUIRE STURDINESS. 


A register to give the best service must be strong. © 
its various parts so that it 
fits firmly in the 
and will 


Careful proportioning of 


wall 
not work loose 
due to the nat 
ural vibration of 
the house is 
necessary in or 
der to insure 
efficient service 
The metal must 











be of a high 
grade. The 


Stearns’ Steel Horizontal Wall Register, rrills must be 
Made by the Stearns Register Com- s 
pany, Detroit, Michigan. well f ormed 


Other details of construction must be made with equal 


precision to make up a good register. Various manu 


facturers meet these problems differently. © Thi 
Stearns’ Register Company, 111 lort Street, Detroit, 
Michigan, manufacturers of the Stearns’ Steel [lori 


zontal Wall Register, depicted herewith, accuratel) 
perform the task of constructing registers from good 
Being made of steel, these registers ar 
They give the full capacity, both in the fac 


materials. 
durable. 

and box, for the size of pipe they are intended for 
Stearns’ Steel Registers are guaranteed against break 
These goods are electroplated in a black or whit 


age. 


japan finish. Hence their attractive appearance. The 
exact size can always be supplied Stearns’ Steel 
Registers are furnished in five sizes, trom 8x1o te 
11x13. Besides the register illustrated herewith, thi 
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company manufacture steel base and convex wall 
registers and vertical steel wall registers. The same 
carefulness which characterizes the manufacture of 
the Stearns’ Steel Horizontal Wall Register is em- 
bodied in all the products made by the Stearns’ Regis- 
ter Company. The workmanship is distinctive. When 
installed, Stearns’ Registers give a neat appearance to 
the Regulations are accurate. A catalogue 
and price list on Stearns’ Registers will be ,furnished 
deaiers who write to the Stearns’ Register Company, 


111 Fort Street, Detroit, Michigan. 


room, 


ee 


TYPE OF CONSTRUCTION INSURES 
ECONOMICAL SERVICE. 


In all details the Premier Warm Air 
Heater, illustrated herewith, manufactured by the 
Central Heating Supply Company, is built to give 
It is 
so designed that it will 
produce a large amount 
of heated air at a com- 
paratively small 
amount of money, de- 
the manufactur- 
The economy of 
the l’remier Pipeless 
Warm Air Heater is 
insured because of the 
care taken in the con- 
of the vital 
details. l*or instance, 
it has a double inside 
with 
asbestos and bright tin. 
Thereby, the air cir- 


Pipeless 


efficient service. 


clare 


ers. 


struction 


casing insulated 


culation is increased. 
The warm and cold air 
chambers are of ample 
dimensions, permitting 
large volumes of air to 
come in through the 
cold air space and great 
quantities of warmed 
air to go up through the register. The radiator can 
be had either in one-piece cast or in steel. Whichever 
type of radiator is installed in the Premier Pipeless 
Warm Air Heater it will give good service. This part 
of the Premier Pipeless Warm Air Heater is propor- 
tioned so that it will properly heat the amount of air 
that is admitted into the warm air chamber. The fire 
pot can be furnished either in sections, corrugated or 
in one piece with slots for the circulation of air into 
the fire pot in order to aid combustion. A large cor- 
rugated dome is an added feature. This pipeless 
warm air heater is supplied with an oxidized copper 
register of extra large size in order to provide ade- 
quate room for proper circulation of both the cold 
and warm air. Quick shipments can be made on the 
Premier Pipeless Warm Air Heater from Chicago, de- 
clare the manufacturers. Further details pertaining 
to this line of pipeless warm air heaters can be ob- 
tained by writing to the Central Heating Supply Com- 
pany, 129-131 West Lake Street, Chicago, Illinois. 





Premier Plipeless Warm Air Heat- 
er, Made by the Central Heat- 
ing Supply Company, 

, Chicago, Illinois. 
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SUPPLIES HUMIDIFIED, HEALTHFUL AIR. 





Clean, pure, humidified air are the products of the 
Hero Pipeless Warm Air Heater, depicted herewith, 
declare the makers, Hero Furnace Company, Chicago, 
Illinois. In the actaal selling of a warm air heater, it 
vanan am is the duty of the 

nae, tie. installer to convince 
= a . 

a RE the prospective pur- 

chaser that the 

. warm air heating 
system is the most 
“ J ; feces healthful and 
= nomical plant he can 
fapen buy. Not only must 
Ca NH the dealer explain 
“ these facts, but 

& 4 ~=when the product is 

1 a sold its use must 
prove them. The 
“1 Hero Furnace Com- 
pany that 
the Hero Pipeless 
Warm Air Heater is 
so constructed that 
the air circulated 
through the house is 
Hero Pipeless Warm Air Heater, Madethoroughly warmed 
by the Hero Furnace Company, ae 
Chicago, IIlinois. and humidified. The 
large water or vapor pan affords a receptacle which 
holds sufficient water for supplying a healthful quantity 
of moisture to the air warmed. It is claimed by manu- 
facturers and scientists that this is one of the most 
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commendable features of warm air heaters. Humidity, 
it is said, increases the heat-containing qualities of the 
air. Also, the ability of the skin of human beings to 
resist cold is increased by a comparatively higher 
amount of vapor in the atmosphere. 

From a mechanical point of view, the Hero Pipeless 
Warm Air Heater is a massive piece of construction. 
The cast iron radiator, fire pot, combustion chamber, 
and ash pit are large and strongly formed. The grat- 
ing is heavy, but can be easily operated. The single 
register is large and will permit a big amount of warm 
air to come out and a great quantity of cold air to 
go in. Other specifications of construction equally 
interesting to the dealer can be obtained by writing 
to the Hero Furnace Company, 57 West Lake Street, 
Chicago, Illinois. If desired, sales plans will be fur- 
nished by this company. 


~~ 


AIR IS A VITAL ELEMENT IN FUEL 
COMBUSTION AND FUNCTIONING 
OF BODILY ORGANS. 





When treating the subject of heating, the relation 
of air to heat and to the human body must be consid- 
ered. No heating plant manufacturer would make the 
mistake of not providing air for the proper combustion 
of fuel in his product. Indeed, there could be no fire 
without a particular form of air. The human body has 
often been described in parallel with a stove or other 
heating apparatus. The physical being must have pure 
air in order to work properly. In composition the air 


must consist of certain chemicals. Without them there 
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can be no life. And as with the heating plant, the 
better the supply and control of the air for the body 
the more perfect is the efficiency of the various organs. 

The analysis of air covers many volumes in chem- 
istry. Yet one could not say that air has been fully 
analyzed. There is much left open in the chemical 
explanation of the composition of air—both fresh and 
vitiated. But this is known. A certain form of air is 
needed at all times to preserve life and health. Air 
with a plentiful amount of oxygen is essential to the 
proper burning of fire. Vitiated air—air exhaled from 
the respiratory system of human beings and animals, 
air contaminated by contact with decayed matter, etc. 
—is dangerous to the well being and health of man. 

In considering the subject of air supply in civilized 
countries, the artificial conditions and modes of living 
must be the dominant factor in the research. Nature 
provides for fresh air in the open. But natural forces 
are excluded in the artificially built homes of modern 
civilization. Ventilation is widely neglected. More 
particularly is the need for supplying fresh air in suffi- 
cient quantities to insure health disregarded during 
the winter time. The desire for comfort sometimes is 
greater than the awareness of consequent ill-health. 
Another fallacy is the separation of the two vital and 
closely related problems of heating and ventilation. A 
heating plant which itself consumes air but does not 
provide fresh air for the inhabitants of the dwelling 
can not be termed healthful in any sense of the word. 
(nly that system of heating which takes full account 
of the composition of air and its close connection with 
the normal action of the bodily organs can be acknowl- 
edged to be the nearest approaching the problem of 
supply of fresh air with comfortable temperature dur- 
ing the cold months of the northern climates. 

On the composition of air, its analysis and relation 
to heating, The Encyclopedia of Engineering sets forth 
some interesting facts. Oxygen is the most important 
element of air, declares this authority. 
with is an extract on the Principles of Ventilation 
taken from the aforementioned work: 


Given here- 


“Closely connected with the subject of heating is 
the problem of maintaining air of a certain standard 
of purity in the various buildings occupied. 

“The introduction of pure air can be done properly 
only in connection with some system of heating ; and 
no system of heating is complete without a supply of 
pure air depending in amount upon the kind of build- 
ing and the purpose for which it is used.” 

From the comment herewith it can not otherwise be 
inferred than that to consider the question of heating 
apart from ventilation is dividing a problem which 
should be considered as a unit, and thereby nullifying 
the accuracy of the results to be obtained from any 
research or experimentation done in the direction of 
the dismembered subject. 

Interesting to the dealer and manufacturer of warm 
ait heaters will be the following simple analysis of the 
composition of air taken from The Encyclopedia of 
Engineering: 

“Atmospheric air is not a simple substance but a 
mechanical mixture. Oxygen and nitrogen, the prin- 
cipal constituents, are present in equal proportion of 
one part of oxygen to four parts of nitrogen by 


weight. Carbonic acid gas, the product of combustion, 
exists in the proportion of three to five parts in 10,000 
in the open country. Water in the form of vapor 
varies greatly with the temperature and with the ex- 
posure of the air to open bodies of water. In addition 
to the above, there are generally present in variable 
but exceedingly small quantities ammonia, hydrogen, 
sulphuric, sulphurous, nitric and nitrous acids, floating 
organic and inorganic matter and local impurities. Air 
also contains ozone, which is a peculiar, active form 
of oxygen; and lately another constituent called argon 


‘has been discovered. 


“Oxygen is the most important element of air so 
far as both heating and ventilation are concerned. It 
is the active element in the chemical process of com- 
bustion and also in the somewhat similar process which 
takes place in the respiration of human beings. Taken 
into the lungs, it acts upon the gases of carbon in the 
blood and possibly upon other ingredients forming 
chemical compounds which are thrown off in the act 
of respiration or breathing.” 

To the manufacturer and dealer of warm air heaters 
the scientific facts on heat and air, used for supplying 
physiological needs in the home, are pleasing. They 
prove the basic truth in the construction of warm air 
heaters that this system of heating is the most effi 
cient for meeting the requirements of both heating and 
ventilating. But to let the matter rest there is a waste 
of material which would otherwise prove profitable 
By spreading the facts in their advertising, dealers 
and manufacturers can increase their individual sales 

eee 


GET THE MONEY WHICH IS DUE YOU. 


receivable on that statement are 


“The 
unusually large,” 
monthly statement of a company’s operations was 


accounts 


was the declaration made as the 


being looked over by one of the directors. “It inclines 
me to believe that the manager is lax in his collections 
He should pay more attention to getting in the money 
due from customers.” 

The most important thing in any line of business 
is to educate customers to make payments promptly 
upon the first presentation of their bills so that there 
will be no expense for frequent requests for payment. 
Often, too much consideration and latitude are given 
to those neglecting to make payments. When accounts 
do start to slip behind, nothing is as necessary as 
following them up continually and persistently. 

When chronic delay is the usual habit, fear of losing 
a patron should not deter a manager from refusing 
when he feels that the customer's 


further service 


account justifies it. Generally speaking, the customer 
who compels such extreme measures has lost credit 
elsewhere, and it will be found proper business to 
discontinue relations with him until he has paid up 


his account. After that, deal with him only on a cash 


basis. 
Time lost in collecting accounts is money lost, and 
breeds a_ disgruntled 


usually a due account 


The smaller the amount of accounts receiv 


past 


patron. 


able, in proportion to the total assets, the more 


prosperous a business. 
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PRACTICAL HELPS FOR THE 
TINSMITH 



















PROJECTION PROBLEMS. 


Every now and then workmen desire to develop a 
true angle as for the hood, making the hips in figure 


3y O. W. Korue. 


This is done by letting B-A-C be the outline of 






























Outside 
Plan 


Line 









































use of hood. 





filevation of Cylinder. 


plan and A-c is the hip line in plan. 
half diagonal section as A-X-X’-A. 
correspond to those in sketch as A-X equals half the 
diagonal cross-line A-A, and X-X’ is equal to the 


Projecting Plan from inclined 





Projection 


Determine the 
The distances 


This gives the true hip line A-X’. 


Now at any place on line A-C draw f-g at right 


angles to A-C, 
I*-G parallel to A-X’. 


sweep points f and g to line F-G in those points as 


Then through point D draw a line 
Then by using D as center, 








shown. This gives the true angle as F-E-G. Observe 
D-E is squared out at right angles to A-X’. In this 
way all true hip angles may be determined. 

In figure 2 we have a double angle pipe. Observe 


a-b of elevation is a true length, but angle b-c tilts 
downward and angles over at the same time as the 


a 








Finding frve 
angle for Double Twist 











Plan from inclined 
‘Ta pering Elevation. 


Pro ye ctin 








Problems. 


plan “B” shows. To find this true length and angl 
pick the plan line b’-c’ and set on base line as Y-c” 
Then b-c” will be the true length of lower angle. 
Now to find the true angle proceed as at “C”, wher 
A-C is parallel to a-c of elevation. Set dividers t 
a-b as radius and A in “C” as center strike arc as at 1). 
Then pick true length b-c” as radius and, using C a: 
center, cross arcs in point B. Then A-B-C is tl 
To develop the miter bisect the ang’ 





true angle. 
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and plant the part elevation of pipe as at “D”. This 
gives all data for developing the pattern which is 
done in the usual way. 

Then in figure 3 we have two projection problems. 
It represents first principles in developing plan views 
for all angular work. The lines of “A’’-“B” show a 
cylinder. Now by tilting the cylinder as at “C”, we 
develop the plan “D” with the aid of section “A”. 
With a tapering pipe similar points are involved, only 
lines from sections “E”’ and “F” are first squared to 
the base lines. From there they are dropped into 
plan. By setting the lines from “E” as 2-2; 2’-2”, 
etc., we develop the plan G. Practice it. 


.-@-~> 
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SHEET METAL COMPANY GOES INTO 
HANDS OF RECEIVER. 


, 





The American Sheet Metal Company, Des Moines, 
Iowa, went into the hands of C. J. Stephens, who was 
appointed receiver by Judge Lawrence De Graff, 
The company was organ- 
I. Davis was 


Wednesday, February 11. 
ized at Des Moines January 13, 1919. 
president. Appointment for the receiver was made on 
a petition of A. L. Dunlap, one of the stockholders, 
who claimed that the corporation was badly in debt. 
WILL ORGANIZE ASSOCIATION OF SHEET 
METAL CONTRACTORS IN INDIANA. 


Progressiveness is shown by the sheet metal con- 
tractors of Indiana. An announcement is being sent 
out to men in the trade of that state calling their at- 
tention and urging them to come to a convention to 
be held at the Hotel Claypool, Indianapolis, Indiana, 
Thursday, February 19, 1920, for the purpose of or- 
ganizing a state branch in Indiana of the National 
Association of Sheet Metal Contractors of the United 
States. 

Appended herewith is the letter being sent to In- 
diana sheet metal contractors, signed by firms in all 
parts of the state. It embodies the program to be 
followed at the organization meeting: 

To the Tin Roofing, Furnace and Sheet Metal Trade 
of Indiana: 

You are cordially invited to attend a convention to 
be held at Hotel Claypool, Indianapolis, Indiana, 
Thursday, February 19, 1920, at 10:30 a. m. 

This convention is called for the purpose of organ- 
izing the firms of Indiana engaged in roofing, warm 
air heater installation and other lines of sheet metal 
work into a state organization to be known as the 
Sheet Metal Contractors’ Association of Indiana. 

The object of this Association will be similar to that 
of all other trade organizations, namely, to foster the 
welfare and in all lawful ways promote the business 
of its members and the sheet metal industry. Trade 
organizations have accomplished and can accomplish 
so much good that it seems almost unnecessary to 
make any comment upon the great need for uniting 
all the sheet metal firms of Indiana into a strong, ef- 
ficient organization. 

Program. 

The convention will begin promptly at 10:30 a. m. 

This hour will make it possible for Indianapolis to be 


cn 


reached from practically every portion of the state 
by leaving home the same morning. 

Report: Committee on Temporary Organization. 

Appointment of Committees: Constitution and By- 
Laws, Permanent Organization, Resolutions. 

Address: “How to Organize a Local Association 
and Make It Profitable for Its Members.” 

Adjournment for Luncheon. 

Address: “Getting the Overhead Into the Price or 
Contract.” This address will be demonstrated by 
practical figures. Time will be given for discussing 
this subject. 

Committee on Constitution and By-Laws ; 
Officers : 


Reports : 
Permanent Organization and Election of 
Resolutions. 

\fter the disposal of the business of organization, 
the Question Box will be opened and ample oppor- 
tunity given for all to express themselves regarding 
trade conditions, how the organization can be useful 
to its members, and a general exchange of ideas. This 
feature will be practical, educational, profitable. 

The headquarters will be at the Hotel Claypool 
which will provide a meeting room. Upon arrival, go 
to meeting room and register. Those contemplating 
remaining over night should make their reservations 
several days in advance. 

We can not too strongly urge all firms engaged in 
the sheet metal business in Indiana to arrange to at- 
tend this organization meeting. It means much to 
our trade. Every other trade, business and profession 
is organized, locally and nationally. Sheet metal is an 
important industry, and there is no reason why our 
trade should not have a strong organization in our 
own State. 

We, therefore, sincerely trust that you will be pres 
ent, but if unable to attend, some expression from you 
regarding the movement will be appreciated. If you 
feel so disposed, identify yourself by signing the Mem 
bership Application. 

Communications can be sent to Edwin L. Seabrook, 
Secretary National Association of Sheet Metal Con 
tractors, 261 South Fourth Street, Philadelphia, Penn 
sylvania. 

ai ooo : 
ZINC SHEATHING IS AN ECONOMY. 


Sheet metal contractors will be interested in a state 
ment in a bulletin of the American Zinc Institute that 
there is developing a demand for zinc for sheathing 
buildings. It declares that if zinc sheathing is applied 
direct to the studding and no lumber used for sheath 
ing, a very respectable saving can be made in both 
cost of material and cost of construction, as zing 
sheathing costs much less than lumber and can_ be 
placed on a building in much less time than either 
lumber or building paper. 

Figured from another angle, zinc sheathing costs 
only slightly more than building paper, but pays a big 
dividend in the saving of coal and doctor bills. Where 
zinc is used houses do not have to be redecorated half 
so often; they stay clean longer between dustings ; 
the paper stays on the walls and plaster does not fall 
off on account of the keys giving way due to moisture, 
and then, after the zinc has outlasted other building 


materials, it will have a worth-while salvage value 
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OCCUPY TIME TRANSACTING BUSINESS 
OF IMPORTANCE. 


From the minutes of the meeting of the Master 
Sheet Metai Contractors’ Association of Milwaukee, 
Wisconsin, held February 4, 1920, it can be seen that 
this organization spends no time in dickering. Here- 
with is attached the minutes of that meeting which 
show the large amount of business transacted: 

The meeting was called to order by President Oscar 
A. Hoffman. 

The minutes of the previous meeting were read and 
approved. 

The register disclosed that nineteen members were 
in attendance. 

The monthly report of the National Secretary was 
An interesting com- 

President of the 


read and ordered placed on file. 
munication from L. Luckhardt, 
Pittsburgh Association, in reference to overhead ex- 
pense was received and placed on file. 

The Treasurer’s report was submitted and with the 
collection of dues and paying of bills leaves a balance 
of $164.54 in the Treasury. 

Representatives of the Milwaukee Corrugating 
Company were present and assured the Association 
that they would not enter into any competition with 
the sheet metal contractors in Milwaukee County. 

The question regarding the banquet for the State 
Association was brought before the association and 
was decided to take a voluntary collection to defray 
the expenses of said banquet. 

C. W. Pansch of the Racine Association was pres- 
ent and gave a very interesting talk on the labor and 
material conditions in Racine. He also mentioned that 
they expect to have a very busy year in the building 
line. 

After various other subjects were brought forth 
and discussions pro and con, it was finally moved to 
adjourn, which followed at 10:30 p. m. 

Respectfully submitted, 

_ Epwarp HorrMann, Secretary, 
Milwaukee Master Sheet Metal Contractors’ 
Association. 
oon 
ASKS HOW TO MAKE SEAMS TO HOLD 
AGAINST FREEZING AND THAWING. 

To AMERICAN ARTISAN AND HARDWARE RECORD: 

| am sending you, herewith, a sketch showing the 
work from which [| desire suggestions as to making 
seams in such a manner as to prevent them from leak- 
ing when it freezes and thaws. 

The eaves are seven feet high and can not come 
much The eaves on the adjoining building, 
which is a garage already finished, are now level. The 
people for whom the work is to be done do not want 
the roof of the garage changed. 

[ want to know how to put in a gutter where the 
two roofs come together. 


lower. 


The roof already in place 
is made of galvanized iron with standing seams. The 
garage has a large brick front and a cement block 
wall. This wall is to be used as a partition against 
which the addition is to be constructed. 

The owner does not want a square gutter. He says 


it can run both ways, but that if it is built in one 
direction it is best to have the slant toward the front. 
He wants it so constructed that the water will not back 
up and leak. 

I feel sure that among your readers there are many 
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Sketch of Gutter and Roof With Standing Seam. 


who have had similar problems to solve and that some 
of them will be kind enough to give me the benefit of 
their experience. 
Yours truly, 
N. TRUMBULL. 
Williamston, Michigan, February 9, 1920. 


+ 





HAS ADJUSTMENTS FOR SINGLE GEAR. 


In the illustration herewith is shown the rear view 
of the 50-Inch Forming Roll manufactured by 
Bertsch and Company, Cambridge City, Indiana. This 
machine can be changed very quickly to operate single 
geared for rapid work, if desired, when forming light 
sheets. A quick adjust- 
ing device for the rear 
roll, consisting of 
sprocket wheels and a 
chain, permits 
ing both ends at the 
same time, or either end 
independently. The prin- 
cipal feature in the de- 
vice depicted herewith is the automatic hinge for re- 
moving formed sheets. The hinge is counterbalanced, 
and when opened raises the top roll automatically. It 
also lowers the bottom feed roll at the opposite end. 
This permits the operator to remove the formed 
sheets rapidly without changing his position at the 
machine. The rolls on the 50-Inch Forming Roi! are 
forged steel. The frame and gears are made of extra 
strong semi-steel. A through crankshaft is provided 
to operate from either end. These machines are fur- 


adjust- 





50 Inch Forming Roll, Made by 
Bertsch and Company, Cam- 
bridge City, Indiana. 


, 
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nished with plain or friction pulleys for reverse mo- 
tion, as desired. Bertsch and Company makes Form- 
ing Rolls in all standard sizes. The opening device on 
these machines is patented by this company. In every 
detail the Forming Rolls are carefully constructed and 
will wear a long time. Sheet metal contractors desir- 
ing information on the complete line of these ma- 
chines should write to Bertsch and Company, Cam- 
bridge City, Indiana. 
oo , 


DECLARES AMERICAN ARTISAN IS A TIP 
TOP TRADE JOURNAL. 


To AMERICAN ARTISAN AND HARDWARE REcoRD: 
Enclosed find check for $2.00 to carry me another 
year on your list. The AMERICAN ARTISAN is a tip top 
trade journal for tinners and hardware men. 
Yours truly, 
Joun WErss. 
l’reston, Minnesota, February 9, 1920. 
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ADVERTISING MAINTAINS QUALITY. 


Advertisers and public are both benefited by good 
advertising of a first-class product, no matter whether 
it is a good play, good clothes, or good hardware. The 
better the product is advertised, the more people there 
are who get the benefit. And the quicker they get it. 

This statement is a mere commonplace, and its 
truth is generally understood. But when you follow 
out this principle to its conclusion you come across 
some facts and results which fairly surprise you. 

One thing you find which is not so generally under- 
stood is that few advertised goods yield enough mar- 
gin from the first sales to pay for the cost of advertis- 
ing, and that the advertiser usually depends upon re- 
peated sales to get his money back and pay him a 
profit. 

This is the reason why the quality of a well-adver- 
tised product cannot be lowered except at a great risk 
to the business. 

You sometimes hear the remark made about some 
well-advertised product, “O, it’s all right now. But as 
soon as they get their reputation made through ad- 
vertising they'll let the quality down.” 

There couldn’t be a greater mistake as applied to 
any business concern which understands the first prin- 
ciples of successful advertising. 

So long as a manufacturer puts out his goods with- 
cut his name or brand on them, he can become a little 
careless about their quality, and suffer only in a limited 
degree. Some jobbers and dealers may know that his 
goods are not up to standard, and stop buying from 
him for a while. But there are sure to be some who 
will handle his product anyway, and if he brings it 
back to standard again he can create a new confidence 
among his old friends by explaining away his tempor- 
ary fall from grace. 

Sut when he has made his goods known by name 
or brand to the consuming public through advertising, 
he has “burned his bridges behind him”; he has com- 
mitted himself to a certain standard of quality which 
he cannot lower except at his peril. Any temporary 
slip will have an effect that may never be overcome. 


When the average consumer comes across just one 
package of “Jones’ Brand,” or the “Elephant Brand,” 
which is not up to the standard, he is likely to fight shy 
of that particular name or brand forever after. He 
warns his friends against it, and they in turn warn 
theirs. It’s an endless chain of trouble. And the 
Lusiness may be ruined by one day’s defective output, 
all because the product was so well advertised that 
the public knows just what name and what brand to 
avoid, 

experienced advertisers know this danger. They 
know that when they have spent thousands of dollars 
in making their product familiar to the consuming 
public they have given a “hostage to fortune,” as the 
saying is, and they have got to “make good” for their 
own preservation. 

This is one of the strongest guarantees of high qual- 
ity in advertised products. In fact, if anyone should 
ask you why you prefer to buy advertised goods, one 
of the best and most logical answers would be, 
cause they are advertised !” 

Another surprise you get in looking for the first 
time “Behind the scenes” of a big advertising success 
is the fact that successful advertising of a product 
reduces ils cost to the consumer. 


“DBe- 


This sounds like a paradox, right on top of the state- 
ment that an advertiser seldom gets his money back on 
the early sales of his product. But it is perfectly 
simple when you come to look into. it. And you can 
write it down as a good business axiom that the better 
a product is advertised the bigger the value which 
can be put into it for the price. 

The reason is that successful advertising where a 
product has merit creates big sales when that merit 
becomes known. This results in quality production 
which gives the advertiser all kinds of advantages. 

You often hear the question regarding some liberally 
advertised product, “Who pays for the advertising ?” 

This is one of the silliest questions ever propounded 
You pay for the advertising, of course, if you buy the 
goods, and if they are successfully advertised you pay 
less for the manufacturing cost and less for the selling 
cost than if they were never advertised. 

Suppose a carriage driver charges a dollar to take 
you over a certain route, but will take you with ten 
friends for five dollars—you are all glad to combine 
and save half a dollar apiece. You don’t exclaim, 
“ive dollars!’ Who pays the fare?” 

That is the magic of successful advertising. It 
promotes a better quality of goods at a reduced cost 
both for making and for selling. It enables the ad- 
vertiser to prosper on a smaller margin of profit. /t 
enables you to know what you are buying, and to 
secure a good and uniform value for your money. 

This is your good reason for preferring advertised 
goods whenever you can get them. 

The big buyer has the pick of the market. He can 
command choicer materials than small buyers get for 
the money. 


and labor-saving equipment which insure the proper 


same He can adopt improved methods 
handling and uniform quality of his product, and at 
the same time cut down the cost of producing it. 

~*- 


Industry is the foundation of civilization. 
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CONCENTRATES ON GOOD SERVICE. 


Conscientious service has gained more business than 
any other known effort. The confidence of a cus- 
tomer, gained by efficient dealing, is an asset which 
can not be substituted. To gain the good will of the 
trade a manufacturer or distributor must take into 
account all the angles attendant to the satisfaction of 
a purchaser. The goods must be of high quality ; they 
niust be supplied promptly. Many other small de- 


tails which would be too tiresome to enumerate are © 


necessary on the part of the seller. Basing its busi- 
ness transactions to a great extent upon the satisfac- 
tion of its customers, The W. J. Burton Company, 
Detroit, Michigan, strives in every way to gain the 
good will and confidence of its trade. This company 
manufactures skylights, fireproof window, East Lake 
Metal Shingles. In all details its goods are accurately 
made. The selection of the metal used in the con- 
struction of the products named herewith by The W. 
J. Burton Company is carefully made. The extensive 
experience of this company guides it in the manufac- 
ture of those products which require skilled workman- 
ship. It employs machinery of the latest type. Spe- 
cifications are strictly complied with, and all small 
matters are taken into consideration. An interesting 
catalogue containing prices and descriptions of the 
goods produced by The W. J. Burton Company, Junc- 
tion Avenue and Federal Street, Detroit, Michigan, 
can be obtained by writing to that company. 





WANTS CATALOGUES AND PRICES. 


Having just opened a tin shop in South Bend, In- 
diana, Cecil Yates wishes to obtain catalogues and 
price lists of equipment and supplies. He has had 
much experience in the trade and possesses the requi- 
site business ability to justify the belief that he will 
succeed in his enterprise. His address is: Cecil Yates, 
2513 Michigan Avenue, South Bend, Indiana. 
~eoo 


INCREASES THE USES OF SOLDER. 








The Allen Soldering Stick, manufactured by the L. 
B. Allen Company, Incorporated, Chicago, Illinois, 
will make solder flow on any metal in any climate, de- 
es) clare the makers. It makes a quick, 
lasting and perfect joint. Because 
of its composition, it is clean to 

handle. No acids are used in its 

Chicago, iiingis, manufacture. Likewise, there are no 

ingredients employed which give it an obnoxious smell. 
According to the manufacturers, this product can be 
used to the last particle. Application is simple. The 
stick is rubbed on the heated joint. When the solder is 
applied after Allen’s Soldering Stick has been rubbed 
over the spot to be soldered, declare the manufacturers, 
the solder will adhere firmly and make a perfect joint 
without in any way corroding the wire or affecting the 
insulation. Beside the commendable product illus- 





The Allen Solder- 
ing Stick, Made 
by the L. B. Allen 
Company, In- 


trated herewith, this company manufactures soldering 
paste, soldering liquid, soldering salts, etc. Details 
can be obtained from the L. B. Allen Company, Incor- 
porated, 4555 


North Lincoln Street, Chicago, Illinois. 


WITHSTANDS CORROSIVE ELEMENTS. 





The demand for articles and products of quality is 
being accentuated. Speed in industry at times re- 
sults in lack of quality in the goods produced. How- 
ever, as time goes on the fallacy of purchasing prod- 
ucts whose durability is uncertain is being avoided 
Customers demand the best in all lines. Especially, in 
the building industry, where wear and strength count 
for much, is the specification for goods of strength 
and quality becoming pronounced. Either for new 
or repair work, for eaves trough, conductor pipe, 
roofing, siding, tanks and every severe sheet metal 
service, a metal of high grade is demanded. The 
Stark Rolling Mill Company, Department 2, Canton, 
Ohio, declares that it can meet the requirements of 
the times for sheet metals of quality and durability. 
Toncan Metal, manufactured by this company, is said 
to resist corrosion. A uniform quality is maintained 
throughout in the production of this metal. In Ton- 
can Metal is furnished a ferrous metal in sheet form, 
and with all the virtues of the ancient products, plus 
the strength, ductility, and general workability of 
modern sheets. Toncan Metal resists the acid test 
because of its purity, homogeneity, proper heat treat- 
ment and the care used in every process of its manu- 
facture and not because additional ingredients have 
been added to secure just one result, namely, resist- 
ance to the acid test. The material used in the manu- 
fature of Toncan Metal is employed only after 
exhaustive tests, investigations and research. A book- 
let of unusual interest on Corrosion and the resistance 
to it of Toncan Metal can be obtained by writing to 
The Stark Rolling Mill Company, Department 2, Can- 
ton, Ohio. 


——— —* 
> 


SUPPLIES TINNERS’ EVERY NEED. 





To know of a source where an artisan can obtain 
any article which he needs in his business is a good 
piece of information. When a particular product or 
machine is required there is no need, then, for scour- 
ing a number of catalogues or inquiring of others 
where that product can be obtained. Such a source is 
Irederick J. Knoedler, 68 North Second Street, Phil- 
adelphia, Pennsylvania. Everything the tinner and 
sheet metal worker needs, can be supplied by him 
From sheet metal power machines down to regular 
stock requirements such as galvanized and_ black 
sheets, roofing tin, sheet copper, bright tin, rivets. 
bolts and solder, can be procured from Frederick J. 
Knoedler. The quality of any of the products ob- 
tained from him is said to be of the best. In the 
stock of this manufacturer and dealer will be found 
the latest kinds of small tools which are labor, time, 
and money savers. In short, no matter what you want 
in sheet metal and supplies Frederick J. Knoedler has 
it. A complete set of interesting circulars issued by 


Frederick J. Knoelder, 68 North Second Street, Phil- 


adelphia, Pennsylvania, can be obtained by writing 


to him inquiring for them. 
—~e<- 


Many a girl with teeth like pearls is as stupid as an 
oyster. 
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MANUFACTURES SHEET METAL 
PRODUCTS IN MODEL PLANT. 


The factory of the Northern Corrugating Company, 
Green Bay, Wisconsin, affords a study of efficient 
production by the aid of modern facilities. This com- 
pany’s plant contains up-to-date devices, some of 
which can not be found in any other shop. It is a 
concrete, fireproof construction, 100x100 feet, two 
stories and basement. Having 30,000 feet of floor 
space and being equipped with steel frame sash win- 
dows, which give the factory a maxi- 
mum amount of light, the new plant is 
a model building for efficient production. 
It is completely equipped with freight 
elevators, automatic scales, and motor 
driven heating plant. A railroad siding 
with the most modern loading and un- 
loading devices runs alongside of the 
new factory. Two hundred skilled work- 
men are employed. The Northern Cor- 
rugating Company contemplates dupli- 
cating its newly-built plant because of 
its rapidly increasing business. 

To trace the rapid progress of the 
Northern’ Corrugating Company would 
show the benefit of conscientious service 
in increasing business. The old Fox 
River Cornice Company, from which 
evolved the Northern Corrugating Company, was 
started in Green Bay eight years ago by H. W. Kreu- 
It was located at 227 Pine Street and was dis- 
After one year and a half 


ger. 
tinctly a home industry. 
at this location the company moved to larger quar- 
ters and increased its scope of activities. At this time 
J. C. and A. G. Kreuger became identified with the 
concern. 

In November, 1918, the amount of business had so 
increased that further expansion was necessary in 
order to satisfy the trade. A new corporation was, 
therefore, formed-with P. F. Flagge and A. M. Smith 
of Milwaukee, under.the mame of the Northern Cor- 
rugating Company. Since that time H. W. Kruger 
has been president; P. F. Flagge, vice-president; A. 
M. Smith, secretary and assistant treasurer, and J 
C. Kreuger, treasurer. Mr. H. W. Kreuger, who has 
had twenty years of experience in the sheet metal 
manufacturing business, is general manager. Mr. 
Flagge is an expert machine designer and has origi- 
nated many machines used in the manufacturing of 
the sheet metal specialties now made by the Northern 
Mr. Smith has charge of the 
His former experience 


Corrugating Company. 
office and sales department. 
and natural ability fits him for the position which he 
fills satisfactorily. The technical details of the fac- 
tory and the direct charge of the furnace work is 
under the supervision of Mr. H. W. Kreuger. 

The modern construction of the entire plant and 
the machinery employed enables the Northern Corru- 
gating Company to manufacture products of high 
quality. It has patented a good many features on 
sheet metal goods. Its workmanship is of an un- 
usually skilled type and every detail of the work is 


Properly done. Shipments are promptly made _ be- 





69 
cause of the up-to-date transportation facilities at 
hand. In short, every effort is exercised in the mak- 
ing of the sheet metal specialties with a view of em- 
bodying the best features, such as good metal, high 
class workmanship, patented details, and other vitally 
necessary details in order to produce articles which 
will give the best service. 

Among the sheet metal goods manufactured by the 
Northern Corrugating Company are the following: 
Eaves troughs, miters, hangers, end caps, conductor 
strainers, hooks, 


cut-offs, conductor 


pipe, elbows, 





The Northern Corrugating Company’s Plant, Green Bay, Wisconsin. 


hooks of 


various 














DOUBLE SEAM.) |. ; idge r 
p or kind s, ridge roll, 
globe finials, corner 


beads, building cor- 
ners, continuous hips, 
stocks, tanks, black 
sheets, prepared roof- 
ing, corrugated roof- 
ing, roll 
roofing, standing, 
steam roofing, etc. 


galvanized 


Globe 
Northern Corrugating Company, In the 
Green Bay, Wisconsin. 


‘““Norcor” Finial, Made by the 


illustration 

herewith is shown the 
“Norcor” Double Seam, Solderless Globe Finial. It is 
said that this globe finial will withstand the severity 
of weather without the ball falling off. No solder is 
used to join the globe to the 
other part of the finial. It is 
made to fit round or triang 
ular ridging. 

In the accompanying illus 
tration is depicted an Inside 
“Norcor’” Metal Corner, made 
by the Northern Corrugating 
Company. These corners are 
made in both inside and out 
When “Nor 
Metal Corners are used 


side patterns. 
cor” 
it is not necessary to miter the 
siding as they cover the ends 
of the siding and give the 
building corners a neat ap- 
Being packed in 





‘‘Norcor’’ Outside Metal 
Corner, Made by the 
Northern Corrugating 
Company, Green Bay, 

Wisconsin. 


pearance. 
a waterproof fiber carton, 
“Norcor’ Metal Corners are 
always delivered in good condition. 


The reputation now held by the Northern Corrugat 
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ing Company has been gained largely through the good 
service that it has given, plus the high quality of its 
goods, and the perseverance of the officers to excel in 
manufacturing processes. Sheet metal contractors 
who desire further information pertaining to the spe- 
cialties manufactured by the Northern Corrugating 
Company, Green Bay, Wisconsin, should write to that 
company inquiring for its literature. ; 





-7-eo, 


ADVERTISING AROUSES DESIRE TO 
POSSESS GOODS FOR SALE. 





The first function of advertising is to arouse this 
desire to possess the thing offered for sale; the 
second function to break down the resistance that 
must be overcome before the buyer will part with the 
number of dollars which must be given in exchange 
for it; the third function to create in the purchaser 
so strong a preference for the particular make of 
article advertised that when the last remnant of re- 
sistance crumbles away and he stands with the pur- 
chase price ready in his hand he cannot be induced 
to buy.some other article similar to that which first 
awakened his desire, but of another make. 

ee ee 
NOTES AND QUERIES. 


Thumb Screws and Machine Screws. 
From Walter G. Herman, 509 East Chestnut Street, Bloom- 
ington, Illinois. 

Kindly advise who manufactures thumb screws and 
imachine screws. 

Ans.—Corbin Corporation, 
Connecticut, and Chicago Screw Company, 13 North 
Jefferson Street, Chicago, Illinois. - 

Manufacturers of Lock Nuts. 


From Walter G. Herman, 509 East Chestnut Street, Bloom- 
ington, Illinois. 


lease advise where I can purchase common square 


Screw New Britain, 


lock nuts, 

Ans.—American Lock Nut Company, 10600 Corliss 
Avenue, Chicago, Illinois; Quadriga Manufacturing 
and Specialty Company, 213 West Grand Avenue. 
Chicago, Illinois, and Patterson Lock Nut Manufac- 
turing Company, 14 East Jackson Street, Chicago, 
Illinois. 

Sheet Metal Stamping. 


From Walter G, Herman, 509 East Chestnut, Street, Bloom- 
ington, Illinois. 


Will you kindly advise who does sheet metal stamp- 
ing! 

Ans.—Atlantic Stamping Company, Rochester, 
New York; Buhl Stamping Company, Detroit, Mich- 
igan; George W. Diener Manufacturing Company, 
400 Monticello Avenue, Chicago, Illinois; Stuber and 
Kuck Company, Peoria, Illinois; The Cassady Fair- 
bank Manufacturing Company, 6126 South LaSalle 
Street, Chicago, Illinois; Hoeft and Company, Incor- 
porated, 1600 West Kinzie Street, Chicago, Illinois; 
Reliance Die and Stamping Company’? so7 North 
LaSalle Street, Chicago, Illinois; H. G. Sall Company, 
4410 Ravenswood Avenue, Chicago, Illinois. 

Drop-Forgings and Drop-Forge Tools. 


From Walter G. Herman, 508 East Chestnut Street Bloom- 
ington, Iinois. ; 


| would like to know who makes drop-forgings and 
drop-forged tools. 


14, 1920. 


Ans.—J. H. Williams and Company, 31 South 
Clinton Street, Chicago, Illinois; Western Tool and 
Manufacturing Company, Springfield, Ohio; The 
Columbus Forge and [ron Company, Columbus, Ohio ; 
Whitman and Barnes Manufacturing Company, 565 
West Washington Street, Chicago, Illinois. 

Eagle Ornaments. 
From George Meyer, Van Dyne, Wisconsin. 

Can you inform me who manufactures eagle orna- 
ments 7 

Ans.—Gerock Brothers Manufacturing Company, 
1227 South Vandeventer Avenue, St. Louis, Missouri, 
and Friedley Voshardt Company, 733 South Halsted 
Street, Chicago, Illinois. 

Kerosene Oil Burners. 
From R. E. Wilson, Casey, Illinois. 

Where can kerosene oil burners be purchased that 
burn without a chimney ? 

Ans.—Clayton and Lambert Manufacturing Com- 
pany, 205 Piquette Avenue, East Detroit, Michigan: 
Ashton Manufacturing Company, 184 Emmet Street, 
Newark, New Jersey, and E. Miller and Company, 
Meriden, Connecticut. 

Steel Lockers. 
From A. W. Simpson, Ida Grove, lowa. 

Kindly advise where I can buy steel lockers size 
18x24x42 inches. 

Ans.—Berger Manufacturing Gompany, 
Market Street, Chicago, Illinois; Edwards 
turing Company, 545 [Eggleston Avenue, Cincinnati, 
Ohio; Fred Medart Manufacturing Company, St. 
louis, Missouri. 

Steel and Iron Manufacturers. 
From Beuret Heating Company, Auburn, Indiana. 

We would like to know the names of firms who do 
light manufacturing in steel and iron. We would like 
to have some automatic humidifiers made. 

Ans.—Guaranty Iron and_ Steel 
West Lake Street, Chicago, Illinois ; Continental Iron 
and Steel Company, 220 South State Street, Chicago, 
Illinois ; Pittsburgh Steel Company, Pittsburgh, Penn- 
sylvania; The Highland Steel and Iron Company, 
West 123d and South Ashland Avenue, Chicago, IIli- 
nois; and the Brier Hill Steel Company, 232 South 
Michigan Avenue, Chicago, Illinois. 

From Julius Hauser, 1215 Fulton Avenue, Corner Maryland 
Street, Evansville, Indiana. 
[ would like to know where I can purchase all cop- 


20 North 
Manufac- 


Company, 2847 


per wash boilers, all sizes. 

Ans.—E. B. Badger and Sons Company, 75 [Pitts 
Street, National Enameling 
and Stamping Company, 411 Fifth Avenue, New York 
City; and Lalance and Grosjean Manufacturing Com- 
pany, 299 Broadway, New York City. 

Ideal Lawn Mower Grinding Machine. 
E. S. Parr, Winnetka, Illinois. 

1. Please inform me who makes the Ideal lawn 
mower grinding machine. 2. 
other manufacturers of lawn mower grinding ma- 
chines. 

Ans.—1. Root-Heath 
Plymouth, Ohio. 2. 


3oston, Massachusetts: 


Irom 


Also give names 0! 


Manufacturing Company. 
National Machine and Stamp- 
Coldwell Lawn 
Mower Company, Newburgh, New York, and Cleve- 
land Osborn Manufacturing Company, 5405 [ast 
Hamilton Street, Cleveland, Ohio, make lawn mower 
grinding machines. 


ing Company, Detroit, Michigan; 
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NEW PATENTS. 
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1,329,059. Hinge. Alphonse M. Nickol and Charles T. 1,329,441. Washer. Zachariah A. Taylor, Riverside, Calif. 

Schein, Batesville, Ind. Filed Dec. 14, 1917. Filed Nov. 29, 1918. 
1,529,096. Gas-Burner. Harry A. Robinson, Mansfield, 1,329,458. Spike-Puller. Vernon A. Cobb, Charleston, 

Ohio, assignor to The Eclipse Stove Company, Mansfield, W. Va. Filed Mar. 29, 1919. 
ee” as ; ‘ ay 47 sale ‘ - 

Ohio, a Corporation ot Ohio. Filed April 17, 1919. 1,329,462. Filter. Henry J. Frey, Palmyra, Mo. Filed 
1,329,102. Combined Rake and Hoe. Jozef Zip, Snow, July 30, 1918. 

J + ar 4 101¢ , 

N. D. Filed Mar. 4, 1919. 1,329,490. Stove Attachment. Lottie H. Worthington, 
1,329,121. Hose-Mender. Frederick Hachmann, St. Louis Pendleton, Ore. Filed Dec. 26, 1917. 

Mo., assignor of ong 4 David M. Hutchinson, l’ergu- 1,329,492. Metallic Fencepost. Howard Babcock, Stan- 

‘ 2 . 9 ° ° » 22 . 

son, Mo. Filed Jan. 20, 1919. , ford, Mont., assignor of one-fifth to George Honetchlager, 
1,329,133. Can- Opener. Eugene O. Murmann, Glendale, Stanford, Mont. Filed Dec, 30, 1916. 

Calif., Filed Jan. 27, 1919. 1,329,586. Pie-Edge Trimmer. Hippolyte Dragon, San 
1,329,155. Pliers. Solomon E. Aaron, Boston, Mass.  [rancisco, Calif. Viled Aug. 5, 1919. 

File ie ? O17 “ ° 

Filed Feb. 13, 1917. 1,329,596. Chimney-Cleaner. Herman lWarbort, Madi- 
1,329,161. Wrench. Robert J. Colson, St. Louis, Mo, son, Wis. Filed Apr. 17, 1919. 

Filed Dec. 10, 1918. 1,529,602. Vise. John E. Hultherg, Warren, Pa. Filed 
1,329,172. Spoon. Marcus Gluck, New York, N. Y. Dee. 12, 1918. 

ile J tf a ° . ’ ’ 

Filed Apr. 8, 1919. 1,329,707. Combination-Tool Ebbe J. Hansen, Los 
1,329,176. Lawn - Edge Trimmer. Henry Haugen, \ngeles, Calif. Tiled Jan. 7, 1918. 

Stoughton, Wis. Filed July 7, 1917. 1,329,708. Safety Device for Circular Saws. Hiram T. 
1,329,186. Broom-Holder. Samuel C. Kindig, Baltimore, Heath and Leon W. Hall, Concord, N. H. Filed Oct. 28, 

: : 2 anne : 2 : OG 
Md., assignor of one-half to William C. Ludwig, Baltimore, 1916, 
Md. Filed May 28, 1919. 1,329,740. Extension for Ladder-Legs Frederick H. 
Barron, Entiat, Wash. Filed May 6, 1918. 


1,329.203. Handle Attachment. Arthur Parry, Port Or- 
chard, Wash. Filed Oct. 23, 1919. i“ 


1,329,226. Wire-Straightening Tool. Frank L. Cervenka, BUSINESS DEPENDS ON RETAILERS. 


Granger, Tex. Filed July 17, 1918. - ™ 


1,329,248. Closure for Milk-Bottles. Francis C. Larkin, People are quick to see the need for increased pro- 
Rutherford, N. J. Filed June 30, 1919. duction, but slow to perceive the need for efficient 
1,329,268. Pipe-Clip and Method of Forming Same. Law- distribution. The whole question of marketing is the 


rence H. Dieckelmann and John Kuchler, Milwaukee, Wis. 
Filed Mar. 5, 1919. 

1,329,427. Combination Screen and Storm Door. Martin 
H. Otto, Minneapolis, Minn., assignor to Wabash Screen 
Door Co., Minneapolis, Minn. Filed June 7. 1918 prosperity. 


most important. Demand must be satisfied, and new 


demand created. Push your sales. You not only in- 


duce individual prosperity, you help create national 
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INSUFFICIENCY OF TRANSPORTATION IS 
NOW THE CHIEF DIFFICULTY IN 
THE STEEL INDUSTRY. 


Complaint is being voiced by all the steel mills in 
the Pittsburgh district as well as in other centers of 
the industry that not enough cars are available for 
delivery of finished products. The difficulty is further 
complicated by a shortage of coal due to the same in- 
sufficiency of transportation facilities. With produc- 
tion cut down again by these factors as well as smaller 
influences, such as the recent spread of influenza 
among the steel workers, the consuming trade is still 
actively inquiring for stocks. In fact, the demand is, 
if anything, heavier than it has been, and while few 
of the mills are accepting business further ahead than 
the middle of the current year, some of the inquiries 
call for delivery throughout 1920. Most of these in- 
(uiries are going begging as the producers do not care 
to tie themselves up any further because of the ex- 
tremely uncertain outlook for both production and 
production costs. 

Naturally consumers are all the more anxious to 
place business because of the shortage and as usual 
substantial premiums are being offered as bait but 
even this method is not attaining a great measure of 
success as business already booked by the independents 
has been placed with premiums while the leading pro- 
ducer is not accepting either premiums or business, 
save from old customers, and even this business is 
being taken on a reduced scale. 

An important announcement was that of the Navy 
Department made in Washington at the end of the 
week concerning the sale of about 16,000 tons of navy- 
owned steel. It consists of every variety of steel used 
in manufacturing, building bridges, automobiles and 
shipbuilding, including sheets, black and galvanized, 
light and heavy gauges; plates, black and high-tensile, 
irom quarter inch thick and heavier ; structural shapes, 
including angles, channels, [-beams, Z-bars and H- 
bars, black, galvanized and high-tensile; forging bil- 
steel and 3 per cent nickel steel; forging 
steel and 3 per cent nickel steel, and bars, 
cold-rolled and medium steel, in rounds, squares, hexa- 
gons and flats. 


lets, carbon 
bars, carbon 


The greater part of this material is at East coast 
navy yards and at naval station, New Orleans, Louisi- 
ana, and naval training station, Great Lakes, Illinois. 

Sale will be held February 26 at the Navy De- 
partment in Pittsburgh. 


_ 


STEEL. 

The question of prices still agitates the steel market. 
The leading interest continues its adherence to the 
March 21, 19,9, or Industrial Board price schedule 
and has not changed its policy despite the advance in 





wages. A prominent independent has reverted to the 
january ist schedule, but makes an exception of nails. 
Another large independent regards as proper the prices 
ruling last August plus $7 a ton, which makes January 
Ist prices on everything but nails, and puts nails at 
$3.85 a keg, as the independents had advanced wire 
products $5 a ton in June and July, balancing the In- 
dustrial Board reduction. 

These two chief independents make together with 
the leading interest, a trifle more than 50 per cent of 
the total steel output. The two independents are fully 
in accord with the general theory of price stabilization 
of the leading interest but are unwilling to accept the 
details, insisting that it is proper to make some ad- 
vances because costs have advanced very considerably. 
They admit that it is unfortunate that no showing 
can be made of costs having decreased in the 15 
months since the armistice, and possibly hold the view 
that is held by a great many, that costs are not going 
to come down until the country has passed through a 
spell of “hard times’—by no means a long spell, it 
should be understood, because practically everybody 
is living up to the limit in expenditures at present. 

Demand from all sources continues very active and 
the smaller companies are paying little attention to 
the old price schedule as the heavy premiums being 
offered at the present time for deliveries of any kind 
of steel are too tempting to turn down. 

COPPER. 

While an increase in the number of inquiries was 
reported at the beginning of the week in the copper 
inarket, actual business was dull and only small ton- 
nage was changing hands. The undertone, though 
was slightly firmer, as less underselling was noted by 
second hands. 

Domestic consumers have shown very little interest 
in the market since the first of February, having cov- 
ered their requirements quite freely for shipment over 
the next three or four months. In some cases large 
melters have purchased enough copper to meet their 
requirements until July, unless there is an unexpected 
increase in demand from railroads, power companies 
and electrical equipment manufacturers. Producers, 
however, have made small effort to sell, holding prices 
steady for shipment over the next three or four 
months. Neither large producers nor consumers have 
shown any special interest in third quarter position. 
up to the present time. Foreign consumers have not 
been represented in the market to any important ex- 
tent since the middle of January, the heavy market 
for foreign exchange being a deterrent factor. 


TIN. 
The domestic market for tin is irregular and aga.n 
subject to a wider range of fluctuations. The London 
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market was watched with interest and a slightly firmer 
tone in standard warrants combined with the higher 
rate of sterling exchange induced domestic sellers to 
raise their asking price. 


LEAD. 

lor the eighteenth consecutive time since May 16, 
igig, the leading interest has again advanced prices. 
[t is to be noted that the advances have all been frac- 
tional, %4-cent or less each time, and caused by the 
steady pressure of demand as against the diminished 
output of last year. The recent acute conditions have 
doubtless been to some extent foreseen by the princi- 
pal producers, so that their course has been conserva- 
tive and apparently influenced by a desire to avoid 
violent and dislocating changes so far as possible. 

As regards immediate conditions there seems to be 
but little prompt lead offering, and there is an active 
inquiry for February and March. Some producers 
that have not been offering lead for some time, indi- 
cate ability to accept orders for a limited amount for 
prompt but are indisposed to quote even March on 
account of the uncertain conditions of output. The 
labor scarcity makes them unwilling to engage freely 
for any forward positions. The output so far since 
the first of the year is reported by some producers as 
disappointing. 


SOLDER. 
A decrease of $1.00 per hundred pounds occurred 
last week in the Chicago solder market. The prices 
now in force are: Warranted, 50-50, per pound 38.50 


cents ; Commercial, 45-55, per pound 36.10 cents; and 
Plumbers’, 33.75 cents per pound. 


ZINC. 

Quite a good business was done with domestic con- 
sumers at the end of last week for February, March 
and April shipments, most of the selling having been 
done by producers. There is a good consuming de- 
mand again and sellers are disposed to ask slightly 
higher prices. 

Consumers are taking a greater interest in forward 
months and have placed contracts for April, May and 
June. Recently the producers were more eager to sell 
the later months than the early months, but the posi- 
tion is now reversed and futures are difficult to buy 
at any discount below the price for March. The mar- 
ket has been feeling the effects of light foreign busi- 
ness, due to the decline in exchange values. 


TIN PLATE. 

With the business backed up during the last quarter 
of 1919 decreasing at a slow rate, the tin plate situa- 
tion in early tonnages remain acute. Since early sup- 
plies still are urgently sought, it would be a simple 
matter, if they had the tonnages available, for manu- 
facturers to make sales at considerably above the 
Pittsburgh basic price. 


SHEETS. 
Milder and more open weather, however, is result- 
. ? © 
ing in a somewhat easier transportation situation and 


with a freer movement of sheet bars on old orders 
probable, it should be possible soon for sheetmakers to 
increase operations. Sheet bars obtained by the lead- 
ing interest in the west are beginning to arrive more 
freely at some of its Ohio valley plants. The lack of 
cars for the shipment of finished material is the real 
obstacle both to larger mill operations and to relief 
in the shortage of early material. Bids of high pre- 
mium have been made for one-pass black sheets for 
prompt shipment and the belief is so strong that high 
prices will continue for some time that relatively as 
attractive prices are being offered on blue annealed 
and galvanized. 


OLD METALS. 


Wholesale quotations in the Chicago district which 


may be considered nominal are as follows: Old steel 


axles, $33.00 to $35.00; old iron axles, $35.00 to 
$36.00 ; steel springs, $25.50 to $26.50; No. 1 wrought 
iron, $27.00 to $28.00; No. 1 cast, $38.00 to $39.00, 
all net tons. Prices for non-ferrous metals are as fol- 
lows, per pound: Light copper, 141% cents ; light brass, 


g'% cents; lead, 5% cents; zine, 5% cents; cast alu- 
minum, 24% cents. 
PIG IRON. 


The pig iron market remains active and pending in- 
quiry is far in excess of production. As furnaces are 
set back in their activity by the severe wintry weather 
and ensuing coke and car shortage, the outlook for 
an early betterment is not promising, but is for a con- 


The 
Fur- 


tinued shortage of the principal grades of iron. 
worst shortage m supply is noted in basic iron. 
naces are being besieged with inquiries for this grade, 
which they are turning away in most cases, as they 
have no iron for sale over the balance of the year. 

The current market report of Rogers, Brown and 
Company, Cincinnati, Ohio, says that the extraordi- 
nary activity of the last half of January wound up with 
moderate sales of pig iron during the past week. In- 
quiry subsided somewhat, so far as large tonnages are 
concerned, probably due to some furnaces withdrawing 
from the market, although good business resulted, with 
a number of inquiries still unsatisfied. There still 
seems to be considerable interest in small lots for early 
shipment to help out where furnaces are unable to 
deliver, due to the continued scarcity of coke and cars 
in which to load the iron. 

loundries report opportunities to make castings are 
very numerous and they seem assured of maximum 
production for months to come. The snow storms in 
the East interfered with the delivery of raw materials, 
and the urgency of requisitions and futile efforts to 
trace shipments have occupied consumers more than 
the purchase of further raw materials. 

There was not a great deal of buying in the ferro 
alloy line, but this is really due to the fact that the 
principal alloy, ferro manganese, is virtually unobtain- 
able for shipment prior to July. Most of the inquiry 
has been for that shipment, although a round tonnage 
was inquired for and purchased for shipment during 
the last half. There was @nly moderate inquiry for 


silvery irons. 
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Current Hardware and Metal Prices. 
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METALS. LEAD AUGERS 
TE cnccenaettcendoes 93 
BPs cccccccccceecescoccecosss 9 60 Boring Machine.......+.+++ cee e COB 
Sheet. FowialS..cccces enecsoecoecocsen 
Pull coile........ 100 Ibs. $11 50 Carpenter’s Nuh... .cccccececees +50 
PIG IRON. Cut coile........ = per 100 Ibs. 11 75 % 
Re aT $40 00 TIN. , = dos. 30 00 
Northern Fdy., No. 2... 40 50 pig tin naenoaninger 
Pouthere Pay. . No. 2.. > = aati meet pane. 68c Post Hole. 
Malleable.......... mie 41 00 Iwan’s Post Hole and Well..... 30% 
Vaughan's, 4 to 9-in.. .per doz.$14 00 
FIRST QUALITY BRIGHT HARDWALE. Ship. 
TIN PLATES. | Ford's, with or without screw, Net list 
| 
14n20.....112 esheets $14 15 AWLS. 
(antes one tus: i 6 05| a —s 
i cespeetensenan 3 70' Carpenters’. No. 3 Handled....... per doz. $0 65 
+= - SR 40 30| Plumbe........s2eeeevees .eeeNet No. 1050Handled.... “ 1 40 
aa weseressert ae | Shouldered, assorted 1 to 4, 
_—_ Dns aie idioma 2 40| Barton's. Net eee pergro. 4 00 
PobpeRAaaasun WO. cccccccccccccccccers : s 
— eeeaiaytspaptee 38 20 White's. eoccceceses eeoccceccoce Patent asst’d, 1 to 4. -* 85 
Sik cisuuuske ce 40 60 Railroad. iain 
i Plumbes. eeeeeee eee eee eeeeee Net Common ee iddicusai re 1 OS 
COKE PLATES, Patent.......... oe oS 1 00 
Cokes, 180 Ibs...... 20x28 $17 oe! AMMUNITION. 
Cokes, 200 Ibs... .. 20x28 18 00 Peg. 
Cokes, 214 lbs....... IC 20x28 18 40 Peters Cartridges. Shouldered.......... &% 1 60 
Cokes, BPO Be ccc IX 20x28 20 30° Semi-Smokeless........... Jem 19% ae 75 
PIES oc cccccccccecess Less 18% 


BLUE ANNEALED SHEETS. 





ie. 3 Ccocececesoes per Hr ie. $5 27 Loaded with ~ epee et No. 344 Goodell-Pratt, 
No. — aaiedetetes per 5 32 medium grades......... ess 15% List, less 35~ 
No. Se. per 100 Ibs. 5 37! Loaded wit Seneiatoas Powder. 4 ree ae = = 
ee per 100 lbs. 5 45 high grade............ Less 15% No.7 Stanley : 2 25 
ONE PASS COLD ROLLED K.' — 
BLAC l | me nang Repeater Grade. oo 13% AXES. 
Grade. 1 : : - , 
. per 100 a 08 $6 =| Bleck Powder ......-.... ‘Less 15 Z, First Quality, Single Bitted, 
+ aa ¢ as U.M.C ; 3 to 4 Ib camedaacad per doz. 15 50 
2 epee ES i roasez| Fitst Quality, Double Bitted, 
i Misbsiennndeeied per 100 lbs. 6 50 atin ee LORS | ttt ttt e te teeees per doz. 20 50 
No.29 +++ per 100 Ibs. 6 60) an Ae ORR 
jun Waas—per 1000. Broad. 
GALVANIZED. _— 
Winchester by A gauge.. 1087 B Plumbs, tog piiekies “ : ~ 
Ne. 16... cccceee .---per 10) Ibs. $7 25 vr eauge..  Piicnkecesend 9 
No. 18-20 «eeeeper 100lbs. 7 40 11-28 gauge... . 10&74% Firemen’s (handled), 
Me, 23-26....0000 per 1001b:. 7 55| Powder. Each} 020s per dos. 21 00 
a bong teens on ; o DuPont's Sporting, kegs.....$11 25 
Oo 27 cccccce coos per . “ 4kegs.... 3 10 
NO. 28.....+000000s per 100 Ibs. 8 00) puPont’s Canisters,1-Ib...... 56 |<. , . 
Re .ee+sper 100 Ibs. 8 50 © Gusiiem drome... 500 re Ce 
“ + % 22 00 re Prices 
» . MGS. . +00 Warren Silver Steel. . on applicatior. 
t-kegs.... 5 75 Warren Blue Finished. _ 


WELLSVILLE POLISHED STEEL. 


No, 18-20..........per 100 Ibs. $7 10 


No. 22-24......+ ..-per 100lbs. 7 20 
ry per 100lbs. 7 50 
Pls OP veccccconseed per 100lbs. 7 40 
Me. BBoccees re per 100lb<. 7 50 


KEYSTONE HAMMERED 
POLISHED STEEL. 


eerccccees ..-per 100 Ibs.$10 50 
avevenens +++-per 1001bs, 10 00 


BAR SOLDER. 
Warranted, 50-50... per 100 Ibs. 38 50 


Commercial, 45-55 ...... “* 3610 
PEs eanc0sescnes a 33 75 
ZINC, 
errs eocccccccooccce 808 
SHEET ZINC, 

Ri acictnbsabalerenie eooe 13 © 
Less than cask lots......... 13}-134c 


COPPER, 
Copper Sheet, base....... esesuna 29%c 


Shells, Loaded, Peters. 


j 
| 








Loaded with Black Powder. Less 15% 


“ 


canisters.. 1 
L. & e. 7 Extra Sporting ;, 
L. & 2 Ronen Extra Sporting 
4-kegs 
L. & R. Orange, Extra Sporting 
L. & R. Orange, Extra Sporting 
1 lb. canisters 
L. & R. Orange, Extra Sporting 
4 lb. canisters 
L. & R. Orange, Extra Sporting 
4-lb. canisters 
Hercules“E.C." and “Infallible’’ 
50 can drums 
Hercules “‘E. C.,”" kegs......... 
Hercules “E. C.,”" -kegs....... 
Hercules “Infallible,"” 25 can 
drums 


56 


32 


22 


43 
22 
11 


50 
50 
25 


22 00 


75 


25 
Hercules Lightning Rifle, 
canisters 


Hercules Sharpshooter 
canisters 


Hercules Unique Rifle, canisters | 


Hercules Bullseye Revolver, 
Gia iieseseeneacens 


25 


25 
50 


ANVILS. 
Solid Wrought........ 23 & 234 per lb. 


ASBESTOS. 


Board and Paper, upto we” 17c ood 
8c per lb. 


Thicker . 





Scratch. 
No. IS, socket hand’ld.per doz. 2 50 


Matchless Red Pole 


Double Bitted (without handles). 


Warren's Natl. Blue, 34 to 44 
Prices on application 


The above prices on axes of 3 to 4 lbs. 
are the base prices. 

BAGS, PAPER NAIL. 
Pounds..... 10 16 20 25 
Per 1,000....85 00 650 750 9 00 

BALANCES, SPRING. 
PURER. occ ccccccccccccsocesecs 20% 


BARS, CROW. 
Pinch or Wedge Point, per cwt....$8 50 


BASKETS. 

Clothes. 
Small Willow........ 
Medium Willow...... 
Large Willow........ 


per doz. 15 00 
o 17 00 
20 00 


o 


Galvanized Stee. } bu. 1 bu. 14 bu. 


Hand. 


Miscellaneous. 


Farm, Ibs. . 


Each 


Screw Driver. 
No. 








Per doz......$11 50 $17 00 $22 00 


Pussell Jennings 


1 Common 
No. 6 Stanley. . 


an Nickeled Steel Bell. 


ee ee eeee 


Church and he steel alloys. . 
5 75 
33" oo 


eoeseseee 





BEATERS. 
Carpet. Per doz. 
Ne 2 Tinned Gpeing Wire. . -& 10 
°. pring Wire coppered. . 1 50 
PR. + seceeudeusenn 175 
Ege. Per doz 
No. 50 Imp. Dover ........ $110 
No. 102 1 35 
No. 150 “ “ hotel. 2 10 
No. 10 Heavy hotel tinned. . 210 
N 13 ° 30 
No. 15 ae - - 3 60 
No. 18 ” red _ 4 50 
Hand, 
8 9 10 12 
Per doz.$11 50 13 00 1475 18 00 
Moulders’. 
Ss ctendsnsaces Per doz. 20 06 
BELLS. 
Call. 
3-inch Nickeled Rotary Bell, 
Bronzed base... ... per doz. $5 50 
Cow. 
PE bcendcedteececsceces 30% 
Door. Per doz. 
‘New Departure Automatic...$ 7 50 
meemey. 
-in. Old Copper Bell ...... 6 00 
-in. Old C r Bell, ee : 00 
-in. Nickeled Steel Bell. - 600 


6 50 


White pe petted -List, plus = 


“ 30 


.30% 
100 


0 
3 75 5 50 7 25 


BEVELS, TEE 
Stanley’s rosewood handle, new 


ESPERO A er Nets 
Stanley's iron handle............ Nets 
BINDING CLOTH 
i... 6s vessdeenennntnseons 55% 
. . ccctdbaaneneesseeenones 40% 
Brass, plated..........seeeeeeees 60% 
BITS. 

Auger. 
~ pa @ PRRGOGR. . 2s cccvccees 25% 
| List plus 5% 
Ford’ Shi ee saatne eee 
SEES UPsaecorseees "aes 
Russell —— = SS aeiniteuteen sian 20% 
Clark's Expansive..........+ 334% 
Steer's ** Small list, $22 00..... 5% 
“Large “ $26 00.....5% 
eS ere | 
A attern 
Fords _ rE set . List plus 5% 
Pt. ccceaveebses seeanenned 10% 
Countersink. 
No. 18 Wheeler's .. . .per doz. $2 25 
No. 20 ™ ays a“ 3 00 
American Snailhead.. “ 1 75 
oe Rose oe oe 2 00 
si as nn 1 40 
Mahew’s Flat...... 5 1 60 
” ee ” 1 90 
Dowel. 
20% 


Gimlet. 
t. 
vemanpienaane es. $1 10—$1 60 
Countersink.........+++: Doz. 1 
Reamer. - 
Standard Square.....-.++ Doz. 2 
American Octagon . 250 
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BLACKING, STOVE. | _ (See Polish)| Wel 
L ADES, SAW. : Picture Chai 
uichers’. Oak, Wrought Iron Ri ae _ eo 
Standara, } & 1}-in.. Tc iveted Light Brass, 3 ft Wentworth’s, N 
. ’ tom ial » 3 ft..... per doz. ! orth’s, No. 1, $12.50; No, 
Clock Spring. ........ cin Net, op Ears......... per doz. $8 00} Heavy Brass,3ft.... “ ™ . o $18.25. No. 3, 1,2 Ne. 2, 
a eicdesis sconces ck cng 
cbeadieass BURRS, ‘ ’ 
, a RIVETING. Sash Chain. (Morton's) CLAWS, TACK. 
pod td Burrs Soe 25% above list Steel, per 100 ft. nt be. pa to per des. $0 + 
— benseeesees sccccccccccceS® inners’ Iron Burrs only... ...... 30% 7 he cccerccereececseseeceecs $2 50] Solid atest. pag oe + 
ee aes Benesenesensessensvenssess 9D PFE. os vesscrmscces % 2 ip 
WYTTTITITIT TTT TTT cossecce Oo @ 
a BUTTS. 
Disston Cast Iron. . j aeaeeaneaan 
jadiebaaaiiielrn 2 4% , Drain. 
l Hy 2/0 |Cham Metal. 
a 6 ‘6 26 se Brass (New List)... .Plus5% OR ieee Iwan’s Adjustable............ 40% 
: $800 $850 See ST I lee 5 40] _ Iwan's Stationary ..... "30% 
weeny $8.00)” «0% | ° sh eaiin ae 
- ‘ rought Steel, Japanned....Net prices = —WUTTTITTTTT TTT TTT TT 5 60 Pot. 
in -s secceccccccesccscccccece 77S] WitOrss+eereeeeee+ POF Gos. $0 7 
dis eons tate ee Side-Walk ocaiea 
sham - 
CALIPERS. pion Metal.-Extra Heavy. Desaeivanans per doz., Net prices 
eee TEE ite 9 50 
Pees inde and Guteidess 220s Nn" (Cable Sash Chai CLEAVERS 
Snatch. le NO ooo on sacsecece..... — > Sash Chains. Family. . 
— ae ceeeesutPhus 10% oeee BOO. ccccccseens List Net Plus 15% | Beatty's,inch 7 + 9 10 
wate Per doz. .$27 00 2900 3300 3600 
Iron Strapped............ Plus 10% eens CHALE, CARTS SRS 
— 5 Boot. Tg kd anid einiee wis per gro., $1 40 CLEVIGES. 
(Lufkin R. Co.'s), per M...... G7 COPRE.....ccccccscvees “ 1 40 Malleable ...........+.+4. 10c Ibs 
BOARDS. Toe. White “ ~ 
a jjsmama [7 cement eum,  [Cummen Wile Oca 1 25 
le Blunt and medium, 1 Common Whi CLIPP 5 
, prong, ite School 2 ERS. 
Woes Sune. ere Net Prices per 100 Ibs. ae 20 Te “ 25c] Bolt....-.+---eeeees $2 25&6 00 
ben ase steteeeee ne Sharp, | prong, per 100 Ibs.... 6 70 a 
Wabash Delft Enameled.. CHARCOAI woieen 
Wabash Art Inlay....... “ CAN aaron 
- a — _— a a eee 65&5% 
SANS fn AB. eee eee eevee : lam per. 
. Elgin. 
~—e ~ _ Srantacd peeceneconses per doz. 70c 
No. 760, Banner Globe, single) Rac all bdae 5 8 10 CHECKS, DOOR. Heme. 1551S NP NE " 4 
atelenadss sce P ROY perdoz.$5 25 tach.......$4 00 $5 15 $5 15}Blount................ Net list eee ™ 
No. 652, Banner Globe, (single) Iowa Pattern. a ei oq . 
ews” 1a. fe. eae —_ 
. ee 4 00 ' ; 
en ates, 6 $5.15 $5 15 CHIMNEY TOPS. ee New Pric 
Iwan's Volcano............... 35% | yy Be& Ass. eeeeeeeeeeees oo 
’ oe dware Wire— i 
CAN OPENERS. Fa + 
BOLTS. See Openers ‘ ‘ P Mesh yp - ys 
Carriage, Machine, etc. Box EELS. 6 ‘ “ vase a 
Carriage, }x6 and sizes am ; ' aol : es " 
ey btenddnsen aller. son CAPS, GUN, ain i a di aed 12 14 S W ain 
son bi See Ammunidca. Round, per doz.......$5 25 5 75]; croon Wire. Prices on applications 
ieniciminais zs Flat, perdoz......... 725 8 25 12 mesh, painted, per 100 sq. ft... ..., 
eres: - 20% 
Machin iis casgepsccacouats Suan CARPET STRETCHERS. Cold 
M Orter..........+. wee See Stretchers. Good quality, } in. and COLLARS, STOVE FIPS. 
eft than Dic cceubévnensana 28-5 ‘Ss ~<a yD Sa es Ae ans vets | Lacquered 
etn rar acne aenteunaie 7 CAR maller size, per doz........... Nets 
es SSBB, commen. fsa rn nets ¢ 
Mortise, Door. Diamond, Resuler... cach, Nets! < Ohio... eriidkasiad Price on Application Saree esse 80c 8Sc $115 
Gem, iron... coseseseees $9 Diamond,éSling....... — = niall aaa 
sem, bronze plated........... 5% ; Ohio ..see.++s++ Price on Application 
Barrel. CARTRIDGES Tanged, Firmer.—Barton's. COMPASSES, 
Won eeecece ‘itivnsnenene ae — ; . With handles. . i Reg veseees Net list Carpenters’ 1S% 
wrouat ecccces seeeeeeeeeee See Ammunition. iii=—-—« = =#é«O'‘ °° °° idles 
Plush. . CHUCKS COPPER—Geo Meta! 
KS, DRILL ne 
Wrought... .. eee “C 
R. —_ ipisudiuaiansS CASTERS. Goodell’s, for Goodell’s | Screw COPPERS—Soldering. 
. Stend =" es Gn sist less 35-409 
ns es “Tal andard—Ball Bearing.......50&10%|Yankee, for Yankee Screw To i ‘ Por ‘yl Roofing 7 
er dasaanscossoceeneees ITs sssctrenhasuntexasninente’ 40% ee ee 6 00}2 des map aaiahel ana op per Ib. ave 
Sere. aes L CHURNS. * Reenter wm 
a : i nti-Bent Wood, » rrr _ « 43 
- Se ee | 
BORERS. . a Cee, ase Zach ....-.... $390 460 485 
Anonier. PR car os ae Wa tee ee 50% a, BONES occ eccsccconsed 65&74% CORD 
Biles 8 ne. ae -per dos. $23 00 aaeatone ia Plate, new list. . . .50% Common Dash, Picture. , 
sill borere, ‘eed ee one 40% — oT ae eee 5 7 White Wire........cscceees 60&5% 
WBicwedcacesene 17 00 19 00 
Sash. 
E Co. ‘No.1 - Sampson Spot, No. 7 j 
sterprie Mig. 1. CATCH anaes 
ieee 105 tare . ERS, GRASS. Adjustoble. CLAMPS. Sampson Spot, No.g.per doz. $29 40 
No. Se: $12 25| Martin's. 
p08... ..2+ $12 25} Martin's. .....-+-eeesereeeee. 30% 
ies -—w Be. 160, lke ecnsccees 14 03| No. 63, Screw... gs 20% CORKSCREWS 
a 4 - 
an Mae. 22/$18 00 23°00 29°00 ca | Willlamson'’s Regular, ne 
itre, Cc J aes NO ceanvecensivdeaian illiamson’s Regular. 35&117% 
pe | EMENT, FURNACE. | . «+++ 20% | Witliamson’s Forged Worm... . . .40% 
Stantey’s a eee wy American Seal, 5 1b. cans, net $0 45| 27 ?enters’. 
tearns, a % ing cans. “* 90 Steel Bar....... List price plus 25% 
Sib. cans, “* ‘ cot" 5, 5 iG 
BRACES. Pecora, 5 1b “ 1 87) Carriage Makers’. eaienieaieemaaie 
Pray’s -_ . Ones ves 45 - " 
o ° . —. — oe 90 2} dl Deitel per doz. $7 00 All sizes (new list) .......---+++- 80% 
aR tea) eM SE IL 28 00 
”  prabaebpamageeere irs 2 ) 
WReETTTITTTTLTT 46 00 
. BRAC ant COUPLINGS, HOSE. 
ay Rack —_— CHAIN AND CHAINS. oo. 
Wenn nomenon sieeeae No. 30 Ball and Socket, 24” DN ,ccmnneneee’4 perdoz. $7? 25 
ee eee een enwneee . - " matt ant € oe -—~ Ste = 
Ww cccesnednn @ No. 50, Ball ad 
Gote...... — 2, por ° 19 20 Doubleslack eases doz. pairs, $8 50 head. . . na =, 12 25 > 
ae ~ With Covertfaee ole 2 COVERS, WAGON—See Tents. 
W-th Slide....... “ — 
Wrought Steel.............+.40% | Without Slide “ ; OO! Sherman's, brass, t-in., per doz. .48c calgon 
tose 460 Double, brass, }-in. oo} 
be * 1 20 Morgan's Grapevine . .per doz. $45 C@ 
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Wood Pails. 
Frazer's, 15tb.$1.00; 25 th. $1.50 each 
Hub Lightning, 15 tbh. 90c; 25 fb. 
$1.21 each. 


Tin Cans, 
Frazer's 
Ses MOP ONS, . cccncdessccsaae oe 
Sth. pet G06..ccccece neessa - 32S 
GRINDSTONES. 
Family. 
Inches... 7 8 10 12 


Per dozs.20 50 21 75 26 25 30 50 
Loose. 

Per Bsc cccece Price on application 
Mounted. 

Ball Bearing..... 1 2 3 

Bach. ..ee. ree $475 §00 525 

GUN WADS. 
(See Ammunition). 
GUNS. 

Iver Johnson Champion Single 

Barrel Shot Guns...... Net Prices 

Double Barrel, Hammerless. ~ 
HAFTS, AWL. 
Brad. 
Common....... ++e+-perdoz. $0 35 
Peg. 
Patent, plaintop..... 80 
Patent, leathertop... “ 90 
Sewing. 
Common....... me = 24 
Patent.ccccoccccccce ” 55 
HAMMERS, HANDLED. 
per doz., net” 
Blacksmiths, Hand, No. 0, 26 oz.$11 11 
Engineers’, No. 1,26 02........ 11 11 
FParvriers’, Noo6, 7 Of. ......++% 7% 
Machinists’, No. 1,7 0z........ 6 65 
Nail, 
Vanadium, No. 41}, 16 oz., 
IN , ccinaaicaacesacniel $17 50 
V.. B.,No. 11}, 16 oz. per doz. 13 95 

Garden City, No. 111}, 16 

Is nike casceeens 11 90 
Tinner's Riveting, No. 1, 8 oz., 

DAP Gcccessceewsssiess 9 40 
Shoe, Steel, No. 1,13 0z. per doz. 10 00 
Tack 

Magnetic. 
Pe Eiseexaccacees coo. ve OS 6S 
HAMMERS, HEAVY. 
Heavy Hammers and Sledges. 
MT ENE gbiccnecesieetcen 50% 
S Ibs. and over.....cscsees 50&10% 
Masons’. 
Single and Double Face....... -50% 
HANDLES. 
Auger. 
Common Assorted... .per doz. $0 75 
Pratt’s Adjustable, Nos. 1 & 2, 
Dh ti obsedeneediaees 6 00 
Ives’ Adjustable. .... perset, 1 35 
BBs cccvcccvcesececs ececccseeeIV% 
Chisel, 
Hickory, Tanged, Firmer, Assorted, 
55c; Large, 85c per doz. 


Hickory, Socket Firmer, Assorted, 
70c; Large size, 80c per doz. 
Cod Pick...cee eee 40% 


eeeeeeeeses 





CRAYONS—See Chalk. ELBOWS—Conductor Pipe. 
Galvanized Steel, Tin and Terne, 
CUTTERS Round Corrugated. 
Glass. Size. Doz. 
Woodward......++++++sserse: || TR 
Meat. Dl ctcnisneeedenesessacee sae 
Enterprise—Nos. 5 10 Se: Misdkce6esiesk0esnsesececess4 65% 
aes OE BD. Be ae Fe Fin choc cescsccexiececsescd 65% 
Nos. 22 32 Staak. cccccccccccscecceooesess 65% 
o 650 8 50 
Pipe. 
Saunders’, No. ! 2 3 EMERY, TURKISH. 
Each....... + $1.85 275 6 75)rize ow... I-lb, Selb. 10-Ib 
Slaw and Kramt. Per doz. |Per pound..... 18c l4c 13c 
4-knife Kraut..........$20 09-55 00 
3-knife Kraut, 8x27 in.. 13 00-18 00 
l-knife Slaw.......... 2 50 EYES. 
2-knife Slaw.......... 3 00 
SN atcccecevesteceus 11 00] Bright Wire Screw—See Ooods, B. W. 
Drifting Pick...... ovcce BO, 10&5% 
DAMPERS, STOVE PIPE. ti ih iene 
Ideal Brass, 14” No. 60..per gross, $3 50 
4” CORO eee fi 00 Iron o ct) 50. _ oe 1 60 
Wicuicniguetstekeeeeuneves 1 05 
i cieueeskukeouawasaesuswan 1 tf! 
cing ceudveaseaensexekaws 1 25 FASTENERS, STORM SASH. 
ed Oe eee 2 20 Shroeder's. ee per doz. $1 50 
Svaieilienin kata ata maaan dae aaa aees 3 75 [| ee . “ 3 00 
Gl esha cereale ice  bg 6 00 
DIES AND STOCKS, FILES AND RASPS. 
‘ _ | Delta 
SG i 5 ecaaetnanea ace New List Delta.... eee, 
DIGGERS. Me nsvsccvences List plus 25% 
Post Hole. i cbsbectes ** net. 
eee t doz. $14 50] yy; . 
Iwan’'s Split Handle fBureka) Nicholson = 
= andle..... per doz.. 15 00] AMericaW........ceeeeeeeeeee 60% 
ra a at OO eeccecces 50-10-74% 
Iwan's Perfection(Atlas) “ 1¢ 50 : 
Iwan's Hercules pattern “ 18 00 Black Diamond............. 50&5% 
See also Augers—Post Hole. rns acion halal lati aeanaee 
Dividers, Wing............ ....: 2095) SR WERMD «020000000 @ 
— 5% Kearney & Foot......... 50-10-74% 
DOOR CHECKS—See Checks. a 50- 10-74% 
Nicholson brand ........... 50&74% 
DOORS, SCREEN J. Barton Smith...... bss -50&24% 
-in. 4-panel, painted..... Net Prices} X-F Swiss Pattern.........Net list. 
14-in. 4-panel, painted...... 7 
1}-in. 3-panel, natural pine, DONT cccacceces inci neemeigalee 
Paaerrareetesevees On a 50&10% 
DOOR HANGERS—See Hangers. |Heller’s............++++++--60&10% 
DRILLS. Barley PORKS. 
Blacksmiths’ Twist. (New List)... ..40% | p, a new lise,,........ New Prices 
Breast. eee  weeewes New prices 
Millers Falls No. 12....Each, $46 00| 3-“* ..+++4 Thee eeeees New prices 
“ i BONE SE” hicccsen Sebenene New prices 
Ns «since teen New prices 
Hand. NS ckcasncceseunsed New prices 
Goodell’s Automatic. Header 
Nos. 01 03 SRG nc ccc aeeescenexe New prices 
Perdoz.12 00 14 40 seas encceseesses New prices 
Goodell’s Single Gear, per doz. 15 75 | yanure. 
Goodell-Pratt No. 44 per doz. oe PPE ee : 
We Mi veces onareseees00i gapy | SAMO oncccccccscrece ED SEND 
ae No. 379 per doz. 30% FREEZERS—ICE CREAM. 
St, FCB. . cccccccccvccceces 0 P . 
Reciprocating. White Moun ae -< jp ibe: e 5 
Goodell’s.......... perdoz 2600| * = 3 as 3 
Asctio......+.+. . o3 
DRIVERS, SCREW. Serene og a 3 
Er ee a er ene é 
Lock Ferrule........-00ssee0 wi GAUGES. 
Champion pee eecendeerecersene ** \Cream Pail. 
Champion Pattern............ “| Fairmount.......... per doz. $3 75 
Clark's Interchangeable... ...... “ |Marking, Mortise, etc. ........+.: 
I icacaraacisetscseenewes sigh ehaes 15 C8 ere Nets 
Reed's Lightning.............. * | Wire. 
Goodell’s Spiral.............3. - SE ROTOR «2.25% 
We IEE, vc cccccccscs - vt 
ep rere = GIMLETS. 
a ic as aie weateadon + +-35@40% 
EAVES, TROUGH. GLUE. 
° Bulk. 
60-5% off Standard List. B Amber. per Ib. 35c 
A White. 9..........045 “  40c 
ELBOWS—Stove Pipe. H. S. Amber...........  *- 
1-piece Corrugated, Uniform. Liquid. 
Doz Army & Navy........ esccceedeee 
I bkieokdatecnescseewie ee $1 85 Le Page’s— 
Ras Wulutedanaimsadetaled ooenew ee ee 374% 
ich minackusdatdanaee sa i Ok |, Rap eaiapnets + 334% 
Uniform, Collar Adjustable BE ES Waddwbawilds saniweses 25 % 
Doz GREASE, AXLE. 
5-inch invenueresedieseceeswain $2 40) Pood Boxes. 
= et eee Pee . 4s Prazer’s.......... pergro. $13 00 
BO har a eC Stk Gaaw as wiwasie 275° Hub Lightning..... At a 3 7 50 


SE esis bhns aan ddeed 40% 
File, assorted, 30c; Large, 35c per doz 
Hammer. 
Adze Eye...... per doz. 40 to $1 00 
Blacksmiths’...  “ 45c@1 00 
Machinists’.... "“ 50c@1 00 
Hay and Manure Fork......... +»25% 
Screw Driver. 
COON... 60 
eee a... 90 
Shovel and Spade........00000+2+25% 


HANGERS. 
Barn Door. 
U. S. Rolled Bearing.......... 124% 
RSE AE eee 124% 
Warehouse Tandem, No. 44. ..333% 
Conductor P.. 
Iwan’s Perfection. ........... 45%. 
Eave Trough. 
All sizes. 5” or smaller, 
eomciaieancal a aac per gross. $3 80 Net 
All sizes, larger than 5”, 
cSveeoeened per gross. 500 “ 
Garage Door. 
Se 50&10% 
eee 50% 
sk encinn orcad 50% 
Parlor Door. 
Sb cho wndene dnd per set, $3 75 
Ives’ Improved..... . - 3 40 
Lane’s Standard. .... - 3 50 
Lane’s New Model... “* 3 10 
Le Roy Noiseless.......... 40&10% 
Is ivcindiant Gino uae mila 25% 
PE atiartacereaease 40& 10% 
HASPS. 
Hinge, Wrought... .. Add 50% to list. 
With Staples—See Staples. 
HATCHETS. 
cc cdagesbaxccanweucue 50% 
co Le ae per doz. $1 50@I1 85 
Cast Shingling.. . + 1 50@1 85 
Ps cscrcsstasccienss 74% 
HAY KNIVES. 


See Knives. 


HAY RACK BRACKETS 
Wenzleman’s No.1! per doz. sets, $18 00 


Wenzleman’s No.2 “ ” 19 20 
HINGES. 
Blind. 
Clark's Gravity 
RS eee per doz. gets, $2 25 
Oo ere — ™ 5 75 
Gate. 
NR nine wet . 2 3 
Hgs & Ltch, doz. $5 50 700 9 75 
Hinges only “* 475 550 8 00 
Latches only. 190 190 
Screen Door. 
Pe Ee vssccncewas gross $10 00 
Ps heceenneesedes as 7 00 
Spring. 
TOO Add 123% to list. 


Columbia Dbl. Acting. . .40&10&5% 


re es “aka he Ween 25% 
Ideal Detachable...per gro. $1! 00 
cece ckhsiaeeasaneen 40% 
New Idea......... pergro. $7 20 
D. <p cnunpecenaees sae 20% 
Wrought Iron. 
New Lasts......cccccccccesccscscc 
Light Strap Hinges......... . S&S % 
Heavy Strap Hinges..... 2087 1% 


ians List plus 5% 


Light T Hinges 
~ ....List plus 45% 


Heavy T Hinges. . 


Extra Heavy T Hinges. ... 15&5% 
Screw Hook and Strap. 
OO BPM. 660% per 100 Ibs. $7 75 
96: te Bie. . 000% " = 7 50 
BB 0b BBO. 0 ose = ” 7 25 
Screw Hook and Eye. 
SOc ccccse ..+--perdoz. pair $2 60 
is cededsoneue ” = 3 50 
Dis ckgscccenes = , 5 00 
HOES. 
IE so visniceacanvissdensscs Net 
Grub. 
ee er New prices 
a ae per doz. New prices 
Ladies’ and Boys’....... New prices 
OS Error rT New prices 
Planter’s Eye...........New prices 
Weed. cccccccccccceecc New p.s 
HOOKS. 
Awning. No. 60.......pergro 50% 
Belt. 
kk as0'ees o6eensness 70&5% 
. 585% 


PO veccesavcassce 





ench, 
See Stops, Bencr. 
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Boz. 

a 5 7 10 12 

Per doz...$2 50 275 325 385 
Bush. 

Common Axe Handle, per doz.$22 00 
Chat. 

Inch.. 18% t Ys t 

Pr 100 $7 60-8 10 9 75 11 50 12 60 
Clothes Line. 

Japanned........ per doz.48c @1 40 

Galvanized....... “ —- 75c@2 50 
Coat and Hat. 

Common Wire... .per gro. 1 25-1 65 
Conductor. 

Iwan’s Tinned Sickle.......... List. 
Corn. 

Common, riveted, painted 

Diba tetetekeeses per doz. Nets 

Little Giant......... a ee 
Gate. 

See Gocds, Bright Wire. 
Grass. 

Common Nos. 1 3 5 7 

Per doz...$4 50 350 375 325 
Hammock. 

With plate.......... per doz. 1 10 

With screw.......... - 1 00 
Lambrequin, or Drapery, per gro. . .30c 
so te ciclnin ues eacce @50&10% 
Potato and Manure.............. Nets 
Screw. 

DG iGacwdibdvnieeesstedes 70% 
(See Goods, Bright Wire.) 
SE ccdiecnswcace per tb. 54c 
HOSE, GARDEN. 

Per ft 

Guaranteed 3 ply 2inch....... l6c 
- 4ply finch ....... 184c 

" 5 ply finch ....... 13}c 


COTTON COV. RUBBER HOSE. 
High Grade Apache 1” guar. press. 


Me scbdensadudesannedonsd 40c 
HUSKERS 
Boss. 
ee B E 
PN 26 ciwndelenteuns New Nets 
Pe i Gides nied per doz. New Nets 
IRON, PIG. 
See Metals.—First column. 
IRONS 
Curling. 
en eee per doz. $4 40 
REPS “ 50 
iisibdnniccasedas . 58 
SPSS SR - 1 25 
. is RR sad 1 25 
PE ccwauunwreenus - 1 00 
Plane, 
Wood Bench....... Add 10% to list 
Sed. 
I 8 per doz. $11 00 
Common, polished, per 100 ths. 7 75 
No. 70 Asbestos aE $1 50 net 
No. 100 . 1 75 net 
Common, nickel plated. | Seda 8 25 
Mrs, Pott’ s, 
os ot Enterprise, per set, Nets 
°. “ 
No. = it) oT) 77 
T No. 55 T. “ ity iJ 
| eee tb ” 
Tailors’ Goose......... Pere " 
Ideal. 
6 tb. Household............. $3 50 
adidandesa’s 4 25 
14 th. Tailors’ Goose......... 5 50 
Tuyere. 
Single Duck iat. doz. $5 25 
Double Duck ie i % 25 
MUGS ccaceuan see each 2 60 
JACKS, 
I i a th 30% 
Wagon. 
Richard’s No. 1..... per doz. $15 so 
Si idestscaccadvasian, 
Oliver, 
EE ee 0 on 
IN tae ee $0.69 £0 8 





Standard, LINING, STOVE. 
he cocvcceceoores $0 60 ses GE iccunewanchecel per crate, 42¢ 
RW LOCKS. 
SE isns06keeeeeesssnsesceed 40 ’ 
rer enrenesebentaesetl 40% | Barn Door. 
No. 60 Stearns....... per doz. $10 00 
KETTLES. eee OO ltencwas _ 17 SO 

dd ntihaigueseanethneeeneal 15 

Ca’ seGbteteneinienekne 40&5 MACHINES. 

Cc Dinncessecsenncawsed per tb. 5 

eR ARERARERAspaE 40& 10% | Riveting. 
cen cccseccvcccsscecscocus 50% Stearns No. 1....... per doz. $12 00 
Tenoning. 
KNIVES. 

Beet Topping. No. 50 Peace’s Spoke...each $11 50 
cyte. ,9-in. iets Blade, dz. $3 .= MAIL BOXES. 

Butcher. Per yn See Boxes. 

Beechwood Handles, 6” blade. nt > 
_ ae <a MALLETS. 
: 8 "3 63 Carpenters’. 
Cenhar’s Beas ccccecsvccccseces 15% Fibre Head, No. 2, per dos. $16 50 
- No.3 ™ 19 50 

Corn. - et 
Clipper......+ «+++ sper doz. $1 3 No. 4 28 50 
Disston’s........... Round Hickory..... ** $3 00- 5 00 
OO TRS = 3 bo “ — Lignumvitea.. “ 6 25-10 50 
Woodford.......... ° 2 25] Square Hickory..... “ 3 50-5 50 

Drawing. “  Lignumvite.. * 8 00-12 00 
Standard........ (New List)... 15% | Tinners’. 

Adjustable SR alte ee RRS 15 Pe scnesuneens “e 2 25 
Barton's Carpenters’.......... 15% 
MATS. ° 

Hay. Door. 

Iwan’s Solid Socket...... doz.$13 00! National Rigid......... 50& 10&5% 
rrr ** 13 00] Acme Steel Flexible. .......... 50% 
Iwan's, Sickle Edge... .. = eo 
Iwan’s, Impv'd Serrated. “ 15 50} Stove. 

7 a eee per gro Nets 

Beige. No r “Asbestos ” sasters, or 
Saat = taht aii 2 per doz. $6 00 wire-covered Stove Mats, 

isston s. beccece ee with handle....... per doz. 1 10 
No. 2 Asbestos Toasters, with 
Mincing. Cais awaddonx per doz... 60 
Geman, nate er = 60 
ommon, a. 90 - 
Streeter, 4-blade....,  “* 1 30 MATTOCKS. 
Streeter, 6-blade..... Ps ssnacisimenetaceanceh 25% 

Putty. MAULS. 
Common...... per doz. fo 3 1 50 (roa. Ibs. . 10 13 16 18 
Lander’s...... 1 75@2 50 er doz....... Prices on Apgtieation 

Wood Face, Ibs. 10 14 

Scraping. Per Gos. ...... -Priees on Applic ation 

Wood Choppers’. 
Ponds Faal.. ».0.+- 55 : 4 Lake Super’r & Oregon Pat. 49&5% 
KNOBS. MEASURES. 

Doors. Galvanized, doz...........+.++- Nets 
seinem. peernneas ‘pur gan $2 10) Japanned, doz...........+.+---- Nets 
| Ser - 2 20 

LADDERS. MILLS, COFFEE. 

Common Long. PE, .acconveadbaeskene 164% 
TNs Cec scinuedmiacsseu 17c@23c|Parker.......-+-.seeeeee+ ++ 5OKS% 

Extension Dh Gehéicseadenadkeeee 40-1 0% 
Us. 66ntecewendsenedas 22 to 28 

Step. MITRE BOXES. 
CONOR, WOE This 0906s tsn0s00 3c |See Boxes. 

Common, ary Sheif, add 10c. 
eer eee eee eee eee eee eeeeeeee® MOPS 
beeseeseonees 5 
Catinngs, 6 60 9h..........+. $0c Cotton. Star (Cut Ends). 
Pounds 12’ 15’ 18’ 24%3 oz. 
LANTERNS. Per doz. $4 50 565 675 9 00 


Bull's Eye Police. 
3-in. Flash Light...per doz. $13 00 


LEADERS, CATTLE. 


MOWERS, LAWN. 
Gladiator—B. 3. 





ES eee eee 51 52 
ee 16 18 20 
SP iisccsetecnénesawl 135 1 45 
sine $ TN ssn caetcad $6 50 725 8 00 
LEATHER, LACE. King Universal—B. B. 
: rene $5 25 575 600 
pn casdaneeee 100 ft. $3 00 
Ronpiée i GPRS Sa Ns brie 2 “ s 40) Unches.......... 14 16 18 
LEATHERS, PUMP. Big Giant......... $3 50 390 425 
Valve and Plunger.............. 10% 
LIFTERS. 
Stove Cover NAILS. 
Con ed...... per gro. $3 25@5 = Oe eee Prices on Application 
Mletia.......... © 10 00] ©! Zrom........ a 
Transom. Wire. 
Payson’s.....seeseecseesecees 55%] Small Lots ...Prices on Application 
LINES. Cement Coated. 
Chalk. Small Lots. ...Prices on Application 
ery in =e. agate. P 9 | Horseshoe. 
PR ne casknie Prion ¢ on Application} Ausable................... 55&5% 
gana in 50-ft. b 3 4 OO Ee ee er 15% 
Per ——..... ‘hee: on Application} Perfect........-++...seeees 55&5% 
epatees 6 in 20-ft. er P Ne ccc e weds ois wena 20&5% 
Per doz...... . Prices on Application StAP.-. esse eee eeeeeeeeenees 30&S7% 
Mason’s...... Picture. 
<0) Cae Se eer per doz $0 95 Brass Heads eseeccccecocecese 25% 
Soft, es Le 24 OS ee 
S0-2c. Cotten. ..o000 ™ seid : 
50-ft. Braided Cotton “ Te PD vinckicetecene List plus 15% 





4/ 
NAIL PULLERS. 
See Pullers. 
NAIL SETS. 
See Sets. 

NETTING, POULTRY. 
Galvanized before weaving.,...... 50% 
Galvanized after weaving.........45% 

NIPPERS. 
End Cutting. 
Stubb’s Pattern, Inches. 5 6 
re $465 675 
End and Diagonal Cutting. 
Swedish Side. Inches.. 5 6 
BOP GIO ods ccccceces $4 50 575 
Hoof. 
ee 40&10% 
DPiicenincuuasssesesae 55&5% 
NOZZLES. 
Hose. 
0 ey ee per doz. $9 50 
a ” 5 75 

NUTS, HOT PRESSED 

Square Tapped. 

$1.85 off per 100 tbs. 
Hexagon Tapped. 

$1.85 off per 100 tbs. 

OILERS 

Chase Pattern. 

Brass and Copper..........++. 10% 

BaBocccceccececccceces ee 334% 
Engineers’. 

, Saree er per doz. $7 00@ 9 00 
Machine. 

a per doz. $0 85 

OPENERS. 
Box. : 
See Box Chisels 

Can. 

Delmonico.......... per doz. $1 30 

Never Slip. ......... i 65 
Crate. 

PRs \ bbennecenae * 7 25-11 00 


OUTFITS, COBBLING * 





Combination. per doz.$16 00 
Economy..........- sid % 50 
Family..... mtestinencs = 14 50 
PAILS. 
Cream. 
14-qt., without gauge, per doz. $9 50 
18-qt., eu 11 00 
20-qt., - - a 11 75 
Sap. 
10-q¢-. IC Tin +eeees per doz. $4 00 
er  peeedes - 5 SU 
Stock. 
Galv'd. qts. 20 
Per doz.. "9975 10 ‘3 12 75 14 50 
Water. 
Galvanized, qts.. 10 12 14 
Per ccakcccalll 75 650 7 25 
Wood. 
Cable, 2-Hoop........ per doz. Nets 
Cable, 3-Hoop........ " Nets 
Cedar, 3-Hoop,brass.. “ Nets 
PANS. 
PR cdddeceenseotaedacesaes Net 
Fry. 
Pi cictnsawnaneeawsded Nets 
Bececonsscvesacsstedecees - 
Roasting. 
Paxton, 
PaB.cse 8 2 3 a 
DO iddasdentnnesennsesss Nets 
PO c0s-0 use nessensesss - 
Savory No. 200..... per doz. *8 40 
PAPER. 
Building 
eee per 100lbs. BAe 
eee - 2<28 
Tarred Felt. - & §a= 
Red Rosin, per ton. .$75 OC 
Sand and Emery. 
No. 1, per ream, best grade.... $5 40 
No. 1, perream, cheaper grade. 485 
Wrapping. 
BSG c ccccccessecs 100 ibs, Nets 
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PARERS Tinners’. PUNCHES. SAWS. 
Apple. RI Fakcaucdassedinnnd Net list | Conductors. al Poe pee ‘ 
, i SS ere epee ins 0. Prices on applic’n 
Goodell’s........+.. as en  emaaeaiaeamempinconnios Os OE ao ou Gt © el Elaate..-..--: Prices on apolic'n 
ntable..... > i. , k. 
bo Mowntes: ae i 3 PLUMBS AND LFVELS Seddlers’. Bact ston's aepehed Prices on applic’n 
—— sees a Common......per doz. 1 50to5 00} Jackson’s......++-++eee- ew nets 
Potato. CMMIOR. 5 oc ccccccccees cocve's Nets ine Sori Butchers’. 
ita 10} in. da. 6 5(| COMB: -eeeeeeeeeeeeees 40% — ge tos. 8628) BS Atking& Co. Prices on applic'n 
J , “* ° . s 0 is + eo BU. wee ° ° 
Goodsell’s iesatene * 5 in. dz 5 5 a Tron... ..2.-20-2eereeees 25% * yes + Re alk 12 00 _Disston Risaccans Prices on applic’n 
PICKS avis’ Inclinometer............. 15% No. 60..... om 16 00 = Cc. Atkins & Co. Fa seeps od n 
POINTERS, SPOKE. PUTTY Disston’s.......-- r'ces on applic’n 
UR. 5. cadswnnneneta 4%, . vel phoehedeneeeeneene New nets 
Drifting and Poll Picks. .......: 2244, | Stearns’ No. I........ per doz. $ 8 00] Strictly pure.....per 100 tbs. $4 25|Compas 
Ee z2} A |  Bicnzeese 10 00 EC “atkins & Co. Prices on applic’n 
Ptssccrehessseenensadan 224% POKERS. STOVE in RAIL. Bisson Riaccceeds Prices on applic’n 
; q A rn Door. Copia 
a Wr't Stee!, str't or bent per doz. $0 75} Matchless, Iein................ se] BE. i. C. Atkins co oa 
Carpenters’, cast 7. Nickel Plated, coil hanl’s “ 110 i seerececerseves bs Cros. gains 
Inches... | 6 ee ee ee? > CC E. C. Atkins & Co. Prices on applic’n 
Per doz. . .$3 75 . 7S 6 '2s 7 00 Sliding Door. Disston’s......... Prices on applic’n 
Blacksmiths’ Coreecesesceesesees p 4 POLISH. Bronzed wrought iron... per ft. 84c Dehorning. 
Be ee ae eee °| Metal. RAKES Disston’s.........Prices on applic’n 
Clothes PINS. Wizard, 6 oz....... per gross $18 00 | Garden. : ‘er doz. — vee ‘Atkins & Co. Prices on applic'’n 
: - ee -, © 20 40| Steel, Bow, 12-inch Teeth... 7 50; Disston’s......... Prices on applic’n 
Common....per box of 5 gro. $0 95 - sm “ « 3600 Steel, Bow, 14-inch 9 25 | pack 
Picket GS. eee Malleable Iron, 12-in. ** 4 75 Disston’s Prices on applic’n 
“  1qte...... ** doz. 600] Malleable'Iron, 14-in. *“* $O@leoe sa ****** 
Fluted, 15-in........ r doz. $1 10 “ oa Hand and Rip. 
Fluted, 21-in........ —— 1 60 $eal...... i 10 80 Hay. B.C. Atkins & Co. Prices on applic'n 
i ssissescecass “ 190 Igal...... 18 60! Wood, 10 Teeth ........0.00 geo] pemtens No? ee as 
: PIPE. Lawn. D100, and 120. . Prices on applic’n 
Conductor. Stove. Per gross » PEE. c ccccccncseces New nets 
Plain R dandR ac , ee a ate enone per doz. $5 50 wy 
on HOURS ERS HOURS Vorsugates Black Eagle Paste 50z.... ..$13 80 | 
29 Gauge. ....+0++00ssse0ee- 65%, “4b. 17 40 RASPS—See Files. | batt oe taneiee 
a © sceagatntanaegncnves 45°, se “  Tlb....... 31 20 RAZORS—SAFETY. ee EC. a. ~~ 
I gre ntreeiepapis - 206 “ “ 5 Ibs. per sill cc in - Prices on applic’ 
< Gillette............+. Pp z. | Disston’s......... Prices on applic’n 
Square Corrugated A and B am Es en wean eae S 251 Bate Bteew...ccccccccs ” 45 00' Panel, 

Octagon. _| Black Eagle Liquid, een per Gem........eeseeeees . ; 4 E.C. Atkins & Co. Prices on applic’n 
= Gauge. ..-.-2eereereerees. 50% EN cdadeadasi e...@. 15 60] Sem cane. ee 8 40.» Disston’ Ms No. 7... Prices on applic’n 
26 sn Se ee On 35%, Black Kid Paste, 5 Ibs. percase 6 00) Ever Ready (3 doz. lots) wi 8 00 Nerpucter. & Co. Prices on applic’n 
24 eeeeeeee ee IS%| Black Jack Liquid 4 pt. per RAZOR STROPS | Disstan’s... 0s Prices on applic’n 
Galvanized Toncan Metal, Genuin OES cies eek snes >» 00 s r oy | Pruning. 

D. Iron, L onore Metal, Char Black Jack Paste $10 per gross 13 20 er GED 6 vccanckccencanens 50% Disston’s......... Prices on applic’n 

coal Iron and Keystone C. B . | Stairbuilders’. 

Plain Round and Round Corrugated REGISTERS. | E. C. Atkins & Co. Prices on applic’n 
28 Gauge 50°; FIRE POTS. Japa nned, Bronzed & Plated.....20%! Disston’s......... Prices on applic’n 
6 sla lala ad that thal edi ticle 404 fia Brass or Bronze Metal prices | Wee Wood 
24 “ : : , : : : : ‘ A f : : ; ara ta 1S% Clayton & Lambert's, each $4 00@6 00 on, application. vouceeee 66600 209; E. C. Atkins & Co. Prices on applic’ n 
Square Corrugated A and B Polygon] Gate City.....--.--+--++: each, 6 25| Baseboard.......-+++++eeeeeees @ Disston’s......... Prices on applic’n 
and Octagon. Gs od voncvensen each, $6 75@8 50 REGISTER FACES. SAW BUCK Buck 
LO nee 45% | Jepanned, Bronzed and Plated. S—See Bucks. 
+ i eee Ss POWDER. BRAD, occ cccssesscsene 20% SAW SETS—See Sets 
tees ese eae eees iti SC cccaiecsuenten 
14 and 16 oz. Copper, all designs. 504 See Ammunition. a : SAW TOOLS—See Tools. 
Portico Elbows. WwW A S. 
Galvanized and Terne Steel. PRESSES, VRUIT AND JELLY. | ee . saga o — 
ES CETTE TTC TET TT Toe 45% i f : ei ver Johnson ety Automatic » Plain. ..... . 
If ened meen sneer 45% Enterprise Manufacturing Co 25% Hammet.ensercre en New Nets} Common painted.... “ 2 10 
ae PRIMERS. L. J. Model 1900... .2222... “ 
NE cin nigcsactkane ka iwe ns 40% 0 | Ses Aauaiiien, | RINGS AND RINGERS. SCALES 
Discounts on Round apply on sizes 2 | Bull. Counter. 

inch to 6 inch inclusive. | CN ck ccineeannne se 2}-in. 3-in PE vrccensausewensed 40&10%, 
Preighht cltewed on 1s dom ¥ more PRUNERS. _ Gun. sali reel 4 <a 75 $3 25 

Less than 15 dozen actory P ea’s Improve elf- 

Sete 30 days net, 2% ten days. Dieston’s Pole........ per ' dos. $18 00 5 Piercing copper, doz. : = oe SCISSORS 
Stantesd Gauge C ~ Pipe, Water's Improved..... . 60% - tecl, per dos......... i ee eee ee ree 60% 
plain or corrugat 0g. 
y Blair’s Rings........ r doz. $ 75 SCOOPS. 
Biot Mestad... -2seee+++- ion ak PULLERS Blas Ringers... Per ee 1 00 IGrain. 
ested solid .....sseeeeee: 0 Cork. Brown's Rings....... “ 72| 4 bu. “Hercules”’ odes, 390 
Stor: Per 100 Daisy eevcces ecccce -..each, $3 10 Brown’ Ss Ringers. .... vad 1 00 1-bu. “H les” “ 5 00 
aera Joints | Pheenix.............04 o 1a Bie... eee 
29-Gauge, — biases maak “ 7 . Quick and Easy....... .% 27 nin Rings... mes. . e : os 60 SCRAPERS 
“ "eee Ste . Perfect Ringers...... = Box. ’ 
van 5 eseeeeeaee Zar. se oe ‘ry | (0) Triangular, No. 6....per doz. $6 25 
ToiMeh.. +++ ++ +++: 20 00! | Giant........ eae per doz. 14 50 
~Joint Made-up Never-Slip..... iscoe % «87 00, PER Jor. tb 30c Road 
is binaneaexinied per 100 $50 00 a White. ...+eseseeees GED. 00+: Cubic ft...... ae 
Key. ith runners, ea. 6 20 
Furnace Pipe. PULLEYS. | Split. rere per doz. $0 He With ers, ea.$7 00 6 50 
Double Wall Pipe and Fittings 25% P . plit, square........ Zs 
Single Wall Pipe, Round Pipe [1"™™E—J8D'G.-----+-eeeeeee4-10%) Ball, round.......... 40| SCREEN DOOR HINGES. 
i : RIVETS. 
WENGE. cc rccccccccccccccs 25% | Clothes Line........ ovcenkecited 10% c Belt Add 15% to list ree gross, $13 00 
Galvan'd and Black Iron Pipe, copper belt....... 0 “ 0 
Pakkicesinssses . 20% | Hay Fork. eppered BOR. .0 0 seseecnces +o Be G Geedd.. see eeeeereeee os 
PLANES. Iron Wheel, S-in..... per doz. 2 50 jjame...........+++++- per tb. $0 17 SCREWS. 
Stanley I B e Wood Wheel, 6-in....  ** 2 65 Slotted Clinch...... per doz. 60c@1 10 Bench. ; 
Stanley Iron Bench.........---.-- net = Wood Wheel, 6-in., pass knot, | Tubular. Iron, a - it .. it, 
PLATES, TIN, «| eeee eens enacosael per dos, 3 00|' Nos. 1 and 2 assorted sizes,50 | Wood, 5,75 _-190 15 75 21 3 
eae 4 Sesh. Nos. and 2 asoried izes, 10” "I fand pyre ss 22000 
PLIERS. I i cicadas cbncaled Net, im box..........---+++. cst, «ied ctaintencaheiaerata, 334% 
Giant, Button’s—Nets Common-Sense, 2-in. .......++- Net «0. Set. RIVET SSrs. ee fated ernonacae oe 45-5% 
Cutting ~— BUN, Dies <6 cnscicd — + enema ROPE. sa al ead 
DEE ceccecedecececesoceesees et Cotton. 
DUNG. 0s vicecnedan ew Seles ee cashes vececcceeeNe3! $ 5-16 in, Com. on reels, pork. _ . Centennial 
Paragon. 220.221.2211. New Prices eee tn  Rardes.......00 ie Te 
Fencing PUMPS. eM Sos ccnee sani 20c | Wood. 
Pitcher Spout | No. 2 ccccccccccccsccsece litse F. H. Bright Seay eee 70-10-10% 
Black Bull............... All Nets nos 1 2 3 q  ~Pure Manila. eB ere. 65-10-10 
Farmers ee: ee eee Ist quality, base....perlb. 25%c] FH. ae paké nn aaeeeons 624-10 
RRR A: All Nets Each teeeeee ceccccesecoescoceD Hardware Grade --per Ib. 24%e FP. H. Pe 424-10-5 
RULES. ON Rr met! 
Flat and Round Nose Spray. P-ices on application R. H. Nickel Plated....... 574- 
Bernard's iibatemaecend New Prices Midget Junior....... per doz. 3 75 po . — Bo: 0 oret . SCYTHES. 
Ciiuua den asteadeeeds ew Prices} New Wit cnscdece 6 00 hd bE ite Clipper, Grass........per doz. $13 50 
PUNE, ocscecccseseves New Price? Crescent. .. ap i os “ 6 80 Lefkin’sSiecen ........-.-- “ Lai. = 13 70 
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Nel. SETS. SQUARES. 

Square head........ per doz. $1 25 | Steel and Iron.......... Nets new list 
Cup point, knurled.. 115 Po ns for bluing, $3.00 per doz., net.) 

Rivet. norepemaoeppeabpeenen 
FORM 00. cccces perdoz. $2 10' Try and Bevel. ..........2.425. ? 
ME so woxnid cectacsesscin 25% | Try and Miter.........00005++- 

| Se per doz 00 

Sew. Winterbottom’s..........0+0+5 la 
Aiken's Pattern...... per doz. $6 50 
Disston’s Monarch... “ 7 20 SQUEEZERS, LEMON 
Disston’s X-Cut..... ** 13 50'Common Wood........ r doz. $0 70 
ere “2 80 Ressclain Lined, Wood. pers * 25 
Nash's Hand........ . 3 15 | egy megeend ye : rs ; = 

: a ron frame, porc’n bow! ” 
Nash's X-Cut....... 4 20 Iron Frame, glass bowl. ** 2 35 
Stillman's Lever..... - 1 30 Little Giant, tin’diron.. “ 4 00 
Stillman’s X-Cut..... ” 2 50 i on japanned pees ee 3 60 
Whiting Pattern,No.21 “ ‘sree as 430 
Eccentric Anvil, Hand, No, ; STAPLES. 
395, N. P. Morrill Pattern, Blind. 
ee ae ed ae od per doz 11 50 Barbed.............per lb.21@22c 
i PS ctoretene « “  16@19c 
SHARPENERS, SKATE Fence— 
Polished......... 
ee per doz. $1 60 Galvanized nba, gor eRe " * 
Se bdenandidnbdweKea nee 1 20 Netting. _ 
SHEARS Galvanized....... per 100 Ibs. 6 50 
Per Doz. rene. ue Gentes. 32 4 
” roug: tap es, 
Nickel Plated, Straight, 6”. ... $11 50 Staples, Hanne, Hocks pe 
™.... 1295 Staples, and Hooks and 
” = = oc Oe éckkcinekcasoute 50&1 nd 
Jananned, Straight 6”.... 1025 Extra heavy See eeeeeeesesees 35 (A) 
= 7 7”.... 11 SO STEELYARD., 
“ sas Fusce OOo . 
Tinners'—See Snips. Discount 29%. 
STONES. 
SHEAVES, SLIDING DOOR.  /|Aze. 

Common. Hindostan.......... on. New. Nets 
Inches. . ee 3 4 5 a- wader ry 
Per set... ...... $140 175 240 SEER. co cccccces 

Hatfeld's. .~ 
Per set....$180 210 275  25|9,N0,126..........perdos. New Nets 

Gahanses ss No. Tpergpe. New Nets 
as ansas t 
SHELLS—See Ammunition. Washita No. 717. “ oT) 
_ SHELLERS, CORN. Oil—Unmounted. 
WR as.ccueawencaunt per doz. $6 75| Arkansas Hard. -per Ib. New Nets 
Peunaene ee nn 
ily Be ccecens 
: SHIELDS. eer Creek....... = pee 
Expansion Bolt Shields.......... 60% en eke . = + | 
—_ SHOES. Scythe 
cgkdienanancnine sees --0% 3leck Diemond.. per gro. New Nets 
SHOT—See Ammunition. Cem... «as “ 
, SHOVELS AND SPADES. Green Mountain. = o 
No. 2,Woodford..... per doz. $5 50) L#Moille........ : = 
 £|M—enseperee= Extra Quinnebog. : ” 
Ames’, new list..... Discount, 128%] Red End........ a = 
er doz. 
Neverb =, hollow beck, =. oN ts 
atonal... us STOPS, BENCH. 


National. . 





Buckeye. . ax Ae mae ee 
Mohawk. . sie oS eg 
Bar Drain & Ditchine 
Iwan's Perfection.. . $30 00 
Railroad, etc. 
Black Diamond Net 
Scckedakecpics ™ 
payetens aoe 2 
Hollow Back... “ 
Ames’, new list Discount, 123% 
Caivanipes, with wood han- 
ome a $1 45 
SPT TrerrTTTTTTerrs 155 
Alashe’ Steel: 
SPDs cscocceed per doz. $3 50 
Long Handle........ ” 3 00 
SINKS. 
Cast Iron. 
OT ee Net 
Enameled, , wate, Ps cesses ™ 
Wrought Stee 
Painted, “tans beacceseeveceese ° 
SLEDGES—See Henan. 
SNAPS, HARN ee 
Covered Spring............+ 
Judd's Pattern...... Add s3aee to ae 
SNATHS. 
Double Ring, ee 9 er doz. $9 75 
Patent Loop, Bush..... . 10 00 
Patent Loop, a —_— 8 75 
SNIPS, TINNERS’. 
EE Pe ee 40&1 
DA. «ccacceawaneneend dot log 
Bch ickehbinidahdasewesnecee 50% 


SOLDER—See Metals. 
SPRINGS, DOOR. 


er 4 $6 
Per doz. "SSe 60¢ 65¢ 750 90 1 00 


Reliance. 


ight Medium Hea’ 
Per doz. .$1 55 2 10 3 % 
MEL beneensanna per doz. 1 65 
= SPRINKLERS. LAWN. 
Stearns’ No. 1........ per doz. $9 75 


No. 10 Morrill pattern, per doz. $10 00 
No. 11 Stearns “ 8 75 


No. 15 Smith = ” é 50 
STOPPERS, FLUE. 
occ 6cneccnuse per doz. $1 10 
Gem, flat, No.3........ ” 1 00 
te, Hes Ba cecccvcuce ” 110 


STOVE PIPE—See pipe. 


STOVE BOARDS—See Boards. 
STOVE POLISH—See Pclish. 
STRAPS. 

DD ccnisexncoad per doz. 85c & 1 20 
STRETCHERS. 

Carpet 
IR ccceccccces per doz. $3 90 
DR cn cctiasees oa 25 
Malleable Iron....... a 70 
Pi ocinccccces = 6 30 
PEs 6 656eeecenseve - 450 
Wire. 
O. S. Elwood, No. 1...per doz. Nets 
O. S. Elwood, No. 2... = 
SWIVELS. 

Malleable Iron....... ..perts. $0 % 
Wrought Steel......... pergro. 4 50 
TACKS. 

Bill Posters’ 6-oz., 25 tb. boxes, 
MPT 600 ctncnecnnesnnnnses 15c¢ 








TAPES, MEASURING. WARE. 
Glue Pots. 
i es alae f : : 
Lufkin’ s Steel SOU Es —. Tinned.......... --Add 15% to list 
Lufkin’s Metallic. List to list plus 20% Enameled............ seeeeee 30% 
SS PDs occ ccccvéscecces 10% 
WASH BOAKDS—See Boards. 
THERMOMETERS. ° 
— a . WASHERS. 
in Case..... ae oz. 80c ! 25 | Standard O. G. cast iron...perth. 34c 
— aoe. . a $2°00@ +4 . Wrought steel in 5-tb. boxes, per th.: 
In.3/16 35/16 # $ '# 8 & 1 
TIES. 18c 16c 15c 13c 12¢ lle Ile He Iie 
Bale. 
Single ip. carload lots..... 75&7% WEDGES. 
ess than car lots 70&15% A 
= See “Chains.” Beveerevees oeeeeeees perdoz. Nets 
Low I pT per fb. i 
DR ocsaececccceacies = 
TOOLS, SAW. * - % 
Disston’s Universal............. 40% WEANERS. 
Calf. 
Fuller's, per doz... .. $2 00 to $2 50 
TRAPS. Tyler's Safety, perdoz. 1 85 to 2 40 
Game with Chains. Carroll's, per doz.... 3 00 to 3 75 
We TE, Biciccsececsesesi $1 65| Hoosier, per doz..... 3 50 to 4 60 
Oneida Jump No. 1.......... 2 25] Shaw Perfected...... 3 00to 3 75 
PGE Bs unccceeaeces 3 85 
Mouse and Rat. Net per gross WEIGHTS. 
Out O'Sight peauee Ptandeed $ 8 00] Hitching.............. pertb. Nets 
“yeas 15 00] <3 54—£.o.b. Chicago 
Maic ite ein ees 100 00]* OD. ORG 
4s Pocket Tiss cwsscs 20 00} Ton lots, per ton............ $60 00 
_ 4 re 2 60 Ss lots, Siccadases 3 
Hold Fast Mouse........ .. 2 60 mnalier tote, gor ten oe 
, >" Sar . 11:00 
paid, y tiiievnbanksis il p4 WHEEL BARROWS. 
SPREE 13 No. 4 Tubular Steel......... @ $7 25 
Wood Choker Mouse, 4 Holes 1! 00 Common Tray or Stave Tray @ 275 
be TROWELS. Angle leg. garden.......... @ 475 
trick. 
WHEELS. 
sevens Saat paepenaeeenweres) iss I, io ocnkcacenesecuas 50% 
Sea ae SOF | BEETS. cccccccacccvcccccccsees 60% 
DE iékivesibesscusacaneude Net I well. Ine.....c.ces 10 12 
Plasterers’. ne $5 50 725 8 50 
TE EE: Sbcvkeasnenenndne 40% 12 in. heavy hoisting, per doz. $25 00 
Ee es pee aene tied 25% 
2: | SRP Aa Net WIRE 
Brass. 

TRUCKS Ps psa cdnnnketaasesebeae Nets 
SR ae e ae: each, $3 75 In 1-lb. spools, new list........ Nets 
Warehouse or store. ee ae Nets 

Noe fr eaehe so oerrerit sss: 53 $9 | Cable—Same price as Barbed Wire 
Copper. 
TUBS, WASH, ii iain Bt ec eat el Nets 


Standard, Wood, Ex, 
re 3 2 1 large 
Per doz. .$9 50 11 25 12 75 15 SC 


Galvanized. 
ins naucee ews i 2 3 


Market 


3-ply Cotton Wrapping ieeeenaee 
Extra Wrapping...... 

“ Hvy. Wrapping. . 

- Wrapping on tubes... 
- 7 cones... 


4 “ o oe 


India Hemp, 4$-!b. balls, No. 18.. 


eo 


2-ply Jute, 1-tb. balls......... 
Seins Market 
ST sacontes Quotation 
Med..... ~ Seekitianeeniae - 
Hard.. OP al ae eae ee > 
Staging. }-tb. ball, cise Pstenss ” 
= A ‘ie 
“i = oe ieckene sad 
Bagging, }-tb ball.............. - 
3-ply, “B”’ in hanks........... ” 
y  Pgussaeunese i 
oo = Cie eeeinee - 
3- “ Silver Finish, in hanks... “ 
Fodder or Lath. 
SID GREE. « « cc cseccccecotees 
VISES. 
Meo. 71, Mand. ..ccccccccceace $5 00 
Oval Slide, 
Inches 2 24 34 44 
Each $2.40 $2.60 $3.00 $3.75 $7.75 
No. |. Genuine Wentworth, 
Noiseless Saw...... perdoz. w3 50 
No. 2. Genuine Wentwofth, 
Noiseless Saw......per doz. 20 00 
No. 3 Genuine Wentworth, 
Noiseless Saw... ... per doz. 18 00 


No 500, All Steel Folding Saw 
src per aes. 13 50 


1-lb. spools, new list...........Nets 
Fence—Smooth. An’eal'd Galv'd 
Nos. 6 to 9, less than 
car, per 100 tbs... 


Hair—New List......... 


Market. 
Bright, full bdles A 
Bright, broke:: bdles........ 
Coppered, full bdles........ 
Coppered, broken bdles..... 
Tinned, full bdles.......... - 
Tinned, broken we wan aaee 4 

Picture—In coils...... 80% @80& 10% 
In 5-th. spools.......pertb..... 26c 


WRENCHES. 


$425 $495 
. .40&10% 


Market Quotations 


Coes Steel Handle, Ginch..... 30% 
oo “ 8 ..... 30% 
10 * ..... 30% 

as - a isos, Be 
Coes Knife-Handle, 6 “ ..... 30% 
“ ‘ e 8 1... 3% 
“4 ee ae 

<s - a ~ «secs Ge 
Coes All Patterns, 30% 


Bemis & Call's: 


Adjustable S, 15%; Adjustable S 


Pipe, 15%; Briggs’ Pattern, 10% 
Combination Bright.........15% 
Steel Handle Nut............ 20% 
Combination Black.......... 15S&5% 
Merrick Pattern.............. 10% 


Knife Handle Pattern. 
No. 62, Screw Wrench. List, plus S% 
No. 60, Steel Handle.. 


WRINGERS. 
No. 790, Guarantee... .per doz. ™ 00 
No. 770, Bicycle ...... “2 7 00 
No. 110, Domestic.... = 4 5( 
No 110, Brighton.. - 46 50 
No. 740, Bicycle ...... - 55 00 
No. 2?, Domestic.... a 48 50 
No. 22, Pioneer - 44 50 





No. 770B, Bicycle... ... - 92 00 
'No. 781B Guarantee... “ 101 0 
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ADVERTISERS’ INDEX 
ALPHABETICAL LIST 
Allen Co., Inc., L. B........+.++ oocve @& 
American Furnace Co.........++++ 13 
American Sheet & Tin Plate Co...... 87 
American Steel & Wire Co......... 
Atkins & Co., Inc., E.C.......+.-+ 93 
Berger Bros. C0... ..ccscccsecsess - 89 
BaES SO... GOED. cc ccscse ceccevese 88 
Bertseh & OS... cccccccccccccccces 88 
Black Silk Stove Polish Works....... 21 
Brier Hill Steel Co...... piidentesess 87 
Bullard & Gormley Co...........++ 99 
Central Heating Supply Co......... 12 
Chatsworth Mig. Co......+.0+++++5 95 
Clark & Co., GO0. M.....cceccecces 2 
Clark-Smith Hdw. Co.........++++ 89 
Clayton & Lambert Mfg. Co........ 88 
Cleveland Castings Pattern Co...... 21 
Coes Wrench Co......... eovcceces 94 
Co-Operative Foundry Co.......... 9 
Corbin Screw Corporation......... 97 
Cortright Metal Roofing Co........ 89 
Curfman Mfg. Co., F. L... 66.6605 0 84 
Danville Stove & Mfg. Co.......... 10 
Delta File WorkS......0cseeeesee8 94 
Diener Mfg. Co., G. W.......-.055 88 
Dover Wood Face Co.........+++++ 21 
Dreis & Krump Mfg. Co..........+- 88 
Enterprise Mfg. Co. of Pa.......... 90 
Forest City Fdy. & Mfg. Co.......: 6 
Friedley-Voshardt Co..........++++ 89 
Gerock Bros. Mfg. Co..........+++: 87 
Globe Stove & Range Co........... 5 
Green Foundry & Furnace Co....... 9 
Hall-Neal Furnace Co...... Sacseee 14 
Hammond Heating Co........-.++ 14 
Harrington & King Perforating Co... 89 
Hart & Cooley Co.......0+.0.ee00s 1-15 
Haynes-Langenberg Mfg. Co....... 19 
BN OP Gace cndecercsccseecees 84 
Henry Miller Fdy. Co............. 3 
Hero Furmace Co........2seeeseeee 12 
SE Ecc ceccectscecceees 13 
PSO. cc cesoneconeseeee 20 
ees Go.,. THOSE, BE. ccccvvccscioes 21 
Bussey & Co., ©. G...ccccccccccecs 84 
Independent Register & Mfg. Co.... 15 
SE GR... cccccccsccccccece 86 
Jack Corporation, A.W............ 21 
BEAT BGS. CO...c cdiccccceccccecs 84 
Lalance & Grosjean Mig. Co........ 97 
Lennox Furnace Co............-.. 7 
SUE BE. GOiccccccccvscesccss - 95 
ere 95 
Magee Furnace Co............6.006 11 
Mahoning Fdy. Co................ 2 
Malleable Steel Range Mfg. Co..... 22 
Moyer Furnace Co........:....... 4 
Meyer & Bro. Co., F...........000% 17 
Meyers Mfg. Co., Fred J........... 95 
Michigan Safety Furnace Pipe Co... 18 
Milwaukee Corrugating Co......... 100 
Niagara Maéhine & Tool Works... .. 88 
North Bros. Mfg. Co.............. 96 
Northern Corrugating Co.......... 85 
Northwestern Stove Repair Co...... 21 
Omaha Stove Repair Works........ 21 
Pet Mwesdandescccaceiscceca 83 
Philadelphia Lawn Mower Co....... 96 
Quick Meal Stove Co.............. 88 
Quincy Pattern Co................ 21 
Richards-Wileox Mfg. Co.......... 96 
Rochester Can Co................. 91 
Rock Island Mfg. Co............... 92 
Rock Island Register Co........... 15 
Ryerson & Son, Joseph T........... 87 
Safety Interlocking stovePipeCo.... 19 
St. Louls Technical Institute....... 84 
Scheible Moncrief Heater Co....... 13 
Schwab & Sons Co., R.J........... S 
Simonds Mfg. Co.............0005 94 
Spice Process, Alfred.............. 88 
Standard Ventilator Co............ 89 
Stearns Register Co................ 16 
Sterling Foundry Co............... 89 
Sullivan-Geiger Co................ 84 
es. Mins nteneenat c<4-a0ec 84 
Tuttle & Bailey Mfg. Co........... 15 
Vedder Pattern Works............. 21 
eS. 14 
Waterloo Register Co.............. 20 
Ween BEND, Gis ici ccccccccece 
Wheeling Stove & RangeCo........ 14 
OP RNGO OB. 5 occ os cvccsccccce 10 
Wrought Iron Range Co........... ll 


Z. T. Soot and Gas Consumer Co.... 14 





CLASSIFIED INDEX 





A ries Ant bile. 
Curfman Mfg. Co., F. L., 
Maryville, Mo. 


Richards-Wilcox Mfg. Co., 


Aurora, II. 


Asbestos Sheets. 


Heating Supply Co., 
Chicago, Ill. 


Central 


Jack Corporation, A. W., 
Lockport, New York 


Bail Ties. 


American Steel & Wire Co., 
Chicago, Ill. 


Bins—Nail. 
Wellston Mfg. Co., Wellston, Ohio 


Bolts and Nuts. 
Corbin Screw Corporation, 
New Britain, Conn. 


Son, Jos. T., 


Ryerson & 
Chicago, Tl. 











Brakes—Bicycles, 


Corbin Screw Corporation, 
New Britain, Conn. 


Brakes—Cornice. 


Bertsch & Co., 
Cambridge City, 


Dreis & Krump Mfg. Co., 
Chicago, Ill. 


Ind. 








Enamelware. 


Lalance & Grosjean Mfg. Co., 


Fence Gates. 


American Steel & Wire Co., 
Chicago, 


Fenders. 


Meyers Mfg. Co., Fred J., 


Files. 


Delta File Works, 
Philadelphia, 


Finials. 


Northern Corrugating Co., 
Green Bay, 


Flue Thimbies. 
Sterling Foundry Co., 


, m.| 


Pa. | 


Wis. 


Sterling, Il 


Flux—Soldering. 
Allen Co., L. B., 


Freezers—Ice Cream, 


North Bros. Mfg. Co., 
Philadelphia, 


Furnaces—Soldering. 


Bernz Co., Otto, 
Newark, New Je 


Clayton & Lambert Mfg. Co. 


Detroit, Mich. Hemp & Co., 


Diener Mfg. Co., G. W., 


Quick Meal Stove Co.. 


Chicago, Ill. 


Pa. | 


rsey. 


‘Hollenden Hotel, 
Chicage, | I11.| 


| 
| 
| 
| 


| p hiladelphia 


Chicago, Til. | 


| 
| 
| 
| 


Niagara Machine & Tool Wkzs., St. Louis, Mo. 
Buffalo, N. Y.) 
| Grindstones. 
Brass and Copper. Richards-Wilcox Mfg. Co., 
Hussey & Co., C. G., Aurora, IT.| 
Pittsburgh, Pa. 
Guards—Fire. 
Cans—Garbage. Meyers Mfg. Co., Fred J., 
Rochester Can Co., Hamilton, Ohio} 
Rochester, N. Y. 
Handles—Boiler. 
Cans—Sink. Berger Bros. Co., 
Rochester Can Co., Philadelphia, Pa. 
Rochester, N. Y. ° 
Heaters—School Room, 
Ceilings—Metal. Globe Stove & Range Co.. 
Friedley-Voshardt Co., Kokomo, Ind. 
Chicago, Ill.|Hammond Heating Co. 
Milwaukee Corrugating Co., Cincinnati, Ohio 
Milwaukee, Wis.|Haynes-Langenberg Mfg. Co., 
St. Louis, Mo. 


Whitaker-Glessner Co., 
Wheeling, W. Va. 


Chdin—Furnace. 


Central Heating Supply Co., 
Chicago, Ill. 


Corbin Screw Corporation, 
New Britain, Conn. 


Chimney Caps. 
Sterling Fdy. Co., Sterling, Ill. 


Chimney Tops—Revolving. 
Sterling Fdy. Co., Sterling, Ill. 


Clips—Damper. 


Waterloo Register Co., 
Waterloo, Iowa 


Coal Chutes. 
Peerless Foundry Co 
Indianapolis, Ind. 
Consumers, Soot & Gas. 


Z. T. Soot and Gas Co., 
Oshkosh, Wis. 





Cornices. 


Friedley-Voshardt Co., 
Chicago, Il. 


Cut-Offs—Rain Water. 


Sullivan-Geiger Co., 
Indianapolis, Ind. 


Dampers—Hot Air. 


Mowe Co., The S. M., 


Boston, Mass. 


Eaves Trough. 
Berger Bros. Co., Philadelphia, Pa. 


Clark-Smith Hardware Co., 
Peoria, Ill. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Northern Corrugating Co., 


Green Bay, Wis. 
Elevators. 
Kimball Bros. Co., 
Council Bluffs, Iowa 


Enamel—Iron., 
Black Silk Stove Polish Works, 














Sterling, Ill. 


Heaters—Warm Air. 


American Furnace Co., 
St. Louis, 


Central Furnace Supply Co., 


Mo. 


Chicago, Ill. 


Co-operative Foundry Co., 


Rochester, N. Y.| 


Danville Stove & Mfg. Co., 
Danville, 


Pa. | 


Forest City Fdy. & Mfg. Co., 
Cleveland, Ohio. 


Globe Stove & Range Co 


Kokomo, 


Des Moines, 


Haynes-Langenberg Mfg. Co., 
St. Louis, 


Hall-Neal Furnace Co., 
Indianapolis, 


Hammond Heating Co., 
Cincinnati, 


Henry-Miller Foundry Co., 


Ind. 


Green Foundry & Furnace Co., 


Iowa 


Mo. 


Ind. 


Ohio 


Clev eland, Ohio 


Hero Furnace Co., Chicago, 
Hess-Snyder Co., 


Lennox Furnace Co., 
Marshalltown, 


Magee Furnace Co., 
Boston, 


Mahoning Fdy. Co., 


Ill. 


Massillon, Ohio 
Iowa 


Mass. 


Youngstown, Ohio 


Meyer Furnace Co., 
Peerless Foundry Co., 


Peoria, Il. 


Indianapolis, Ind. 
Scheible-Moncrief Heater Co., 
Cleveland, Ohio 
Schill Bros. Co., Crestline, Ohio 
Schwab & Sons Co., R. J., 
Milwaukee, Wis. 
Victor Stove Co., Salem, Ohio. 


Waterloo Register Co., 


Waterloo, Iowa 


Wise Furnace Co., Akron, 
Wrought Iron Range Co., 


Ohio 











| 


| 
| 


| 





| Berger Bros. Co. 


St. Louis, Mo. | 


Hangers—Door. 
Richards-Wilcox Mfg. Co., 


Aurora, 


Holders—Flag Pole. 


Enterprise Mfg. Co. of Pa., 
Philadelphia, 


Pa. 


| Hussey 


|Clark-Smith Hdw. 


Hotels. 


Horse Shoes. 
American Steel & Wire Co., 


Chicago, II}. 


Jobbers—Hardware. 
Bullard & Gormley Co., 


Chicago, I). 


Hamilton, Ohio| MNark-Smith Hardware Co. 
| Peoria, Ill. 


Kitchen Utensils. 


Lalance & Mfg. Co., 
Chicago, Il 


Grosean 


Lawn Mowers. 


Lawn Mower Co., 
Philadelphia, Pa 


Machines—Crimping. 
| Bertsch & Co. 


Cambridge City, Ind. 


Niagara Machine & Tool Works, 


Buffalo, N. Y. 


Machines—Steve Pipe. 


|Hemp & Co., St. Louis, Mo. 
Machines—Tinsmiths’. 
| Bertsch & Co. 


Cambridge City, 
Dreis & Krump Mfg. C 


Niagara Machine & Tool Works, 
Buffalo, 


Meat & Foed Choppers 
Enterprise Mfg. Co. of Pa., 
Philadetphia, Pa 


Meat Smokers. 


Chatsworth Mfg. Co., 
Chatsworth, Il. 


Metal Corners 


Northe rn Corrugating Co., 
iGreen Bay, 


Wis 
Metals—Perforated. 


Harrington & King Perforating 
Co., Chicago, II}. 


Millboard—Asbestos. 


Jack Corporation, A. W., 
Lockport, N. Y. 


Miters, 


Friedley-Voshardt Co., 
Chicago, I)! 


Nails—Slating. 
Hussey & Co., C. G 


Nails—Wire. 
| senectenn Steel & Wire Co., 
Chicago, Til. 


Nut Crackers 


Enterprise Mfg. Co. of Pa., 
Philadeiphia, Pa 

Oil Heaters 

Wheeling Stove & Range Co., 
Wheeling, W. Va 


Ornaments—Sheet Metal 


Friedley-Voshardt Co., 

Chicago, Ill. 
Gerock Bros. Mfg. Co., 
St. Mo 


Louis, 
Pails—Dairy. 
Rochester Can Co., eee 
Rochester, N. Y 
Parte—Bicycles. 
Corbin Screw Corp., 


New Britain, Conn 
Parts—Tools. 
Corbin Screw Corp., 
New Britain, Conn. 
Patterns—Stove. 
Cleveland Castings Pattern Co., 
Cleveland, Ohio 
Quincy Pattern Co., Quincy, Il. 
Vedder Pattern Wks., Troy, N. Y- 
Pipe—Conductor. 


Philadeiphia, Pa. 
Co., 

Peoria, Ill. 
| Friedley- Voshardt Co., 
Chicago, Il. 
& Co, C. G. 
Pittsburgh, Pa. 


Mii waukee Corrugating Co., 


Milwaukee, Wis 


Cleveland, Ohio 


Ind. 


0., 
Chicago, Ill. 
St. Louis, Mo. 


N. Y. 


Pittsburgh, Pa. 


/z/ 


